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Trade Mark Reg. U. S. Pat. Off. 


Made of extra quality stock, carefully inspected, 
and guaranteed free from imperfections of braid 
or finish. Known for over thirty years to archi- 
tects and builders as the most durable and eco- 
nomical material for hanging windows. { 


pune 


> | sae Cord 








Even running, nent. a: aed braided, and free 
from the prominent imperfections seen in other 
low-priced cords. 


Sachem Cord 


More uniform in quality than other very low- i 
priced cords. Sold at net weight, like all our cord. | 


These sash cords do not contain the large or heavily loaded centres found in 
some cords, which increase the weight and decrease the wear. Even the 
Sachem cord will wear at least twice as long in running over pulleys as the 


best loaded cord. 
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We also manufacture other braided cords in all sizes, kinds and quali- 
ties, including other sash cords, clothes lines, masons’ lines, shade | 
cord. awning line, dumbwaiter rope, etc., and cotton twines. ; 


Send for Catalogue and Samples 





Samson Cordage Works, boston, lV 
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Patent 
Pending 


The New 26-Piece Utility Tray 


A Combined Silverware-holder and Serving Tray That Enables You 
to Increase Your Sales Unit. 


A practical service tray with a lift-out racked velvet lining for the ware. 
After setting the table the velvet lining can be slipped into a drawer and 
the serving tray used by hostess or maid. 


In three delightful color combinations: Gold and polychrome with old 
rose velvet lining; silver and blue with mistral blue velvet lining: 
mahogany with mistral blue velvet lining. 





This tray enables you to sell a 26-piece set instead of a dozen or a 
half-dozen pieces. 


For particulars write Sales Promotion Depart- 
ment, International Silver Co., Meriden, Conn. 


1847 ROGERS BROS. 


SILVERPLAT E 
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Here are two thorough-going tools of 
real outstanding merit. Made for the 
craftsman that buys the best! 


V & B Vanadium hammers are made 
from special V & B formula vanadium 
steel, and handled with the finest hand- 
shaved, second growth white hickory. 
Octagon necked, and round faced— 
with a special non-slip claw that firmly 
grips either a brad or a spike. 


V & B Unbreakable Planes are drop 
forged—not cast—from a solid bar of 
V & B super-steel. They stand the 
falls that would break an ordinary 
plane. Furnished with all vanadium 
steel blades and walnut handles, in the 
popular sizes you will want. 


Two tools that will give you additional 
sales at a nice profit! 


HAN OFZ .CTUR a oo 


Makers of Fine Toots 
2114 Carroll Ave. ~ ~ Chicago, lil. U.S.A. 
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Its “Car EF ixing” Time 


— 


—put this on 
your counter et" tL line: 


and you sure SERNARD 


will sell pliers! nen 


The thousands who tinker 
around their cars are as busy 
right about now as that famous 
paper hanger you hear so much 
about! 


For tightening up body bolts, 
straightening fenders, wiring up 
breaks, and many other little but 
necessary jobs on a car, you can’t 
beat a pair of Bernard Double- 
Jointed Pliers. 























Here is an assortment of four 
such pliers in a catchy two-color 
display box, all ready to put on 
the counter and get the business. 


It contains a 70-6” Offset, a 
92-6” Diagonal, a 99-6” Leader, 
and an 80-5” Spark. Prices run 
from 50c to $1.25 and the quality 
begins where the prices leave off! 








a ae ear oe See pages 11 and 12 
many motorists wi uy the 
whole box. ' = ste yrs 

It’s a profitable little deal, and ardware Age for 
your jobber can get you all you an ORIGINAL 
want of them, quick. SELLING IDEA 





BERNARD PLI 


THE WM. SCHOLLHORN CO. NEW HAVEN, CONN. 
4#t Pair of Pliers for Every Job 
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SAW TOOLS AN 
SAW SPECIALTIES” 








Modern Methods Make 
Atkins Saws the Leaders 


Atkins Saws stand at the head of the 
list of high grade tools, not only for 
quality of materials but for real im- aa 
provements and patented features pos- | ‘No. 21. Meval Cutting n—iaee 
sessed by no other make. 


Sawing Made Easy a Ne oe Resins 
The patented grinding feature of 
Atkins Silver Steel Saws provides for 
the cutting edge to be the same thick- | 
ness throughout, while the back tapers ¥3 . a a 
gradually wedge-shape from handle to Cable Saw 
point. This feature makes sawing 
easy under all conditions, and at the 
same time it speeds up production and 
saves a world of hard work. 


ere He? Handy Saw 








Improved Perfection Handle 


penis hE | ee ee This patented handle is furnished on 
|Coping Saws 5 gi re . ° 2° 
<r ae Atkins Nos. 53, 65 and 400. Its distinc- 
= <p tive features are a big improvement 
over the old style block handle. 
Informative literature will be sent you 
on request. Write for our plans to help 
you sell Atkins products to the tool 
users in your city. 


No. 3. Nest of Saws ~ 








Bit Brace Sa ee | No. 11. Pruning Saw — 
ite f A, aS T Hand Saw Filer 
ATKINS & COMPAN 
ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 5 
: | Machine Knife Factor PB ae Home Office and Factory: Canadian Factor 
ae Sere N. Y. ae Indianapolis, Ind. Hamilton One. 
ee BRANCH HOUSES 
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A PROFITABLE LINE 



























ALDEN 


ORCESTER 


RENCHES 














For 

Accessory Dealers, 
Hardware Stores, 
Service Stations, 
Garages 


To stock Walden-Worcester 
Socket Wrenches is to have 
the minimum of stock and min- 
imum of capital invested for 
meeting the widest range of 
socket wrench demands. That’s 
why it pays to be a Walden- 
Worcester Dealer—the line is 
profitable! 


Car Distributors, for use in Service Stations— Garage Owners, for their 
mechanics—and Mechanics and Car Owners for their individual tool kits— 
look to the name ‘‘Walden-Worcester’’ for dependable Socket Wrench 
equipment. A Walden- Worcester Dealer gets the business. 


Walden-Worcester Socket Wrenches are a 
line known by the trade, specified by the 
trade—having been approved by factory ser- 
vice managers of over forty popular makes 
of cars. 


A line recognized as standard quality tools, 
designed for time saving on service oper- 
ations, backed by a factory guarantee 
against defective material or workmanship. 





A line made by the originators and pioneers 
of Wire Handle Socket Wrenches—a line 
that has kept a step ahead of the socket 
wrench needs of the automotive industry. 


A line from which socket wrenches can be 
selected for servicing all of the popular 
makes of cars and trucks, each wrench in 
the selection being particularly suited to the 
standard bolts and nuts on the particular 
make of car or truck it is made up for. © 


Just around the corner everywhere there’s a Walden-Worcester Jobber—buy from him. 


WALDEN-WORCESTER 


INCORPORATED 
GENERAL OFFICES AND FACTORY 


WORCESTER, 






manufacturers b Wire Handle Socket Weenches,in the World 


__ Mass. 


JORCESTER 
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The Garage Man needs these 


Carborundum Products in his business— 
therefore you need them in your stock 


Every garage man can use Carborundum and Aloxite Wheels for 
grinding a multitude of tools, parts and fittings. There is a real 
demand for good grinding wheels like Carborundum and Aloxite. 
Send for suggested stock list of sizes, shapes and grits. 





Every garage man has use for Aloxite Cloth for finishing all sorts of 
metal—for every job where he once used emery cloth. He will wel- 
come Aloxite Cloth because it cuts faster, leaves a better finish, lasts 


longer. 





Every garage man has valves to grind. He wants to do-the job with 
Carborundum Compound because it cuts fast, leaves a uniformly 
finished valve seat—because it does a better job quicker, 








| ADD THESE THREE CARBORUNDUM PRODUCTS TO YOUR AUTOMOBILE ACCESSORY STOCK | 


The Carborundum Company, Niagara Falls, N.Y. 


New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids 








7 4 

















: 
| 
: 





—— 





ee ee 








ral HARDWARE AGE April 9, 1925 
= ~\oy4 = 
&5 Jewelry Workers €SX) 


a 
“eg ® and Tool Makers 


TRAOE 


EXTRA +<] X 
Swiss Pattern 


FILES 


THE exacting, nature of their work 
and the rare degree of skill required 
call for precision files of finest 
quality---X.F. Swiss Pattern Files. 
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Identify your store as Headquarters for X.F. 
Swiss Pattern Files. You'll find it profitable to 
carry them in varieties of sizes, shapes and cuts. 


You can depend upon the UNIFORMITY of X.F. 
Swiss Pattern Files---a sales clincher for you. 
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NICHOLSON FIL 


PROVIDENCE, RHODE ISLAND, U.S.A. 
~a File for Every Purpose 
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Gabriel Double 
Leg Bracket for 
attachment to 
sheeting. 










Gabriel Double 
Leg Bracket for 
attachment to 
studding. 


Gabriel Collaps- 
ible Single Ley 
Scaffold Bracket. 





Gabriel Collap- 
sible Horse 
Leg. 





Gabriel Horse Legs 
are furnished in sev- 
eral types and sizes. 


Gabriel Dame Damper 
for fireplace regula- 
ion, 





Gabriel Fireplace 
Ash Dump. 


Gabriel Ash Pit 
Door. A fire- 
place necessity. 








Gabriel Radled Steel Coal 
Chute. The most durable 
and modern chute on the mar- 
ket. 


Know’ GABRIELS 
by Comparison 
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Modern Builders are Using 
Modern Building Equipment 


The dealer's opportunity to increase his sales and 
his profits lies in the fact that up-to-date builders 
are using the most modern building equipment 
they can secure. In Gabriel Rolled Steel Products 
the builder finds various ways of speeding his work 
and saving time, materials and money. Every 
builder is a prospective customer of yours. If you 
standardize on Gabriel Products an increase in 
profits is assured you. You can meet the builder's 
requirements satisfactorily with Gabriels because 
of their quality and attractive prices. Build your 
business. Gabriel Products are modern in design, 
durable in construction and economically priced to 
make ready sales for you. ‘ 


Write for Details and Prices. 


GABRIEL STEEL COMPANY 


BELLEVUE AVE. DETROIT, MICH. 


ROLLED SIR} 


PRODUCTS 


Write for details of Gabriel Policy with regard to dealers. 
We are interested in aiding dealers in the marketing of our 
Building Products. Our policy is as sound as our products. 





sneae, 
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This new coal range 
No bending...No stooping... 














The old-fashioned way with the 
hard-to-get-at oven 
ES, sir—an “‘upstairs” oven that does away 
with all bending and stooping at the oven 
door—an oven at a convenient height—right 
where women want it. 

That’s the big, new idea of the Estate El-O- 
Range—a range that meets a need house- 
wives have felt for years. To the thousands 
of women who will purchase coal ranges this 
year, it means convenience—relief, finally, 
from the back-breaking drudgery of the old 
low-oven type of range. 


El-O-Range is beautiful 


The El-O-Range is as beautiful as it is con- 
venient—so handsome it will sell on appear- 
ance alone. A striking combination of white 








Veen Orem enewernr 














The El-O-Range way with the convenient 
upstairs’ oven 
enamel, dark blue enamel and highly polished 
nickel is used in the finish—making El-O- 
Range as attractive as any fine cabinet gas 
range. 


You can be first with 
El-O-Range 


You can establish your store as the leader 
in modern cooking equipment by getting in 
line with El-O-Range. It offers you the same 
opportunity for increased sales that the first 
cabinet type gas range offered—for wherever 
coal or wood is used as kitchen fuel, there is 
a market for the Estate El-O-Range. 

Write today for complete information about 
this new marvel of kitchen comfort. The 
coupon will bring the full details. Mail it. 


THE ESTATE STOVE COMPANY .....HAMILTON, OHIO 


Pacific Coast Office and Display Room: 366 Post Street at Powell, San Francisco, Calif. 


Builders since 1845 of the famous Estates. A stove, furnace and range for every 
requirement— for cooking and heating with coal, wood, gas and electricity. 





Sale EL-O- 





THE CABINET COAL 
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has an “upstairs” oven! 
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Note these El-O-Range features 


Unique flue construction 
There are no down flues. The course of the 
flame is under, up and over the oven. 
Easy to clean 


Top and side flues can be easily cleaned without 
removing the soot cleaner—and all soot can be 
scraped into the fire box. 


A big, roomy oven 


The El-O-Range oven is 18x20x13 inches, and is 
equipped with a drop, spring-balanced door and 


an accurate heat indicator. It is enameled inside 
and out. 


Spacious shelf room 


The broad leg shelf is convenient for pots and 
pans—the upper shelf over the cooking top is 
handy for dishes. Legsand shelves are arranged 
sO as to make sweeping easy. 


Hot-water reservoir 


The contact type, 10-gallon hot-water reservoir 
is made of copper sheers, tinned on the inside and 
nickeled on the outside. The cast-iron top is 
enameled, inside and out. 


RANGE 


RANGE DELUXE 


ail this 
oo today ! 











The Estate Stove Company 
Hamilton, Ohio 


Gentlemen: Please send me complete infor- 
mation about the Estate El-O-Range ( 
Have a salesman call (_) 


Name 
A dd ress 


City _... state 
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A Padlock the size of a watch! 
This popular smaller size will sell bigger. 
Made for business~—to make business. 


HERE has been a constant demand for a Yale Hermetic 
Padlock in a size smaller than the 214 inch Yale Hermetic 
No. 326—one of the best selling padlocks now on the market. 


The new Yale No. 324 Hermetic Padlock is a worthy addi- 
tion to a popular line. It fills the need for a general service 
padlock that can be retailed for 65 cents. 

This new padlock has a heavy iron case, annealed and 
finished by the bower-barff process for toughness and rust 
resistance, and hermetically sealed with two copper plated 
steel discs. Heavy copper plated steel shackle. Warded lock 
mechanism. Sturdy, well finished and packed five in a box. 


Many of your customers want just such a lock. Are you 
ready for the call? Sold by jobbers everywhere. 


The Yale & Towne Manufacturing Co. 


Stamford, Conn., U. S. A. ‘Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


Padlocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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" (HARDWARE COMPANY 


STEEL 
FISHING 
RODS 


HARDWARE COMPANY 


FLY anv 
CASTING 

















No. F 
844, 9, 9Ye, 10 Ft. 





No. 150, Nickel Plated. “No. 1501/2, Black. 
Capacity 60 Yds. 


—_ 





“Aaland nag 


No. TR 
8144 and 91%, Ft. 











° 3 : No. 250 
- ainaarenenellagy monet 


Quadruple Multiplying Capacity 80 Yds. 








No. BBCGG 
4, 4, 5, 5'4, 6 Ft. 


— La ft 











ee 


4 





VIM No. 75 
4, 5, 6, 7, 8, 9 Ft. e Double Multiplying Capacity 60 Yds. 


HARDWARE COMPANY 





TORRINGTON, CONN., U. S. A. 


NEW YORK OFFICE . 151 CHAMBERS STREET 
Established 1854 Incorporated 1864 
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“WICKWIRE” FENCING AND NETTINGS 
(ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 

oe hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 

out longer at the expense of width as 1s generally the case with the ordinary forms of mesh. 
W. W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
expansion problem. 

WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 


H*s eight spaces of one and one-eighth inch mesh at the bottom, graduating through one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and oi as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp wl to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh 


_ the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 


in placing upon the market a Netting of the highest grade. 


WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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Imported English Earthenware Teapots—Gibson’s product—in five true Old English shapes, artistically 
finished. Each pattern in four sizes 


Extra profits—in teapots and bowls 


VEN those hardware merchants who are not a5 

yet operating regular china departments are find- 
ing a profitable year-round demand for English 
earthenware teapots and bowls. 


We illustrate several new and popular patterns—our 
own direct importations, which are in the forefront 
of the year’s best sellers. Properly displayed, they 
will sell themselves. 


Let us tell you about FISHER-BRUCE service and what 
we are doing to make it easy for you to conduct a 
profitable china department without tyjng up a lot of 
space—or a lot of money. We do the warehousing 


for you. 


If your city is not already closed we can offer you the 
exclusive selling rights on some very fine new pat- 
terns in domestic and imported china dinnerware. 





Pyrex 


Baking'Glassware FISHER, BRUCE & CO. 


Complete stock on hand for 


ae Importers and Wholesalers 


Sales Offices: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 

















a As ea ee Wey rey a a VO LOS ge Bi OM eo ae °F LN: Wie erode 
5 Bic, LEE, SEO EP LL OGRLE cat Oe i eis: 
+3 aos be Sue is cake a ACE Ge 


Hand-painted imported English bowls. Each pattern in sets of four graded sizes—can be sold separately or in nests 











16 


Cifecto 


4) T'O 


fLnamels 


ey ; 








“T knew I could 
paint it myself!” 


Andsocan you! Just brush Effecto 
Auto Enamel on your ok car as best 
you can and let it dry a day or two. 
Your car will shine with a glowing, 
lustrous finish that will last longer 
than the paint on most new c 


Effecto is the orzgina/ auton 
enamel — not a paint, wax or p 
— creamy, smooth, free-flo 
self-levelingand quick drying. 
in eight snappy ename/ colors, 
ishing (clear varnish) and Top 
Seat Dressing. Sold by paint a 
hardware dealers everywhere. 


Effecto is no experiment; it h 5teP 


been tried and not found wanting 
by several million delighted automo! 
bile owners during the ten years it 
has been on the market. 

Free Quarter Pint Can of Black Effecto Enamel 


Send a dime to cover packing and mailing cost and we 
will send you a quarter pint of Black Effecto Enamel 
which you can try out on a fender or wheel. 


Free Effecto Color Card and Names of Local 
Dealers Sent on Request 


If you wish a professional finishing job, your auto- 
mobile painter can secure the very best results with one 
of the several Pratt & Lambert automobile finishes. 


Pratt & LAMBeERT-INC. 
114 Tonawanda St., Buffalo, N. Y. 
In Canada, 20 Courtwright Street 
Bridgeburg, Ontario 


PRATT & LAMBERT 
VARNISH PRODUCTS 


the surface and 
Sou save all. SO a 
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These two single col- 
umn advertisements 
are from a series ap- 
pearing this Spring in 
The Saturday Evening 
Post, American Maga- 
zine, Country Gentle- 
man and MacLean’s 


(Canada). 
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.. 
Never learned it 
in college; but — 
She knew a thing or two when 
she decided the o:d car couldn’ t go 
through another summer “‘looking 
hat way.’’ More a man’s work 
an a girl’s, but a lot of ’em are 
oing some mighty nice jobs withone 
rtwocoats of Effecto Auto Enamel. 
Effecto is the original automobile 
zme/—— not a paint, wax or polish. 
ries in twenty-four hours, with- 
runs, laps or brush marks, leaving 
igh lustrous finish. 
id in eight live examel colors, 
Bshing (clear varnish) and Top 
& Seat Dressing, by paint and hard- 
ware dealers everywhere. 
Free Quarter Pint Can Black Effecto Enamel 


Send a dime to cover packing and mailing cost and we 
will send you a quarter pint of Black Effecto Enamce! 
which you can try out on a fender or wheel. 


Free Effecto Color Card and Names of 
Local Dealers Sent on Request 


If you wish a professional finishing job, your auto- 
mobile painter can secure the very best results with one 
of the several Pratt & Lambert automobile finishes. 

Pratr & Lampert-Inc. 
114 ‘Tonawanda St., Buffalo, N. Y. 
In Canada, 20 Courtwright Street 
Bridgeburg, Ontario 


PRATT & LAMBERT 
VARNISH PRODUCTS 


< surface 
Save gave all aly berets 
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Direct Subtraction 


Exclusively a Sundstrand feature in 
machines priced from $150 to $300 


Modern business demands speed 





Operation is simplicity itself. Noth- 


and accuracy. Direct subtraction as } ing new to learn. 

featured in the Sundstrand simplex | Automatic Cross-Tabulator Car- 

line of machines meets the demand. riage (optional) automatically adds, 
Adding machines today without di- _. non-adds, subtracts. Provides ideal- 

rect subtraction offer less than you | ly for ledger posting, statement mak- 

have a right to expect and exact. Es- _ ing, stock records, etc. 

pecially so as Sundstrands are priced Re-orders tell the story. There are thousands 


of Sundstrand machines in daily use. 


; ; ' SUNDSTRAND ADDING MACHINE CO. 
Adding—direct subtraction—auto- Dept. K-4, Rockford, Ill., U. S. A. 


matic-shift multiplication — division. 4 wm? Telted Benes ond Foreign Ceuntriee. 


as low as ordinary machines. 


Direct Subtraction 
Featured Models 


$150 and up 


Straight Line Models 
Without 
Direct Subtraction 


$ 100 and up 
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Adding and Calculating Machines 
Adding (+-) Subtracting (—) Multiplying (x) Dividing (—) 
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No. 100 
Potato Masher 


Another 
big volume 
Natwire 
item 


The Natwire line 
covers the wide range 
of kitchen wire goods 
with quality products. 
Complete information 
will be sent to you 
upon request. 


Plain handle 


No. 9 wire 


Base 
344 x 314 
inches 


WIRE GOODS DISTRIBUTORS 


Chase & Francis, Boston H. A. McKinnon, Detroit 
Benjamin Factor, Bridgeport M. J. Geraty, Chicago 

J. Walter Eckenrode, Baltimore Paul C. Eckhoff, St. Paul 
Ramsey-Sturgeon Co., Baltimore C. C. Donoghue, 

Roy L. Ashcraft, Louisville Kansas City, Mo. 
Couch & Jackson, Atlanta Lioyd S. Knight, St. Louis 

J. H. Menge Sales Co., C. M. Bollinger, Salt Lake City 


New Orleans National Sales Co., Denver 


Emil Vutech, Cleveland Bubar & Company, Fort Worth 





Wickwire Spencer Steel Company, Inc. 
General Offices: 41 East Forty-Second Street, New York 


WORCESTER BUFFALO PHILADELPHIA CLEVELAND DETROIT 


CHICAGO SAN FRANCISCO IOS ANGELES SEATTLE 


April 9, 1925 
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INTRODUCING! 


A NEW TIRE-CARRIER 


PADLOCK 


DISC-WHEEL SHAPE 


No. 999 


PATENTED 4- 2-18 
- PATENTED 5-24-21 
DESIGN PATENT APPLIED FOR 






















Now ready for distribu- 
tion by leading jobbers 
throughout the country. 


This Padlock fills a long- 
standing need for a tire- 
carrier lock to retail at about 
75 cents. 


Obtainable in boxes or on 
attractive displays. 


Enlarged If{lustration 
No. 999 


The only type of lock, with adjustable 
special shape shackle, that does the work 
well, on the Detroit type tire-carrier, which 
is standard equipment on over 45 popular- 
priced American cars. 


MANUFACTURED EXCLUSIVELY BY 


- Fraim-Slaymaker 
—— havdusre Cv,, inc. 


Fits Snugly—Will Not Rattle LANCASTER. PA.. U.S.A. 
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Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 


try Fence once these are called to their attention. 


These outstanding sales fea- 


tures will aid you in selling U. S. Poultry Fence with the minimum of effort. 


Superiorities of U.S. 
Simplify Selling 


It’s Allin 
the Weave 


No Top Rail 
No Baseboard 


Rolls Out 
Flat on Floor 


Costs Less 
“Put Up” 


A Fence to 
be Proud of 


U. S. Poultry Fence is built like a Farm Fence. Line 
wires run parallel the full length of the roll. The in- 
tertwisted, reinforced joints lock the line wires so firmly 
together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 


U. S. Poultry Fence requires no top rail, no baseboard. 
It stretches like Farm Fence, without buckling, bagging 
or sagging. The tighter you stretch it the better it 


looks and the better it stays. 


U. S. Poultry Fence rolls out flat like carpet. It cuts 
without waste. The neat, compact rolls occupy one- 
third less space than old style netting. 


With all its superiorities, U. S. Poultry, Fence costs no 
more. Really it costs less “put up” for it requires no 
wood frame and fewer posts to erect it. 


The neat, symmetrical appearance of U. S. Poultry 
Fence appeals instantly to all buyers. It is easy for a 
customer to picture just how well a fence made of U. S. 
will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. §. Poultry Fence. 





Indiana Steel & Wire Company 


Muncie, - - Indiana 
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Millions 


Note the Exclusive 
Octagon Design 


They are artistically 
perfect, so highly pol- 
ished you are proud of 
their lights and shades 
in almost any room. 
Bowed glass front casts 
off reflections making 
dial visible at any angle. 
Top-ring to match the 
octagon lines. Have at- 
tractive cubist dials. 
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of Messages! 


HAT’S what the above advertisements of the New Haven Octa- 
gon True Time Tellers Alarms: and Watches will deliver to the 
American people through The Saturday Evening Post. 


These advertisements are just a few examples of the tremen- 
dous selling helps given New Haven dealers. Tie up with this cam- 
paign by displaying these Octagon True Time Tellers in your store 
and windows during this period, and receive your share of the busi- 
ness these ads are bound to create. 


Write Now for Some of the Attractive Window Display Cards 


TOM-TOM, the Rouser 
Height 542 inches; Width 47% inches 

HE large attractive member of the 

True Time Tellers family. He has a 
big 4'44-inch DIAL and an improved 40- 
HOUR MOVEMENT with a heavy nickel- 
plated seamless brass OCTAGON CASE. 
He has a big BACK BELL and a loud, 
long INTERMITTENT ALARM that is a 
sure rouser. He is dependable and good 
looking and makes friends wherever he 
goes. 


Plain Dial, priced tagged......... $3.25 
Radium Dial, priced tagged....... 4.25 


TIP-TOP, Octagon Watch 


S thew new octagon-shaped watch, 14 
size, thin model, neat and compact. 
Streamline design, nickel polished, semi- 
octagon bow, substantial antique pendant, 
corrugated crown easy to wind, pull-out 
set. Cubist numerals and skeleton hands. 
Also furnished with full radium dial and 
hands. 


Plain Dial, priced tagged......... $1.75 
Radium Dial, priced tagged....... 2.75 


Your Jobber Can Supply You 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 
PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST. CHICAGO, ILL. 
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“Now that’s what every screen door needs” 
—a Corbin Screen Door Check 


O homes need Corbin Screen Door Checks? 

Just ask the grocer’s boy. He knows of screen 
doors all over town that “C-r-e-a-k” upon his 
arrival—that “Bang!” after his departure. 


Wherever there are houses, there are kitchens— 
wherever there are kitchens, there are screen 
doors—wherever there are screen doors, Corbin 
Screen Door Checks are needed. 


Corbin advertising in- 
sists that screen doors 






are useless unless they The American Hardware Corporation, Successor summer. 
New York Chicago Philadelphia 
era me 2. tS A aeCTTIN TE < | SEE ER ‘) CNN: | Cs RCI SRI 


cA A Corbin Screen Door Check Campai 
and other ideas has been prepared 


NEW BRITAIN 
P. & F. CORBIN "83" SSxnecricur 


screen—unless they shut—unless they close 
without annoying slams, bangs and creaks. 


In June it will encourage thousands of folks to 
hang the old family fly-swatter on the wall and 
Corbin Screen Door Checks on every impor- 
tant screen door. 


In June Corbin dealers who start to display, 
show and talk Corbin Screen Door Checks 
will start selling them 
—more than ever this 


of national advertising, display material, mailing cards 
or Corbin dealers. 


Put it to work as soon as it arrives. 
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: ee help defend life and property in the com- 
munity that prospers you, is not only to dis- 
charge a just obligation— it is also to render a high 
type of service whose reward is prestige and profit. 

When you bring to your community Smith and 
Wesson SUPERIOR arms, you make a legitimate 
and positive contribution to the cause of pro- 


tection— 


And we further solicit your aggressive sponsor- 
ship of the “Protect Your Home—Learn to Shoot”’ 
idea—your earnest cooperation in teaching the 
sane and rightful service of the revolver. 


SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Catalogue sent on request. 


Address Dept. N. 





No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western. Representative: 
Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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KIDDIE-SKOOTER 





A SCOOTER OF 
INDIVIDUALITY 


@ S Ne oO NO 


Cur. prices always entail loss of dealer profits. 

White’s “Krppir” Vehicle Line, including the famous 
“Kippre-Kar’’, has always stood for the protection of 
dealer profits. 

This is not merely a promise—it 1s an established fact. 

[In an epidemic of price slashing, only a line with 
individuality can offer this protection. 

Krppie Skoorer has the superior quality, reasonable price, 


consumer appeal, factory backing, which placed “Kipp1e-Kar”’ 
in its present commanding lead. 


These outstanding features are not found in any other 
Scooter. Order sample and make your own comparison. 


H. C. White Company, North Bennington, Vt. 


“KIDDIE KAR” and “‘KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Sales Office— Fifth Avenue Building 
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‘Reasons Why- 


[he 
KAMPKOOK Leads 


—in Sales! 


1. Convenient as a gas range and faster. 

Going full blast in two minutes in any weather. 

3. Makes a hot, clean, spreading blue flame—no 
smoke, soot or odor from fhotor gas. 








- 


4. Nothing to break, nothing loose, simple to operate. 

5. Instantly detachable tank with built-in funnel 
easily filled. Always cool—no chance for leaks 
—absolutely safe. 

6. Burners will not burn out or clog. 

7. Hinged iron grate—improves combustion. 

8. Self-contained folding windshield. 

9. Cool valves built in—can’t lose them. 


10. Sturdy folding legs—absolutely rigid. 

11. Safe any place. 

12. Good heater in damp, cool weather. 

13. Folds like a suit case—-ALL inside. 

14. The original—the result of 29 years’ manufac- 
turing experience. 

15. Kampkook sales are profitable—dealers push them. 

16. Kampkook accessories provide additional profit. 

17. Kampkook advertising dominates the market. 

18. Kampkook dealers’ helps are a forceful tie-up and 
follow-up to that advertising. 

meet the needs of every 19. Kampkook dealers have sincere factory co-oper- 

buyer, at $7.00 to ation and support. 

$14.30. Any leading 20. Kampkook franchises are so valuable that dealers 

jobber can supply you. protect them. 


Made in four sizes to 






















AMERICAN 
GAS MACHINE COMPANY, Inc. 
Albert Lea, Minn. New York, N. Y. 





\ 
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Mr. Tackle Dealer— 


If you are an angler you are, of course, familiar with the history of 
the Al. Foss Pork Rind Minnows. You will remember how you shied 
at them when first introduced—when you said to yourself as you first 
saw them advertised, “Just another fish lure,” just another rose to % or % oz., 50c 
“blush unseen and waste its fragrance on the desert air.” . Yet since 
then we have sold hundreds of thousands of them and millions of 
pork rind. They are now being sold in practically every place where 
fishing tackle is on sale. 

They are now in their ninth season and the sales are increasing 
steadily from year to year, while most other lures on the market that 
length of time are now quietly slumbering in the piscatorial grave- 
yard—their future all behind them. 

Just take a look over your stock and see how many of these will-o’- 
the-wisps you have been stung with—left “holding the bag’”—so to 
speak. 

Then just take a look and you will find that you have no 


Al Foss Pork Rind Minnows 


that are unsalable—“eating their heads off” and warming your shelves 
—a constant source of irritation to you. 

The MORAL is, of course, to sell the long life lures, the kind that 
make satisfied customers and at the same time make a tingle in the 
cash register. 

THE NEXT THING on the program is the AL. FOSS EASY 
CONTROL REEL. Not knowing anything about it—you will, no 
doubt, shy at it as you did at the Pork Rind Minnows—yet it is as 
superior to all other reels as our lures are superior to all other lures 
now offered for sale. 













SHIMMY 
WIGGLER 
% or %& oz., $1.00 


45c—Bass, Musky 
and Fly Spinner 


sizes 


ORIENTAL 
WIGGLER 
\% or % oz., $1.00 
All Red, All White, 
or Red and White 







LITTLE EGYPT 
WIGGLER 
Weight, % oz., 75c 


Al Foss Easy Control 











Specifications 


The No. 3-25 is made of nickel silver, satin finish with jeweled end 
thrust bearings. Capacity 50 yards—14 lb.-test line, 

Double balanced handle with pyralin grips. 

Quadruple Multiplier with Click. 

Screw off oil caps. 

Spiral Gears. 

Pivot bearings of high grade non-wearing bronze, 

All steel parts are made of best tool steel drill rod. 

Spool shaft of hardened tool steel. 

Has metal arbor %” diameter, making it unnecessary to build up 
the spool with a lot of dead line. 

Diameter of end plate 2 inches. 

Length of spool 15% inches. 

Weight eight ounces, 

Packed in leather case. 











AL. FOSS 


Bait-Casting Reel 


This is the first Reel ever made that positively 
will not tangle up the line—doesn’t sound reasonable, 
does it? Yet it is true. 

When you see it you will at once become impressed 
with the absence of wires, doodads, thingabobs, 
whatchamacallems, and other impediments that are 
usually found on reels of this kind. You will also 
find it unnecessary to carry a lot of spare parts, such 
as are necessary with many of the complicated reels 
which the market is now cluttered up with. 

You had better get busy with this reel and do 
not wait for the fellow across the street to beat 
you to it. 


Columbus Road, Cleveland, Ohio 
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Produced in 
The World’s Greatest Railroad Center! 


The new 2} inch wide gauge ““American Flyer’’ 
electric train that took the New York Toy Fair by 
storm and set a record for popularity—it will be on 
exhibition at the Chicago Toy Fair from April 13 
to May 2 at the Morrison Hotel, Room 405, with 


the Mack Brothers in charge. 


Just Exactly Like 


the “Twentieth Century Limited”’ 


The new locomotive not only looks like the 
“Century,” but was made with the same scientific 
study to detail, care in the selection of materials 
and judgment on the part of the American Flyer 
engineers in order to present to young America 
and the Toy Industry the very best. 


The price demonstrates efficiency in manufacturing 
—this is the lowest train price of its class inthe world 


All other American Flyer trains on display 
at the Chicago Toy Fair 


April 13-May 2—Room 405, Morrison Hotel 


American Flyer Mfg. Co. 








2219-39 S. Halsted Street Chicago, IIl. 


New York Office: Fifth Avenue Bldg. 
General Distributors—Structo Hoisting Toys and Autos 
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Puzzles of 1925 


E hear a lot about puzzles these days 

—crossword puzzles, political puzzles, 

puzzles in the theatre and puzzles in busi- 

ness. Some of them are new, some are old; 

some are difficult, some are easy. ‘Puzzles 

of 1925” for instance, is one of our annual 

crop of popular passing shows. There is 

really no puzzle about it other than the name, 

and it doesn’t require any heavy mental 

Elsie Janis and Borrah _— effort to figure out why this show is a rec- 

Minevitchwhoplaysthe ognized success. The whole secret is sum- 
Hohner Harmonica in . . ° 

the Puzzles of 1925 at med up in five words—Elsie Janis, Borrah 

the FultonTheatre,New | Minevitch and harmonica. The successful 

Tort. combination is pictured in the illustration. 

When one of our leading actresses stages 
a leading show and picks the leading har- 
monica player to share honors with her it . 
naturally follows that the leading harmonica 
would also be featured. And it doesn’t take 
a crossword puzzle expert to figure out a 
six letter word meaning “World’s Best Har- 
monicas.” Every dealer knows that the 
word is Hohner. 

Speaking of puzzles, dealers and harmon- 
icas, it can truthfully be said that Hohner 
Harmonicas have solved many a business 
puzzle for dealers in every part of the coun- 
try. 

One of the most difficult Business Puzzles 
of 1925, as in previous years, is that of find- 
ing a popular leader that will attract custom- 
ers into the stores, induce them to buy and 
eventually result in the purchase of other 
merchandise. Hohner advertising and pub- 
licity has solved that puzzle for dealers 
eat everywhere and sounded the keynote of 

ben . aa. => profits in a five letter word meaning 
% Sted : foe @ S-A-L-E-S. 
~ —— | ” If you are trying to solve the sales puzzle 
of more and better business, write: 


M. HOHNER, Inc., Dept. 66, 114 East 16th St., New York 


Canadian Address: Hough & Kohler, 468 King Street W., Toronto 
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M. CARUSC 


TREASURER 


J. LIONEL COWEN 


PRESIDENT 


THE LIONEL CORPORATION 


Manufacturers of 


JIONEL:2° TRAINS 











FACTORY 48-52 Bast 21st Street STANDARD of 
605-619 SOUTH 2ist ST. East of Broadway THE WORLD 
SINCE 1900 


IRVINGTON, N. J. 


NEW YORK, N. Y. 
March $1, 1925 


A MESSAGE TO JOBBERS' SALESMEN 





Gentlemen: 


It is hardly necessary to tell you anything about the Lionel Line of 
Model Electric Trains and Railroad Accessories and "Multivolt" Transformers. 


You, probably better than anyone else because of your close contact 
with the trade, know that both dealers and consumers have recognized Lionel 
as "Standard of the World" since 1900. You know that more Lionel Products 


are sold yearly than all other makes combined. 


Recognized Leadership imposes on a manufacturer the responsibility of 
maintaining the quality by which his reputation was gained. 

















That is why we take this means of telling you how Lionel is meeting that 
responsibility in 1925 - our twenty-fifth anniversary - our Silver Jubilee 
Year - by introducing new additions and improvements which set Lionel Products 
still more definitely in a class by themselves. 


More surely than ever before the Lionel Line will bring prestige to the 
dealers who handle it. It will be one of their most profitable holiday lines. 


New window displays, life-size cutouts, show cards, window signs, folders 
and catalogues for distribution are inoluded in our 1925 advertising Campaign 
as well as large space in national magazines, boys’ magazines and newspapers. 


Nothing you can do will be more valuable to your house or the dealers you 
vall on than to show them the Lionel Line. Greatly increased sales are sure 
to result. 


Tell your dealerg that a post card request will ae e Lionel catalogue 
and trade prices. 


Wishing you the most prosperous year you have ever had, we are, 
Very truly yours, 


THE LIONEL CORPORATION 
No. 15 
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EVERY BUYER 


of JUVENILE VEHICLES 
Should Have Tuts Book 

















NA TI ON AL Showing 
« Juveni/e COASTERS 
wae Vehicles 
ANT. and 
SCOOTERS 
in 


Six Attractive 


Color Schemes 


























CLEVELAND, O. 
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Sales and Profits 
steadily increasing 








The enthusiasm with which skaters wel- 
comed the new lightness, the new strength, 
the new speed, the new beauty and the new 
comfort of Alumo Skates, resulted in sales 
which put many dollars of profit into the cash 
registers of dealers handling them last year. 

The increased advertising and the even 
greater sales push we’re putting behind “‘Alu- 
mos” this year is going to put the Alumo 
“Float” right up front in the 1925 “Carnival 
of Sales.”” Going to join the prosperous 
“crew?’’ Your stock’s your ticket! 





7 Points that 


1. Alumos are different—an entirely new type of 
skate, designed and built on an entirely new princi- 
ple. The fine steel runner and aluminum body are 
inseparably molded together in one operation. 


2. Alumos are light in weight—the only rivetless 
aluminum skate. Markedly reduced weight on 
skater’s feet, making skating easier, faster and less 
tiring. Made of aluminum alloy that will not rust 
and takes a permanent finish. 


3. Alumos are strong—practically indestructible, 
because of the selected material and extremely 
accurate patented construction. 


And don’t forget that each year the de- 
mand for Alumos is going to multiply. Not 
only because it is a better skate but also 
because it is backed by a company who 
knows how to make people Know it is a better 
skate. It is the same company who have 
made the famous Kryptok Glasses one of the 
outstanding merchandising successes of the 
last ten years. 

You can stand behind Alumo Skates know- 
ing that there is a prosperous, progressive 
company standing in back of you. 


The illustration shows the 
Hockey Model, Alumo 
Skate, satin finish, on 
Men’sAlumoSkatingShoe. 


Alumo Skates, riveted to 
Alumo Skating Shoes, are 
made for men and women. 
Models: Racing, Hockey 
andArena. Finishes: Pol- 
ished and Satin. 


make sales 


4. Alumos are durable—no rivets or joints to collect 
rust, loosen or come apart. 

5. Alumos are fast—scientifically designed to give 
greater speed. 

6. Alumos Skates are sold only on Alumo Skating 
Shoes. Alumo Skating Shoes, stylishly cut on 
original patterns, are made on lasts formed to fit 
exactly the curvature of the scientifically shaped 
heel and sole plates of Alumo Skates. A combina- 
tion wonderfully comfortable and heretofore un- 
obtainable. 

7. Alumos are advertised—Well-planned adver- 
tising is run at the height of the selling season to 
reach consumers. 


SEND FOR CATALOG 


Seme of the biggest sporting goods dealers in the country made money on Alumo 
Skates last year. Many of them said they sold more Alumos than any other skates. 


You will find in no other skates the sales features found in Alumos. 
Get this information. 
your jobber about Alumos or write direct te us today for a catalog. 
The catalog will be sent you by return mail, postage paid. 


points of superiority. 


under no obligation to buy. 


They are real 
Judge Alumo Skates yourself. Ask 
This puts you 


INTERNATIONAL DEVELOPMENT CO. 
Sole Owners of Alumo Skate Patents 
Dept. C5, Malden, Mass. 


Alumo Skates 





and Skating Shoes 
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TheIdeal Combination 
jor TROUT 


Imagine yourself on your favorite trout 
stream with an exquisite fly rod of split bam- 
boo in your hand. It weighs about four and 

three-quarter ounces, length about nine feet, 
and it has an action so quick, and so sure that 
you can place your fly 50, 60 or even 70 feet 
away, exactly on the spot just over and a little 


ahead of where he lies. 


Equipped with such a fly’ rod and the necessary 
Automatic or other good trout reel, a tapered line 
and leader with an attractive fly, you are ready 
for a most delightful time. 

Even if the trout are not rising, the game of 
skillfully placing your fly exactly where you want 
it is a most fascinating sport—first over there 
close to the deep cut bank, and then out again 
toward the center of the stream, below the riffle 
just ahead of the pool, and oh, Boy! When they 
start to rise! There are no written words that 
have the power to convey the everlasting joy of 
your day with,a perfect outfit. 





Shakespeare 
( Automatic 
Reel — 





Shakespeare Company 


Pitcher St. 


Kalamazoo, Michigan 


The Shakespeare 
Automatic Reel 


Fishermen everywhere are adopt- 
ing the new Automatic because 
it gives them better control of 
both rod and line as they play 
the fish, and adds immeasurably 
to the joy and delight of trout 
fishing. 


The Shakespeare 
Ideal Fly Rod 


Exquisitely proportioned, beauti- 
fully and artistically made after 
a Seaton that develops balance, 
action and strength to the high- 
est degree. They are the equal 
of the most expensively imported 
rods, yet are priced so low that 
they are within the reach of every 
angler. 
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Dealers find Shakespeare 
tackle extremely profitable to 
sell. 


In beauty and perfection it 
has no equal, and present low 
prices are everywhere attract- 
ing attention. 


With the further opportunity 
offered in the Profit-Plus Plan, 
a well chosen Shakespeare 
stock will be a source of 
larger and better profits. 


Get your order in NOW. Get 
ready. Send for Catalog 25X. 
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Famous for Accuracy 
and Hard Hitting 






& » a+ union run on .22 rifles is due. Tap it! Push Marlin 
37s. Nail-driving accuracy—sighted for business—priced 
to sell fast. 






For the fellows who can pay more—Marlin hammerless 38s 


Model 37 Rifle: The only .22 caliber slide- and lever-action 39s. A world-beater for every pocket. 
action repeater that fires 25 shots from one 
a Sold by leading jobbers. Write for catalog and prices. 


THE MARLIN FIREARMS COMPANY, 145 Willow Street, New Haven, Conn. 











1 / KoKoMoS for the \ 
YY ~~ Skating Season! 


Af, 
4jjfy W/, 
a 

a 4 

7, 


™ Pas pinay 
CIS 45 PY, Summertime is roller skating time. Chil- 
Y Gi ic We Lf, dren are buying their roller skates now. 
SLIP l PL GK YR /f. Can you supply them? 

EZ." aS’; Youngsters know KoKoMo Skates. They 
like the truss frame construction, the 
“rocking chair’ movement and the new 


Tents and Tarpaulins self-contained ball-bearing wheels. They 


remember and demand the skate with the 
RED DISC around the hub. 


Stock now and reap the profits. 








For Every Purpose for the 


ROAD BUILDER 
CONSTRUCTION ENGINEER 





INDUSTRIAL CONTRACTOR Write today for in- 
formation on the 
WALL TENTS, TARPAULINS, STABLE KoKoMo RED DISC 
TENTS, MULE FLYS, ALSO AWNINGS FOR Line. naeles Gees te Gee Gee 
STORES OR RESIDENCES AND CANVAS a has tr ee Pee 
— Kokomo Stamped Metal Co. 


Made to suit your own specification from the best 
materials. Every job guaranteed or your money back. 


ATLANTA TENT & AWNING COMPANY \ — F— 4 
East Point, Ga. @: © re: 


Kokomo, Indiana 


























Bells and Bell Toys Northland Skis 


For wd fastest ve The deer- 

ead trademark means sci- 

HARDWARE, SADDLERY — —, choice 
woods, expert workmanship 

and TOY TRADE and liberal profits. North- 
lands are national contest 

Also for the manufacturers of winners and are backed with 
Electrical Bells, Telephones, well planned advertising. 


Booklet and price list on re- 





Clocks, Recorders, Registers, quest. We suggest ordering 

Typewriters, etc., etc. Special i} early for next year’s demands. 

sizes made to order. ee 

The N. N. HILL BRASS CO. NORTHLAND SKI MFG. CO. 
East Hampton, Conn. W orld’s Largest Ski Manufacturers 


22 Merriam Park St. Paul, Minn. 
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Forged by NICOLL 
Shafted by BURKE! 


WONDERFUL combination! And 

one that will both sell clubs fast 
and make satisfied customers who will 
look to your store as sporting-goods 
headquarters. Every golfer knows the 
Nicoll irons, made for a quarter cen- 
tury at the old forge at Leven Fife, 
Scotland. These irons have grown as 
notable as the ancient steel blades of 
Damascus. 


And now Burke is shafting these im- 
ported heads in good old American 
hickory, finishing them in accord with 
the rigid Burke standards. 


If you are not yet prepared for 
the Spring drive on the Burke- 
Nicoll clubs—or the rest of the 
Burke line—write for catalog, 
prices, etc. 


THE BURKE GOLF COMPANY 
NEWARK, OHIO 


Burke-Nicoll Mid- 
Iron No. 3. “Old 
Reliable” itself. <A 


popular seller from 
the start. 


Burke-Nicoll Zenith 
Mashie Niblick. For 
escaping from traps 
and hazards this is 
an excellent recom- 
mendation for your 
customers. 


Burke-Nicoll 
Faced Mashie. 
the club for’ the 
golfer who wants 
height as well as 
distance in certain 
shots. 


Deep 
Just 
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No. 107 Stevens Single Gun. 
Retail price $12.00. Made in 
12- 16-20-28 and .410 gauge. 


No. 330 Stevens 
Double Gun. Retail 
price $27.50. Made 
in 12-16-20 and .410 
gauge 


35 





/ Leaders 
For Years— 


/ Now Better 


Than Ever 


HE new improved Stevens 

Single Barrel Shotgun has full 
pistol grip black walnut stock, 
wide forearm—a sighting groove 
on barrel and frame and a re- 
designed trigger and top snap that 
fits the smallest hand. All beau- 
tifully finished. 


For real shotgun value you can 
give your customers more in the 
No. 330 Stevens Double Gun at 
$27.50 than any other hammer- 
less double gun on the market. 
Checkered, capped full pistol grip, 
black walnut stock—and check- 
ered forearm—Stevens method of 
joining barrel and frame insures 
unfailing service over years of 
hard usage. A Stevens will not 
shoot loose. 


Stevens national advertising in 
all leading publications is creating 
sales for dealers. 


Stevens makes a gun for every 
need and every purse. Send for 
our new catalogue—it tells you 
how to sell each model. 


J. STEVENS ARMS COMPANY 
Chicopee Falls, Mass. 


STEVENS 


61st Year —The Largest Manufacturers of 
Shotguns in the World 


J. STEVENS ARMS CO. | 
Dept. No. 319 Chicopee Falls, Mass. | 
| 
| 
| 


7 Send your new interesting catalogue on 
| 
| 





Stevens fliearms to: 
Name 
Street 


City_ 





State___ ; | 
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“Round the World Flyers” 


A New Aeroplane Race Game 








An exciting, interesting game based on the “Round the 
World Flight” of the U. S. Army Aviators. Indestructible 
metal board; 163% in. square; decorated in beautiful colors; 
with checkerboard on reverse side. Four miniature aero- 
planes included. This game created a sensation at the 
recent New York Toy Fair, and will be advertised to the 





Sand Pails and Sprinkling Cans 


A line far superior to the usual in quality, finish, coloring and decora- 
tions. Deep, rich colors; attractive decorations—quality items in every 
respect. Sprinkling Cans are practical for household and garden use; 
they do not leak. Four fast-selling numbers of Sand Pails and Sprink- 
ling Cans are shown in our catalog; ask for your copy. 


WOLVERINE SUPPLY & MFG. CO. 


Factory at Pittsburgh, Pa. 
New York Office: 200 Fifth Ave. 


Room 406—Gramercy 3453 





public. 


Be sure it is included in your department. 


Send for our new 1925 catalog 
showing the full line of “Sandy 
Andy” 
actual colors. 
No. 3. 


Toys and Games in their 
Ask for Catalog 
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The Famous 


“CHICAGO” 


RUBBER TIRED SKATES 


—noiseless, shock-proof, smooth run- 
ning, free from slippage, built for 
speed. Sell on first showing. Quick 





turnover. Liberal profit. Carried by 
foremost jobbers. We want you to 
take advantage of our national adver- 
tising. It helps your sales. Every- 
body wants these skates. If your job- 
ber cannot supply you send us your 
name and address and we will arrange 
to have you taken care of immediately. 


CHICAGO ROLLER SKATE COMPANY 
4458 W. Lake St. Chicago, IIl. 
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Nursery Tous bes: 


Gould, Manufacturing Com 


TOY DIVISION ESTABLISHED 1867 mpa AaNy an. 











WATCH 
HARDWARE AGE 


for 
‘timely hints 
. on 


GREATER TOY SALES 
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Leak-Proof 
Germ-Proof 


Neck-Seal 
(Patented) 








Give the World the. /rit needs! 


~» Aladdin ye 
Thermalware Jar 


Advertised 


and Selling 
Ry ACTBGEae © C0) 0) om Or) Le! 
sic Ta 


HEAVILY ADVERTISED 


Stock up and display your Aladdins 


Don’t be misled by claims that imitators 
offer anything “as good as” Aladdins, the 
original, largest selling and acknowledged 
best jar. 
Fifteen absolutely exclusive selling fea- 
tures distinguish the Aladdins. They are 
the only rustproof, wearproof, leakproof 
No. 405—Gallon size green enameled 


and permanently sanitary large thermal 
jars. (Aladdins never become “musty.”) 
And they are permanently efficient in 
keeping food or liquids hot or cold. 

Only Aladdins are really nationally ad- 
vertised. Concentrate this year on the 
one 100% quality, tried and proved jar. 


Aladdin with non-porous, porcelain— 


like inner, retails at $5 ($5.50 in far west). “DeLuxe” Aladdins (aluminum 
jacketed, lined with heavy ovenware glass), retail at $8.50 for the gallon 
size, $7.50 for the two quart size. 50c more in far west. All jars $2.50 more 


(at retail) in Canada. 


Sell genuine Aladdins. 
ALADDIN I 


Carried by all leading jobbers. 


NDUSTRIES 


Incorporated 


Dept. P 


Chicago 
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toh HENRY DISPLAY RACKS fo | 
Our New No. X3 Coaster Wacon Rack 
Will Sell Two to Twelve Extra Wagons 
Per Month 
> Because it displays every part of each wagon separately and | 
A More attractively N 
V This is No. X3 Rack This is what it does C 
2 - — R 
E 
A 
WILL S 
FIT El. 
Y ALL 
O} | MAKES 
Ul |= -| AND 
R ‘ '| SIZES 
Precision Steel throughout Note—Three wagons in 
p Finish—Dull Nickel floor space of one— A 
Weight Crated—88 Ibs. Saves Rent 
A L 
C All moving parts of each wagon can be operated without E 
4 removing from rack S 
$15.00 Net Each 
F. O. B. Auburn, N. Y. 
Order One Today and See YOUR Sales Increase 












































[of 


C.P. HENRY CO. AUBURN, N.Y |O ® 
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Out go the loads | 
that hold down 
shot-shell profits 








HERE are too many shot-shell 

loads. Out of the average line of 
4000 loads, only about 400 sell in suffi- 
cient volume to be profitable. The 
other 3600 are not only unprofitable 
but unnecessary, being virtual dupli- 
cates. So, out go the 3600 unnecessary 
loads that do not pay their way. The 
result is the U.S. Simplified Line—a 
line made up of the 400 often-called- 
for loads. 


The U.S. Simplified Shot-Shell Line 
is a profitable line because it is com- 
posed entirely of fast-selling items. 
Moreover, it is complete in every re- 
spect. It consists of the three types of 
shells in popular demand and the par- 
ticular loads preferred generally by 
shooters. It has in it a powerful long 
range shell, a No. 2 Smokeless shell, 


The U.S. Simplified Shot-Shell Line consists 

of the following three shells in 12, 16 and 20 

gauges—a load for every purpose and a shell 
for every purse: 


A high-grade, smoke- 
less shellat apopular 
price for all general 
shooting. 66 loads— 
each supplied in five 
standard powders. 





A low-priced, quality 
shell Loadedwithl.«v. 
2 Smokeless. 74loads 














Long-range shells ofsur- 
passing excellence. 
Loaded with the latest 
type of progressive- 
burning powder. 13 
loads. 





anda good all-around 
shell loaded with 
standard powders. 


What's in this 
for you? 


It is easy to see what 
this simplification 
means to the trade. 
Less confusion in se- 
lecting stock, reduced 
investment, lower 
selling costs—more 
profit all along the i 
line. Furthermore, / 
nearly 300 of the 400 
loads are offered to 
you at reduced list 
prices. 


You lessen the risk of 
stocking slow-moving items 
when you stock from 


the U.S. Simplified Shot-Shell Line. / 


Back of the U.S. Line this year is 
a healthy advertising campaign di- 
rected to the great army of shooters 
everywhere. It will pay you to get 
the inside story. Ask our salesman 
or your jobber’s salesman, or send 
to our nearby branch, for the inter- 
esting close-up facts and a price list. 


UNITED STATES CARTRIDGE CO. 


111 BROADWAY + NEW YORK 


General Selling Agents: National Lead Company, 
Boston, Buffalo, Chicago, St. Louis, Cincinnati, San 
Francisco; United Lead Company, New York, Phila- 
delphia: James Robertson Lead Works, Baltimore; 
Merchants Hardware Specialties, Ltd., Calgary, 
Alberta, Canada; Fraser Company, Montreal,Canada 


Simplified 
SHOT-SHELL LINE 





i 
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FREE 






This Set of “Gold Medal” 


Junior Folding Furniture 


April 9, 1925 


To Every Contestant in Our Window Display Contest 


USE IT IN YOUR WINDOW 
THEN SELL IT FOR 


$44 


This is unquestionably the most lib- 
eral offer ever made. We offer Free 
to those entering our Window Dis- 
play Contest each item in the Vew 
Junior Line—a cot, a table, a chair, 
and a stool. This Junior furniture 
is already a regular member of the 
“Gold Medal” family. It is by no 
means Joy furniture. The cot is 
54” x 21%” x 1234”—large enough 
to sleep a 10 year old boy; the chair 
and stool are big enough for a 10 
year old, and as strong and durable 








in proportion to size as the famous 


No. 35 chair and No. 5 stool. 


Here is the answer to those “Gold 
Medal” dealers who have repeatedly 
said, ““We’d like to display ‘Gold 
Medal’ in our windows but it’s too 
large.” This Junior Line will be a 
big seller in itself because it meets a 
real need. But we know it will be 
the means of doubling sales on the 
regular “Gold Medal” line if prop- 
erly displayed. And now we furnish 
a complete, novel, Window Display 


Free. 


“Gold Medal” 
has been nation- 
ally advertised for 
30 years. It is 
sold only thru 
Legitimate Job- 
bers and Dealers. 





“GOLD MEDAL 


Trade Mark Reg. 


(For 33 Years the Recognized Standard) 
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275° in CASH PRIZES 


In addition to giving a set of “Gold year’s contest was a big success be- 
Medal” Junior Folding’ Furniture, cause it sold merchandise for hun- 
we are giving 10 cash prizes rang- dreds and hundreds of dealers. But 
ing from $100 to $10 each. Last imagine a window featuring the 
actual merchandise—a Junior size! 
Think of the pull such a window 




















5 r will have on both parents and chil- 
: FREE—$11.35 W dren—of the other outdoor mer- 
Salable Merchandise chandise it will sell. 
Retail 
| Value Enter Early—Now 
A. “Gold Medal” Jr. Cot........ 7 
B “a : A Jr e $3.75 Write at once for full particulars. Many have 
. “Gold Medal” Jr. Chair....... 3.75 Annis” 
. a already written asking if we would have a contest 
C. “Gold Medal” Jr. Stool....... 60 this year. They'll be after that first prize hard 
D. “Gold Medal” Jr. Table....... 3-25 when they know it’s $100. Remember we fur- 
apnea nish Free a set of “Gold Medal” Junior Folding 
11.35 Furniture and Window Trim Material including 
When sold complete in carton set. .10.8 ° 
4 , Special Seven Foot 
FREE 5 Color Window Background 
Window Trim Material This is going to be another Great “Gold Medal” 
1 Special 7-foot “Gold Medal” Back- year. “Gold Medal” advertising is now appear- 
ground. ing in The Saturday Evening Post and 12 out- 
1 Window Strip 6% x 32”. door magazines. 
1 “Gold Medal” Counter Card. Contest starts April rst—closes August Ist. Con- 
Supply new Junior Line and Standard testants may submit photos (on or before Aug. 
Gold Medal” Folders. 10th) of more than one display and many will 
because they’ll want to put in a “Gold Medal” 
$275.00 Window again once they see how “Gold Medal” 
. sells. Photographs of all window displays will 
Cash Prizes be judged from the viewpoint of their (the 
Pivet Good Prise ........6..5. $100.00 window displays) sales value by a committee of 
eee Gites rage disinterested window trim experts and their de- 
wiled 3 ~<a cata elatala leah ‘ cision will be final. 
na can cnn meme 30.00 
’ a es ee 20.00 Sh Ge eiey Cand and Sates of Content, 
: ee ee 15.00 
: gg ee 10.00 , , 
TT re ee 10.00 Fill out and Mail 
RE ND his Pode arenes 10.00 THE COUPON Now 
ER een Pre 10.00 
6 er ree 10.00 Use This Coupon 
"agape eta aca mais niacin 
§ Gold Medal Camp Furniture Mfg. Co., : 
- 1706 Packard Ave., Racine, Wis. - 
- Gentlemen: Please send me complete informa- 4 
g tion and Entry Blank for your Window Display §% 
FEF g Contest. a 
: 
DS PND soc bcvcsccseceseseectsstensadéoeeoun ' 
FURNITURE 7 ! 
PN 6:6 06 ch Ces seeeeincecdécvosesonsneces : 
- DN Seal unt eh edad opiate teed a athe éeauae 
: : 
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A New Leader in Coaster Wagons 
The Janesville Sturdy-Steel 


we of a new line designed, developed 
and manufactured by the pioneers of 
the coaster wagon industry. Jobbers write 


or wire for samples. 


Dealers ask your jobber to see this new wagon. 


Designed and manufactured by 


Janesville Products Co., Janesville, Wis. 
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THE ORIGINAL 
NITRO POWDER SOWENT 





Bewere of imitations 











Your Spring Shooters 


Out with'.22 Rifles and Trap Guns 


ULL of enthusiasm—buying cartridges and shells, rifles and 
shotguns. Sell them Hoppe’s Nitro Powder Solvent No.9. A 
valuable service to them—more profit for you. 


The one reliable cleaning preparation, necessary for all firearms. 
Recommended by Uncle Sam, for the Army, Navy, Marine Corps, 
National Guard, and National Rifle Association. Used at all trap 
shooting clubs and by marksmen and hunters everywhere. 


ee. air Dua 






Also Hoppe’s Lubricating Oil 


OR the working parts of their rifles and shotguns—as for fishing 
reels, bicycles and all intricate light machinery—sell your shooters 
Hoppe’s Lubricating Oil. 


Pure, colorless, light, of highest viscosity; refined especially for the 
sporting goods trade. 


Handsome silent salesman display case free with each dozen, Solvent and Oil. 
Order from your jobber. Write to us for free folders, “‘How To Clean a Gun.” 


FRANK A. HOPPE, Inc. 


For More Than 20 Years the Authority on Gun Cleaning 


2314-H N. 8th Street Philadelphia, Pa. 




















« Edw. W. Simon Co., Inc. H. L. Bowlds, Mason Opera 
Representatives: Tz } / d. EEE ce 


258 Broadway, New York House Angeles 
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The Broadway Limited 
With Its 
Coaches of 

Steel 
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Coaches of Steel 
PLAY-ONS of Steel 


METALCRAFT PLAYONS 


TRACE MARK REG. U.S. PAT. OFF 


( 
C= 1 “THE ALL-STEEL PRICED-RIGHT LINE” 





Walk-a-Way 






















A few years ago, the Steel coach was 
a new idea. Three years ago, the 
steel Play-on was another new idea to 
dealer and consumer. 


The same forces brought the one and 
the other. Steel gives immense added 
strength, the ability to resist punish- 
ment, a better base for smoothness of 
design and finish. 


The consumer approved and_ the 
dealer felt that approval. Metalcraft 
Play-ons were first to be all-steel, first 
at a low consumer's price. We con- 
centrated an entire plant on three 
items. 


‘All-steel, finished right. Send for 


samples and prices. 


Metallic Industries 


4127 Forest Park Blvd. 
‘St. Louis, Missouri 






Scoot-a-Way 
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Hack Saw Blades 


Hack Saw Frames 
Mitre Boxes 


Automatic Tools 
bined shipments. And 


lling—the more Millers Falls tools you carry, the more you bene- 


standardize on Millers 
fit by Millers Falls reputation and Millers Falls national advertising. 


ll these tools; it pays handsomely to concentrate. 
in on com 
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Nail Sets and Punches 


Polishing Heads 
Glass Cutters 
MILLERS FALLS, MASS. 
*Have you received the new catalogue? Available in both large and pocket size 


Bench Drills 
Chain Drills 
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s the big idea in it— 
through it and see the complete Millers Falls lines of these tools 
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Braces 
Auger Bi 
Hand Drills 
Breast Drills 
Complete lines, 
‘New York 


—And here 
Look 

Your buy 

28 Warren Street 
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“When the weather “The Sunbeam does 
was 30 below zero not merely produce 
the Sunbeam Cab- a temperature; it 
inet Heater kept our creates a climate. 
It heats our church 
perfectly.” 


seven rooms suffi- 


ciently warm.” 








“The Sunbeam 
heats all of our 
rooms evenly. It is 
a very neat looking 
heater and is .easy 
to keep clean.” 








“I am comfortably 
heating a seven- 
room cottage in the 
coldest weather. 
Your heater takes 
less care and uses 
less fuel.” 


























And Here Are the Reasons 
Why— 


The Sunbeam circulates the warm air instead of 
radiating it like a stove. It draws in the fresh air 
at the bottom, warms it thoroughly and sends it 
out into every room in the home. It produces an 
even, healthful temperature everywhere. It does 
this better heating job with less fuel. 


RSS! 
CABINET 











MADE BY THE LARGEST MAKERS OF HEATING 
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“We heat our six 
room home on the 
same amount of coal 
that formerly heated 
but little more than 
one room.” 


“The house is more 
evenly heated, the 
coal lasts longer and 
there is practically 
no dust from coal 
or ashes.” 


“It circulates the 
heat farther and 
better than a stove, 
but uses no more 
coal.” 





























Better Way of Home Heatin 


There are Hundreds 
Like Them in YOUR Town 





HEREVER homes are heated with 

stoves you will find prospective 
buyers of the Sunbeam Cabinet Heater. 
You will find them where any kind of 
building is being heated with stoves. And 
when your customers know the difference 
between stove heating and Sunbeam Cab- 
inet heating they’ll be more than willing 
to give you the “selling” kind of testi- 
monial letters like those you see at the 
top of these pages. 


These enthusiastic users are selling 
Sunbeam Cabinet Heaters for dealers 
everywhere. They are proving over 
and over that this wonderful heating 
device will “heat the whole house,” 
that “it does save fuel,” that “it re- 
quires little attention,” that “it’s attrac- 
tive as the finest piece of furniture,” is 
easily cleaned and that “it does a lot of 


other good things for the home owner.” 


How can I get some of this profitable 
business? How can I get these enthusi- 
astic users working for me? It’s the easiest 
thing in the world if you will simply use 
the selling plans we have provided for 
the Sunbeam Dealer—if you will carry 
out our plans for local advertising—if 
you will tie up your business with our 
“stronger-than-ever” national advertising 
—if you will get behind this greatest of 
all home heating devices. 


All that is necessary is to fill in the 
coupon below and give us an opportunity 
to tell you about our “go-getter” plans 
and show you some of the ways—éasy 
ways—other Sunbeam dealers are using 
them. You won’t be obligated in the 
slightest. Do it now. 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 
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“Our big hard coal 
stove did not keep 
one room warm, but 
now we heat the 
whole house with a 
Sunbeam Cabinet 
Heater.” 
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The 
Complete 
Story 


Have You Ordered Your Copies? 


The Greatest Hardware Story Ever Written 


The story is told of a man who was uncommonly fond of 
peaches. Seeing some unusually fine peaches in a store he bought 
one, remarking: “I'll sample this when I get home—if it tastes 
as good as it looks [ll be back soon for a basket or two.” 


When he returned later and asked for several baskets for pre- 
serving, the dealer said: “I’m sorry, sir, but those peaches were 
quickly sold out—you should have placed your order.” 


Good books, like good peaches, are soon snapped up. This has 
already proved true by the orders received for “Forty Years of 


Hardware.”’ 


Place your order now, with remittance, and avoid disappoint- 
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LIFETIME FRIENDS 
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You Can Too! 


Merchants who have the 
Vichek Self-merchandising 


Board in their stores, are, 


These Retailers 
Made Profits! 


Chas. M. Graham, of Lake- 


wood, says:— 










‘““As a merchandising fea- 
ture the best yet. . . . Sold 
more tools than we ever 


sold before.”’ 
Frank M. Vacha, of Cleve- 


land, says: — 


without exception, enthusi- 









astic boosters for this sell- 





ing device which displays 






tools in popular demand. 










We are constantly receiving 






. . a display feature with letters from merchants who 


a real idea behind it... .” 

Harris Bros., of Chagrin 
Falls, O., say:— 

‘Your display board surely 

sells tools.” 






use the board telling us of 





increases in sales, due to its 







use. 





Send in the coupon below 






and find out how you can 





Bammerlin Bros., of Cleve- 
increase your sales—and 


land, say: — 






your volume of profit. 








“Your Display Board is the 
best we have seen. ‘Sales 
have surpassed our expecta- 
tions. 





The Vlichek Tool Co. 


3000 East 87th St., Cleveland, O. 
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The 
Vichek 
Tool Co. 


3000 E. 87th St. 
Sie Cleveland, Ohie 








Keep Mechanics Good Tempered 






Please give me full infor- 
mation on the Vichek Self- 
merchandising Board. Also 
send samples of literature and 
details concerning window display 
material, 










eeeteeereeere eevee eeoeeeeeeeeeeense 


oseerervreee eer eer eeeeteeoeeneereeeeeteeeeeneeee 





50 HARDWARE AGE 





April 9, 1925 


“FASTEST 


Reason No 
Tor Pafection Dealer Profits 


Perfection dealers in all parts of the country are 
able to turn over their oil stove stocks from 4 to 12 
times a year. 

For Perfections sell readily—their reputation for 
dependability, earned in 30 years of daily satisfac- 
tion to millions of women, having created a big, 
steady demand the year around. 

And alarge business can be done with small stocks— 
for Perfection warehousing service places ample 
stocks of every model in the Perfection and Puritan 
lines within one or two days’ shipping time of 
any dealer. 

With long chimney and short chimney stoves, 
ovens, broilers and toasters, in all styles, sizes and 
prices, the Perfection dealer is able to satisfy every 
cooking need of any prospect. 

This is a profit making combination without an 
equal in the oil stove field. 


Write today for a copy of the 1925 Perfection Dealer Catalog. 
THE CLEVELAND METAL PRODUCTs Co. 


7515 Platt Ave., Cleveland, Ohio 
In Canada, the Perfection Stove Co., Ltd., Sarnia, Ontario 





Perfection Ovens are also fast selling items as shown by 
a letter from Jos. E. Dancy, Weslaco, Texas. He says— 
**The new 242 GE Oven sure is a bear-cat. I sold the two 
Ovens you sent me same day received. Thanks very much 
for sending them. Send me four more 242 GE Ovens.’’ 


Oil Cook Stoves and Ovens 
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Superfex Models—the finest oil stoves 
made. They cook with the speed of gas. One 
giant burner is standard on each model. 



















Extra Fast “130 Line” (with Double- 
Wall Blue Chimneys) — Big, convenient, 
pow erful, good looking stoves at moderate prices. 
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And here are the other seven 


The 100% Complete Oil. Stove Line. Long chimney and 
short chimney stoves in all sizes and prices—also cabinets, 
ovens, broilers and toasters —all made by one big square- 
dealing manufacturer—satisfy every demand. 

The Line That Sells the Year Around. Because of their 
bigger, faster burners, ample size and modern conveniences, 
these ‘‘grown up’’ Perfections—which satisfy every cooking 
need—are in demand throughout the year. 

The Best Advertised Oil Stove Line. Perfection advertis- 
ing supports the selling effort of Perfection dealers every 
month in the year. It is far greater than the advertising effort 
of any other oil stove. 

The Universally Accepted Line. Years of leadership, years 


“44 of advertising dominance and millions of present satisfied users 








have led to Perfection’s acceptance as the oil stove standard 
of the world. 
The Line of Greatest Yearly Profit. Rapid turnover of 
small stocks; the low cost of selling a universally accepted 
line; and Perfection’s complete freedom from service expense, 
unite to give big profits. 
The Line That a Consumers. Because of their 
quick lighting, fast cooking, cleanliness, appearance, relia- 
bility and long life, more than half of all the oil stoves in use 
are Perfections or Puritans. 


The Line of Complete Dealer Cooperation. Our salesmen 
help you demonstrate. Special service men are at your com- 
mand. All parts are replaceable — complete repair stocks at 
every warehouse. Numerous dealer selling helps, free. 


There’s real profit in Perfection stoves for any dealer. 
THE CLEVELAND METAL PRODUCTs Co. 
7515 Platt Ave., Cleveland, Ohio 
In Canada, the Perfection Stove Co., Ltd., Sarnia, Ontario 





The “70 Line” (with ‘‘Cobalt’’ Blue 
Chimneys) — Replacesthefamous“‘30Line”’ 
adding new sales features — faster cooking, 
finer appearance, greater convenience. 












The Perfection Broiler— 
broils a steak perfectly. 









The Perfection Toaster—toasts evenly 
four slices of bread at a time. 


The “40 Line” Puritan—The better short 


drum stove. Replaces the ‘‘20 Line’’— finer 
looking and more convenient than ever before. 


nd PURITAN 


Oil Cook Stoves and Ovens 
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Save 


*20 


Per Cow 


More than 
25,000 in use 


Conservatively figured, a De Laval Milker will 
make at least $20.00 per cow per year in saving 
time and increased milk, which usually comes as a 
result of its use and because of its regular, stimulat- 
ing and soothing action. 


Multiply this by 10, 20, 30 or the number of 
cows a dairyman may be milking by hand and you 
get a very conservative idea of what a De Laval 
Milker really will make him in profit. 


In addition, when it is considered that cleaner 
milk can be produced, that the drudgery and dis- 
like of hand milking are eliminated, and that dairy- 
ing is made more pleasant for owner, son or hired 
man, you have the answer why so many people are 


installing De Laval Milkers. 


The De Laval Milker is meeting with remarkable 
success. Like the De Laval Separator, it is already 
recognized as “‘the World's Best,"’ in its class. 


The De Laval Separator Company 


New York Chicago San Francisco 
165 Broadway 29 E. Madison St. 61 Beale St. 
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Selling De Laval Milkers is a 
clean, wholesome and profitable 
business, and is bound to become 
more so as the years go by. If 
we are not adequately repre- 
sented in your community, get in 
touch with us. 
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FOUR-SQUARE TOOLS 
HOUSEHOLD USES 9 44-4. 









< 


All metal and wood 
Overall height 5034” 
Width 285%” 







Get this FOUR-SQUARE Sales Board 


— amassed display of Four-Square Household Tools, compactly 
arranged. It attracts attention and helps the tools sell themselves. 


You can use it as a floor display, a panel board hinged in front 
of your shelving, suspended from hooks, or as part of any window 
display. Write for further information. 


STANLEY, New Britain, Conn., U.S. A. 
New York Chicago San Francisco Los Angeles. Seattle 


STANLEY sm 


FouR-SQUARE HouSEHOLD IOOLS 
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This is the 








Showing burner, mixing. 
c and valve 


Famous “Reliable” Golden-Glow Burner 


OTE the construction of this famous 
burner. The gas and air are mixed at 
one point, insuring perfect combustion 
and a uniform flame. This construction 
also eliminates the tendency to draw lint 
and dust into the burner which then would 
adhere to the bottom of the grids and 
obstruct the flow of gas. 


The burner-top is divided into sections. 
Each section is fitted with a separate grid 
for each element. The grids are made of a 
non-corrosive material and will last in- 
definitely. [he burner is fitted with an 
adjustable air-shutter and gas-cock which 
makes it possible to obtain perfect regu- 
lation of the flame regardless of gas 
pressure. 


This famous burner is found only in Gol- 
den-Glow Heaters (portable and fireplace 


types). 
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Reliable Colden-GClow 


(Fireplace Type) 






The fireplace type (here illustrated) is 
beautiful in design and unique in construc- 
tion. The frame is built of unbreakable 
channel iron. The joints are fitted with a 
precision that eliminates cracks and mis- 
fits. The joints are then electrically arc- 
welded. 


The hearth-plate and reflector-sides are 
made of a new non-oxidizing metal with 
a brown finish. This metal will not dis- 
color from heat or atmospheric conditions 
of any kind. 


The frame of the Reliable Golden-Glow 
Fireplace Heater is finished in antique 
brass which harmonizes with the finest 
furnishings. 


Wherever shown, these Heaters are great- 
ly admired. Wherever used, they are 
highly praised. 

We suggest that you order a sample im- 
mediately and make your own check of 
our, claims for Reliable Golden-Glow 
Heaters. ° 

Our prices will enable you to “turn” a 
“neat profit quickly. 


RELIABLE STOVE COMPANY 


Division of American Stove Company 
Factory and Main Office, 1825 E. 40th St., N. E. Cleveland, Ohio 
Bridge Plaza East NEW ENGLAND STATES 
on Skillman Place REPRESENTATIVE: 
Long Island City, N. Y. The Eastern Service Co. 
315-317 S. Wabash Ave. 131 State Street, Boston 
Chicago EXPORT OFFICE: 
718 Mission Street ; Bridge Plaza East 
San Francisco on Skillman Place 


350 East First Street Long Island City 
Los Angeles New York 
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FOR ELEVEN YEARS, A SURPASSING TIRE AT A POPULAR PRICE 


"THE Lancaster Tire & Rub- 
ber Company offers an ex- 
clusive-territory sales contract 
to established merchants who 
earnestly seek to build a sound 
business in tires. Only with 
such a contract can you enjoy 
all the profits you really should 
from this type of business. 


If you want full profits, write 
us today for all the details. 
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Better, Cleaner 
Heat for 


HOMES 
SCHOOLS 
STORES 
OFFICES 
GARAGES 
SHOPS 


n Oil Burner and Heating 
Stove ~in One Complete Unit 


























a ri, ‘aif Made in 3 Sizes 
i.  _ , fray Surprisingly low 
Mm, sin , in price! 








HERE'S something new in heating stoves. 

The result of 14 years’ experience and 
achievement. In appearance, a finely built 
coal-burning heater—but in reality, a mod- 
ern O1/-Burning heating unit; an Oil Burner 
of national reputation and a heating stove, 
built as one complete unit. More heat, 
cleaner and more dependable heat, without 
the work and dirt of coal. 


The Burner is the famous Oliver No. 20. It 
is a fixed part of the stove—buzlt in, solidly, 
not just set in. Hermetically sealed in. 


Stove Built in 3 Sizes—Full 






Olco Heater No. 219 








tense heat, any degree desired, at the turn of a specially 


Nickel Trim designed dial-valve. To light 

the stove all you do is turn a 

The “Olco” Oil-Gag Heater is made in 3 sizes 13, 15 valve and strike a match. Oper- 
and 17-inch firepots, each providing a flood of heat. ates on as little as one pint per 
More than any ordinary coal or wood heater of equal hour, depending upon amount of 
size will give. Full nickel trim. Nickeled ornamental heat. desired and size of stove. 





dome, upper ring, foot rails, base and legs. . . . Has automatic cut-off valve 
Main body of best grade, rust-proof, satin-blue finish neatly concealed in base. 





sheet steel. No. 20 Oil Burner 
Gravity Type—Natural Draft Send for Complete Details of This 
Embodied in this remarkable heating unit are all the Profitable New Heating Unit 


sound, basic principles of oil burning for domestic 
heating. Gravity type. Natural draft. No motor, no 
moving parts, spark plugs, wiring or electrical con- 


Just as Oil is rapidly replacing coal as a fuel for 
furnaces, Oil is now destined to replace coal and wood 
as a fuel for heating stoves. Add the “Olco” to your 





— - stove line and you'll find it one of the fastest selling, 
Intense Heat—Perfect Combustion |! @most profitable stoves you’ve ever handled. Comes 
a sl , ; ' complete with fuel tank and necessary fittings. Write 

The new “Olco” automatically and properly mixes the ; Yat once for complete details and discounts. 


exact proportion of air with oil vapor—providing in- | 


J § OLIVER OIL BURNER CORPORATION 


Request details of the “‘Olco”” No. 22—a larger unit 363 Oliver Bidg., St. Louis, Mo. 
jor commercial installations: Shops, Garages, Stores, 
Lodge Halls, Schools and Picture Shows. FY » Oldest and Largest Manufacturers of Oitl-Gas Burners in the World 
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OLCO OIL-GAS HEATER 
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ALLITH 


Reversible side and 
floor plate hinge 






Their at- 

tractive finish, 
dependability, 
long life and low price have re- 
sulted in nation-wide demand and 
distribution. 





Four types—full and half surface—ball and 
plain tip. Simple, strong all-steel construction 
in attractive design. The spring tension is 
easily and quickly adjusted with a common 
wire nail, and the door taken down by releas- 
ing the spring and withdrawing the pin with- 
out removing any screws or using any tools. 
Tested, oil-tempered springs insure long life. 


Ordinarily when you buy low-priced hinges 





These highest quality 
spring hinges cannot else- 
where be duplicated and 


the prices are low 


A few reasons why the Allith out- 
wears all other floor hinges: Ball 
bearings support the door and ab- 
sorb the spring thrust—the ball 
race serves as a bushing for the 
frame where it revolves on the 
post—the plunger operating thru 
extra long guides has a rolling- 
sliding action against the roller 
bearings. 


King Take-Apart Adjustable Hinge 


you are fearful of complaints. With the Allith 

and the King you increase your sales without 

spending your time and profits in adjusting 

complaints. 

Let us send you complete details on these 

hinges, as well as on our line of: 

Door Hangers Overhead Carriers 

Garage Door Hardware Rolling Ladders 
Fire Door Hardware 





ALLITH-PROUTY CO., Danville, Illinois 





Representative Jobbers Distribute A-P Hardware throughout the United States 


THE RIGHT HANGER FOR EVERY DOOR 
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From 
Our 
Readers 


“T am on the road and fully 
realize the vast good that you can 
and do accomplish through your 
splendid magazine. I trust I shall 
never miss a copy.” 

Roy W. Spears, 
Oakley, Kans. 


“We have read HARDWARE AGE 
for a great many years and feel 
that we would be terribly crippled 
without it.” 

C. E. Saurer Hardware Co., 

Barberton, Ohio. 


“I wish to say that I am getting 
a splendid help and pleasure out of 
HARDWARE AGE and would not 
want to be without it.” 
K. Kaiser, 


Dawson, Yukon. 


“I like your magazine and want 
to get every number.” 
E. J. Wickinson, 
Funnichy, Sask., Can. 
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A ittle study will 
reveal that McKinney’s 
unusual sales helps not 
only help the sale of 
hinges but promote 
larger profits in all lines 
of builders’ hardware. 
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McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 























DOME: 














lj, 
mi it 








Volume 115 New York, April 9, 1925 No. 





Control Factors in Main Street 


Merchandising 


SyqaN their order of importance and influence upon the NET of the retail hardware 
‘1 business, Knowledge, Ability, Location, Population, Display Facilities, Personal 
“¥ and Store Policies are the principal control factors. 








Knowledge of what, where and how to buy embraces: Regulating quantities with 
due regard to the bearing investment in slow moving merchandise has upon set overhead 
and cost of doing business, as well as providing for having when you can sell it, plenty of 
staple “Daily Use Merchandise.” : 


Of lines like bits, chisels, files and the numerous items made in many sizes, have 
plenty of the staple sizes and everyday sellers, have the minimum of odd and extreme sizes. 
Carry this regulating thought right through every line handled. In the cutlery department 
have good stocks of 7, 7144 and 8 inch shears; taper off in the other sizes, unless you enjoy 
a tailoring, mill or factory trade that uses other sizes, these sizes then become part of your 
staple sellers. In the sporting goods department a good stock of standard loads of shells, 
having the minimum of odd and unusual loads. New things are often unusual but when they 
include improvement upon old things they can be used to create business. 


Ability is expressed by the “what and how” of offering and selling the merchandise that 
has a beneficial effect upon the total business; the goods the Public knows about—new, im- 
proved and advertised goods. Also by selecting and profitably using better than the average 
employees, paying them according to their worth. There may be instances when men are 
paid too much, but no man can earn too much. 


Location and population regulate size and character of business. Knowledge and abil- 
ity do not often err about location. 


Display facilities, exterior and interior, are important in this pictorial, “read as you run” 
age. The treatment and use of display space exerts a powerful influence upon total sales. If 
a display does not attract attention or pull trade, pull it out—don’t wait till the end of the 
week. 


Weekly displays, regardless of value as measured by results, are as desirable as weekly 
baths; they are good only because they occur once a week. Purchases are prompted by 
well arranged, timely displays and values offered. 


Personal—the negative attitude of a slovenly, disinterested clerk will produce more re- 
verse NET to the store total than several good men can earn enough margin to cover. Intel- 
ligent, active, willing, interested men and women easily make sales and satisfied customers. 
They promote store prestige, sometimes called “Good Will”—that intangible something that 
determines for your local public whether they trade with you or your competitor. 


The object of every merchant is to get people in the store, when there, satisfy them with 
intelligent service backed with good merchandise, correctly priced. 


Policy is that aim of purpose that, when directed by knowledge and ability, expresses it- 
self in every part of the business, the real control factor of store standard and its right to 
main street location. ra 
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The Hardware Retaitler’s Electrical 
Stock 


¢¢ WN reference to the matter of selling 
| electrical goods and supplies, would 
say that every hardware merchant 
should give consideration to the question. 

“Just what lines he should carry, or could 
carry to advantage, depends to a great ex- 
tent on the individual merchant and the 
community in which he is located. In our 
city two of the hardware merchants carry 
socket plugs, switches, wire, etc. One of 
these and one other carry radio and radio 
supplies. We think they are making some 
money on these items. 

“We have not handled these items up to 
the present time but are giving some con- 
sideration to the subject. With two other 
hardware dealers, we handle electric washers 
and vacuum cleaners. ‘These are handled 
in one of two ways. Our competitors put 
them out on small monthly payments, using 
house to house canvassers and have been 
successful in selling a large number of ma- 
chines. They evidently find this method 
profitable, as they are very energetic in push- 
ing sales. We have done little of that kind 
of selling and while we do not sell as many 
machines, we do not have.a stock of second 
hand demonstrators to dispose of. 

“We find it is necessary to have some one 
who knows something about electric motors 
and machinery to make necessary adjust- 
ments. As to successfully carrying on a de- 
partment of this kind you must be prepared 
to give service. 

‘We carry a line of electric driven pumps 
and find it very profitable. This can be done 
only where there is a good rural distribution 
of electric current; on a poor city distribu- 
tion of water you must have a4 man who 
can install same. 

“From our study of electrical goods in 
the hardware store, the lines all could han- 
dle with little extra expense or room and at 
the same time with good financial results, 
and little addition to the overhead, are house- 
hold appliances, such as irons, toasters, 
grills, percolators, fans, waffle irons, curling 
irons, etc. The demand for these is steadily 


Our Readers’ Forum 





growing. ‘The service work in connection 
with their sale is not so great and the sale 
of one item often leads to the sale of 
another. 

“Electric tools, such as drills, grinders, 
compressors, have not been such good sellers 
owing to the fact that the manufacturers do 
a lot of work on these lines direct but the 
future will undoubtedly put these items in 
the tool department of the hardware store. 

“Business conditions are _ constantly 
changing; other stores are taking on lines 
that at one time were considered to belong 
to the hardware dealers’ stock and it is up to 
us, 1f we wish to keep pace with changing 
conditions, to add lines which in bygone 
days were considered foreign to our shelves. 


“Every merchant should study his com- 
munity and learn what lines are handled by 
too many dealers and what lines do not have 
enough distribution and then take on that 
line, whether it be furniture, electrical 
goods, silverware, leather goods, china or 
building supplies. Do not add to your line 
what everyone else is handling. This ap- 
plies to the electrical line as well as anything 
else. If your town is already burdened with 
dealers in electrical goods, keep out, but if 
there is an opening you are likely to find it 
a profitable line.” 

(Signed) Kline & Co., 
Williamsport, Pa. 


R. J. Atkinson on Professional 
Convention Speakers 

¢¢w HAVE just read Hamp Williams’ 
| article on “Are Professional Speak- 
ers Killing Convention Interest?’ and 

as usual with Hamp’s writings, it hits the 
nail on the head. I believe with him that 
conventions would be much more effective 
if they were in fact meetings of dealers met 
to discuss their own problems and rehearse 
conditions through the question box or their 
own speakers, instead of as many are today 
by orators who are drawn from the outside 
on account of their powers of oratory, with- 
out much reference as to-their knowledge 
of the business. Count me with Hamp in 
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the discussion. I think the way you have 

presented this in your paper will lead to a 

discussion that will be productive of much 

good.” 

R. J. Atkinson, 
Brooklyn, N. Y. 


Winfield Merchants Hold 
Local Trade 


66 HAVE been reading your recent 

I articles in the HarDWARE AGE and 

find them very interesting and in- 
structing. 

“Several merchants and I have gotten to- 
gether and we are going to try to run the 
‘Glorified Peddler’ out of town if we can; 
so far we have been doing very good. 

“As we are practically new in the business 
we do not miss an article in your valuable 
magazine; all I can say is that I cannot 
wait until I receive the next issue. 

‘Enclosed you will find a photograph of 
our business, which is situated in a new 
growing business section that is growing 
very rapidly.” 

(Signed) Edward W. Cohan, 
Roosevelt Paint & Hardware Co. 
Winfield, L. I., N. Y. 


(Signed) 


Invoicing By Number Only 


HE following letter, discussing the 
practice of certain manufacturers in- 
voicing their jobbers goods by num- 
bers only, was received from a prominent 
jobber, who has requested that his name be 
withheld. 

“We have read with a great deal of inter- 
est the campaigns conducted in the columns 
of your paper against the various abuses 
which arise in the ordinary course of trad- 
ing. 

“In this connection, there is one abuse to 
which we would direct your attention and 
which made its appearance for the first time 
during the last year and has been rapidly 
increasing ever since. We refer to the prac- 
tice of certain manufacturers in invoicing to 
their jobbers goods by their own (that is to 
say, the manufacturers) numbers only, 
without any descriptive matter, e.g. : 


6 Doz. No. 3056 @ $1.00... .$6.00 
12 Gro. No. 4200 @ $5.00... .60.00 


“While this is a matter of convenience to 
the manufacturers it throws a great deal of 





extra work on the jobber in checking up, 
more particularly as the jobber more often 
than not carries the article in question under 
his own number and not under that of the 
manufacturers. 


The ‘‘Peddler Problem’’ in Brooklyn 
¢ ‘Wa have been working on the ped- 


dler problem. We have two local 

papers. One paper would not 
touch the issue except I write the same and 
they publish it over my signature. 

“The other recently ran an _ editorial, 
which I am enclosing. Some of our local 
dealers seem to think there is nothing to this. 
It has not hit home as yet. The editorial 
follows: 


The House-to-House Peddler 
Nuisance 


To what extent law-abiding people contribute to 
the wave of crime by their own carelessness or com- 
placency is not exactly known, but police records 
indicate that the percentage of crimes caused or 
made possible in this way is very high. 

One of the methods of laying the foundation for 
burglaries and other crimes is the use of the spotter 
posing as door-to-door canvasser or peddler. It is 
known that crooks frequently resort to this method 
to get information about a house or apartment that 
is to be burglarized. 

There is another phase of this matter. Reliable 
goods are generally sold through legitimate retail 
stores. There are stores established for the making 
of retail sales in even the smallest towns, and these 
stores are fully qualified to act as agencies for all 
standard quality merchandise. It is often the fly- 
by-night concerns, manufacturing inferior quality 
merchandise, which employs peddlers to sell its 
wares. Furthermore, the stores are paying high 
rents and taxes and are helping to contribute to 
the welfare and prosperity of the neighborhood. 

For their own safety, housewives should barri- 
cade their doors against the peddler and canvasser, 
For the safety of their loved ones and their house- 
hold goods, men should warn their women-folks not 
to let strange men enter their homes. But the mat- 
ter should be carried further. The entire system 
of canvassing should be carefully supervised by the 
police department, and if the activities of unlicensed 


and bogus “salesmen” cannot be stopped in any 
other way, more stringent methods should be 
adopted. 


“The taxi crusade going on now we all 
know should have been started years ago. 
It took the killing of this man Kenney, the 
son of a wealthy politician, to do this. I 
guess we will have to wait until some poli- 
tician’s family is affected in some way by 
the peddler or canvasser before the general 
interest is aroused.” 

(Signed) Frederick Horn, 
Brooklyn, N. Y. 
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HREE thousand visitors attended Reh- 
burg’s Sportsman Exhibit and Show, held 
March 6, from 10 a. m. to 10 p. m. Reh- 
burg’s is one of the oldest hardware stores in 
northern. Ohio, having been established in 
1869, not far from its present location at 3040 
West Tw enty- fifth Street, Cleveland, Ohio. 
The sportman’s exhibit was held at the store as 
an advertising stunt to feature the wide variety 
of sport goods available at Rehburg’s. 

Local sportsmen, hunters and fishermen re- 
ceived invitations to attend. These, 1000 in 
all, were mailed out one week prior to the show. 

The entire first floor of the store was cleared 
of all merchandise. Tables and racks were used 
to display everything in sporting goods. At 
the rear of the store a complete camping outfit, 
including tent, cots and cooking outfit was dis- 
played. The entire store was decorated with 
trophies, deer and moose heads, furs and 
mounted fish of all varieties. 

Aquariums were placed on tables containing 
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And thet ain*t the half of it, as the boys say. All day ad 4 " 
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How Rehburg’s 





Exhibit 


More than 3,000 visitors attended 
the ‘*‘Advance Showing for Sports- 
men’”’ held recently by H.Rehburg, 
of Cleveland, Ohio. To the left is 
shown the announcement letter. 





rare gold fish, tropical fish and Chinese walk- be 
ing fish. f 

Each of the large windows had as a back- 
ground a hunting and fishing scene in oil, size 
6 ft. x 10 ft. In one window a large tank of 
running water contained 150 fish, gold fish, 
bass, perch and bull heads. The balance of the 
window was trimmed with tackle, rods and 
reels. 

The other window, a hunting scene, contained 
a live silver fox and a display of guns, ammuni- 
tion and clothing, besides pheasants and small 
game (mounted). 

The sidewalk in front of the store was 
blocked with lookers for nearly two weeks, 
which was the period of display. 

Friday, March 6, was a beautiful day and | 
as early as 9 a. m. the manufacturers’ sales- : 
men arrived to assist in featuring their lines. : 
Sixteen salesmen were present showing only , 
sporting goods. The guests started to arrive 
as early as 9.30 o’clock, and from that hour | 
until 10 in the evening the store was crowded 
continually. The Rehburg boys, Charles and 
Gus, received every one who attended the party 
with a hearty welcome and real handshake, 
and after seeing that each one was supplied 
with cigars, cigarettes and a souvenir copy of 
an oil painting of “Wild Life” by Lynn Boque 
Hunt, turned them over to the exhibition for at- 
tention. More than 3000 visitors attended the 
party. 

Lines exhibited were as follows: Base ball, 
football, lawn tennis, golf, croquet, guns and 
ammunition, fish rods, reels and tackle, camp- 
ers’ outfit (complete), radio sets, hunting dogs 
and call ducks. 

Representatives from the Canadian National 
Railway and the Cleveland & Buffalo Transit 
Company were on hand arranging date and trip 
with those interested in their 1925 vacation 
for hunting and fishing. 
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HE fishing tackle display 
rack illustrated herewith 
may be easily and inex- 

pensively constructed in spare 
moments and permits the dis- 
play of rods to the best advan- 
tage. It will be noted that the 
wide base of the triangle gives 
ample room for the display of 
related items, such as bait, flies, 
etc. Deer and moose head, and 
other trophies of the chase are 
to be found throughout Reh- 
burg’s splendid sporting goods 
department. 


oe nner ~ 
eee ee 
















“ 


pl 









Displays That Sold Sporting Goods 






ERE is a window that should warm 

the heart of every angler. It was 

installed by H. Rehburg, of Cleve- 
land, during his successful Sportsman’s 
Exhibit. Realism, unmarred by any dis- 
cordant note, is the reason for this win- 
dow’s remarkable drawing power. Live 
fish swam in the large tank in the fore- 
ground. 
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N the cage in the center of 
this window there is a live 
silver fox, which proved 

itself an extremely potent 
means of drawing attention 
to this Rehburg display of 
sporting goods. The pheas- 
ant, moose head and clever 
background give the atmos- 
phere that is so essential in 
a display of this kind. 
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On the Law of Diminishing Returns 


in Business Expenditures 


USINESS expenditures have to be weighed 
carefully if we are to get the best results 
in the selling of hardware and allied lines. 

There are those who would have us believe that 
the more we pay out the larger will be our in- 
come and profits. This is not necessarily true. 

Flat, emphatic and broad statements will 
nearly always stand qualifying. Water is a 
necessity, but too much of it will drown us. 
Fire is a splendid servant, but a mighty poor 
master. Seed is necessary to produce a harvest, 
but there is such a thing as putting in so much 
seed in a given space of ground that the young 
plants crowd and grow spindling and do not 
mature properly. We see the same thing in a 
crowded growth of trees. 

Exactly the same is true of business expen- 
ditures. “Enough is as good as a feast.” Be- 
yond that point, we come under the law of di- 
minishing returns. 

So much has been said and written concern- 
ing how to succeed in the hardware field that 
we have to be careful not to become bewildered. 
There are many phases to be considered in the 
business and we must avoid extremes. 

There is a law of psychology which we will 
do well to remember right here. It is that a 
virtue carried to excess, becomes a vice. For 
example, if we step across the line from thrift, 
we have miserliness; from optimism—indiffer- 
ence; from generosity—extravagance; from 
justice—intolerance; from studiousness—book- 
ishness; and so on. 

It is not safe to assume that because the doc- 
tor prescribes one tablet to be taken before 
meals as a tonic, that we will get ten times as 
much benefit to increase the dose to ten tablets. 
Such an increase might finish us entirely. 

When we come to consider the matter of 
equipment, advertising, service, etc., the im- 
pression is sometimes given that the sky is the 
limit; that the more we spend, the more we will 
get. This is plunging. We have crossed the 
line from the field of virtue and are wabbling 
in the quicksands of business vice or poor judg- 
ment. 

Advertising is a necessary investment in 
carrying on business. We all admit that. Up 
to a certain point, advertising expenditure is 
wise, imperative and increases business. But 
when we go beyond the appropriation that we 
are justified in spending in relation to the 
business we are conducting; or if the adver- 
tising is on a more extensive scale than the 


article promoted warrants—then the profits 
are diminished or cut down correspondingly 
and may be wiped out entirely, and even the 
capital investment devoured. 

A case of this kind came recently to notice 
where a product of merit but of limited appeal, 
was launched with a capital of $500,000 back 
of it. The article was one which would interest 
stock raisers only. The publicity undertaken 
was extensive and broad in character. A good 
deal was laid out in national advertising which 
reached a great many people who would have 
no concern with the product at all. 

It was expected that cash would flow in as 
a result of the advertising so that the business 
would forge ahead rapidly on its own power. 
Hardware stores and other retail establish- 
ments handling this class of goods were stocked 
as rapidly as possible, and advertising was 
undertaken locally as an introductory induce- 
ment. The trouble was that too much space 
was covered and too much attempted. 

At the end of three years, the concern was 
on the rocks with an enormous indebtedness 
back of them. The law of diminishing returns 
had eaten them up. 

A hardware man may have a number of dif- 
ferent lines to advertise. He cannot afford to 
put all his emphasis on a few classes of goods 
and let others take their chances. Some lines 
will stand more pushing than others, because 
they are seasonable the year around, or per- 
haps because they are only seasonable at a cer- 
tain time of the year. Other lines must be in- 
troduced and demonstrated. Some goods are 
staple and need less promotion work. The idea 
being to advance such talking points as will 
bring people to us when they are ready to buy. 

How is the hardware dealer to know how 
much to spend, and how to apportion this 
budget to get the best results in each depart- 
ment; and how to test returns to know when 
they are satisfactory and to be warned when 
the point has been reached where he should pro- 


ceed carefully? If we do not know, or have no. 


rule of determining the progress we are mak- 
ing, we are gambling with the future. And 
some day we are going to begin to wonder what 
ails business—our business. 

The usual advice is that a certain percentage 
of gross sales should be set aside for advertis- 
ing. Blanket percentages are average ones. 
They may fit your business and mine and they 


may not. 
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For instance, you have a downtown location 
and a fine front, and your firm is an old and 
long-established one and you are profiting by 
the cumulative advertising of years. My store 
may be on a side street in a poor location, the 
business may be new and I may be little known. 

I may figure that I am saving on rent to take 
this building, which doesn’t cost much, com- 
paratively speaking. But it may be necessary 
for me to lay out a larger percentage in adver- 
tising than I ought to do according to the law 
of averages, in order to overcome my handicap 
of location, youth in the business, etc. So per- 
haps I showed poor judgment in taking the 
cheaper rent, for I may have to spend as much 
or more money to get the patronage I am after. 

Or, take the matter of fixtures and equipment. 
We need to be reasonably well outfitted. How 
much are we justified in spending and how 
much should we spend? How much do we need 
to make our stores attractive and convenient 
with proper display of goods. If we put too 
little into equipment we may lose through lack 
of customers. If we spend too much or unwise- 
ly the drain upon the business may diminish 
our profits in other ways? 

Where does the law of diminishing returns 
come in in regard to service? How much can 
we afford to give in order to maintain a sound 
business balance? There must be principles 
to guide us so that we will not go into unwar- 
ranted expenditures with resulting embarrass- 
ment. 

We frequently meet schedules and tables 
which apportion a definite percentage for rent, 
salespeople, advertising, interest on the capital 
invested, insurance and taxes, office expenses, 
heat, light and power, deliveries, salary of pro- 
prietor, and additional items such as deprecia- 
tion, replacements, etc. But, again, these 
blanket average percentages are bound to vary 
in different localities and according to the pre- 
tentiousness of the particular hardware busi- 
ness under consideration. We cannot govern 
ourselves absolutely by the rules laid down by 
someone else? 

If we estimate our rent as from 4 per cent 
to 5 per cent of our gross sales; our insurance 
and taxes as from 4 per cent to 5 per cent; our 
office expenses and supplies as from 2 per cent 
to 3 per cent; our salaries of salespeople as 
from 5 per cent to 7 per cent; our advertising 
as from 3 per cent to 6 per cent; our deliveries 
as from 6 per cent to 9 per cent; our heat, light 
and power as from 4 per cent to 5 per cent; 

our depreciation of stock and fixtures as 6 per 
cent; our interest on the capital as 6 per cent; 
salary of proprietor as 1.5 per cent—we will be 
striking a fair average. And if we go appre- 
ciably above or below these amounts we should 
account for the reason of the expenditure to 
ourselves and further than that, we should 
understand where the saving actually goes. 

For example, if our rent is lower than this 
average, does it mean extra expense in deliver- 
ies, or extra expense in advertising? If the ad- 
vertising is less than the average which is ac- 





cepted as typical for our business—whatever 
those figures may be—are we doing as much ad- 
vertising as we ought; and how is business re- 
sponding to it? Or, are we spending too much 
on one department and not enough on another? 

Here is the rule to test the matter out in re- 
lation to the advertising. Is each department 
showing a healthy growth in volume and a 
healthy increase in net profits? 

The minute growth ceases, or the minute the 
net profit barometer begins to drop, there is 
something wrong somewhere. If it is with the 
advertising, we ought to determine whether or 
not we are on the wrong side of diminishing 
returns. Are we spending unwisely or spend- 
ing too much, or is the fault elsewhere? 

In the matter of service, it is safe to lay down 
the rule that in the last analysis the customer 
must pay for the service in the price of the 
goods he buys. The proprietor should not ex- 
pect to pay for this service out of his private 
funds or his salary. He should not expect to 
curtail the necessary policy and maintenance 
of his business, to give away so-called “free 
this’”’ or “free that.” | 

A reasonable percentage of service should be 
provided for in the mark up of the goods, and 
then service arranged to that point but no far- 
ther. In fact, here we have the test of expen- 
ditures in every direction and the test is an 
obvious and logical one. 

We are wise to use as much seed as possible 
to increase our harvest yield, but we must stop 
when we are overtaxing the soil. The same 
rule applies to business and we can state it in 
these words: 

We can spend safely in each department for 
each item of necessary expense, as long as we 
are showing increasing net profits—but not a 
minute nor a cent beyond that point. 

For this reason we must know which are the 
star boarders, which are the laggers, which are 
the shelf-loungers, which are the profit-makers 
and which are the lines that are being neg- 
lected for want of promotion or different han- 
dling. 

The instant one department comes under the 
law of diminishing returns, it is a drain upon 
all other departments. We must use close anal- 
ysis and constant watchfulness to discover just 
how long expenditure is actually a good invest- 
ment and where and when we are approaching 
the danger line. 

Many a business has become decadent and 
has gone to the wall because a given policy was 
pursued too far. It’s all right to travel at rea- 
sonably accelerated speed, but we must not 
break the law or we are certain to come to 
grief. 

Watch the Law of Returns. Diminishing 
returns are a warning which should be heeded 
without delay. We should not wait until the 
whole business is involved, either, for then the 
situation is serious indeed. 

Each department in the hardware establish- 
ment should give a good account of itself regu- 
larly. This is necessary for business health. 
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Charles P. Catlin 


66 ES, I turn dull minutes into bright 
dollars and ring them up on my cash 
register. Time is money—that’s an old 

saying I learned from my copy book when I was 

studying the three ‘r’s’ back in the little old 

Red Schoolhouse. My business experience has 

taught me it’s a true saying. In fact, I ascribe 

a large part of my merchandising success to 

“How’s that?” I asked the prosperous, well- 
dressed, up-and-alive merchant who was speak- 
ing. His store was in a small country town 
where he was chairman of the Chamber of 
Commerce. But I knew that he knew more 
about making retailing profitable than most 
merchants in big cities. 

“When business is quiet,”’ he replied, “I jump 
into my auto, drive out the west road and stop 
at each farm house. I call on the Mrs. and in- 
quire how the family is getting along. I ask 
about the youngsters, find out what they are 
doing, show real interest in the welfare of the 
whole family. I am interested in them. Why 
shouldn’t I be? It’s on their welfare that my 
welfare depends. The clergyman always has a 
smile and a kindly word for his parishioners. 
Well, why shouldn’t I have for my customers? 

“Then I ask where Tom is and what he’s do- 
ing. If he is out in the field plowing or plant- 
ing or at work around the barn, I go out and 
find him—talk over the topics of the day with 
him, especially the things that interest him 
most. I find out just what he’s doing and what 
he is planning to do for the next few weeks. 
Believe me, if you take a genuine interest in 
the things that interest him and his family, he 
will take a greater interest in you and in your 
business. 

“Do you try to sell him anything?” I asked. 

“Not a thing! I just visit in a good old 
fashioned way. But I find out what he has in 
mind in the way of improvements on his place 
and also the incidental expenditures he will 
have to make to carry on. Who knows? My 
visit may mean an order for paint, some new 
fence, a range for his home—in fact, a hundred 
and one things I have to sell. 

“T often help him with some practical advice. 
Moreover, I help myself by gaining his good- 


Catlin’s Merchandising 
Corner 


Article No. 1 on Turning 
Dull Times into Profits 


By Charles P. Catlin 





will. When he wants to buy, he’ll come to me. 
I’m not content with one visit, either. I visit 
all my customers and prospective customers 
just as often as business permits. You might 
call it ‘modern merchandising’ or you might 
call it ‘plain old fashioned friendship,’ but I 
call it ‘turning dull time into profit.’ ” 

“Plain, old fashioned friendship” has a dol- 
lars-and-cents value. No wonder this merchant 
has achieved such success! Take an interest 
in the things that interest your customers and 
they will take an interest in you. There is a 
heap of sound merchandising sense in that one 
statement. It is the one sure way to combat 
your unseen competitor, the mail-order house. 

The day has passed when you can sit in your 
store and hope that folk will bring you their 
patronage. Opportunity will not knock on your 
door unless you first go out and woo her. If 
you want to wait on customers. don’t wait for 
them to come to you. Go out and bring them 
in. 

In other words—be a good politician plus a 
good merchant. 

If you follow this merchant’s example, visit 
your customers and potential customers and 
establish friendly relations with them. Your 
call will prove often to be timely. 

Both the farmer and his wife may have in 
mind the purchasing of many household and 
farm necessities. In fact, they may have an 
order ready to mail to some company miles 
away from your town, their logical trading 
center. Your visit will make them decide you 
are a friend of theirs. When they come into 
town in a couple of days, they will return your 
call and leave an order with their friend, 
you, instead of sending it a long distance away 
from you and your bank account. 

You have to call on people in order to win 
their attention which means your prosperity. 
Daily calls on your farm families are being 
made—made through the mails—by companies 
who tell them every time how grateful they are 
for their patronage. These companies know 
how to express their appreciation for the busi- 
ness entrusted to them. 
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Defining the Guarantee 


‘HAT to guarantee—how to guarantee it—and the extent to which any guarantee 
\ should go are much mooted questions in the hardware trade. 

Undoubtedly, the Unconditional Guarantee should be abolished. Undoubt- 
edly, also, the individual merchant should make his position on the guarantee question 
perfectly plain to his customers; so plain that there can be no possibility of any mis- 
understanding. 

We are therefore acting on the suggestion of a large hardware jobbing house in the 
Middle West and publishing the following definition of a proper guarantee, as sub- 
mitted by one of the sales managers of the house referred to. 

Copies of this should be prominently displayed in the various departments of every 
retail hardware store. 
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What Is a Guarantee? 


When we guarantee tools and cutlery of any kind, we mean that 
they are properly tempered, and if fairly treated will perfectly 
serve the zntended purpose. 


Any steel that is hard enough to cut, is hard enough to break under 
unusual strain. 


This does not indicate a defect. 
If there is a flaw in the steel, the nature of the break will show it. 


If the steel is soft through being improperly tempered, the edge will 
turn. 


Defects of this kind occasionally occur, and our guarantee gives 
you full protection. , 


A guarantee does not warrant against abuse. Any properly tem- 
pered steel will break under certain conditions. 


Grinding an edged tool on a dry emery wheel or stone will draw 
the temper. 


Using a high-grade axe as a wedge will ruin it. 

Any knife blade that will cut, will break if used as a pry. 

Abuse and mistreatment of this kind is not covered by a guarantee. 
The abuser must be the loser. 


Our guarantee insures you that our tools and cutlery are properly 
made from the best material obtainable, and will give satisfaction 
for the purpose intended if treated with respect. 


It does not cover abuse or misuse. 
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Anglers’ Photo Contest 


Will Help TacKle Sales 


Q know local anglers and nearby fishing 
haunts is equally as important as a knowl- 
edge of angling and the necessary equip- 
ment. The merchant who is able to recognize 
the local Izaak Waltons, advise them where to 
go and what to use, is sure to make his store 
headquarters for fishermen to purchase their 
equipment. He should also show interest in 
the catches made by his patrons and invite 
them to photograph their best catches. Such 
photos could he enlarged, mounted on posters 
and used in fishing tackle window displays. 
Carl Fruehauf is a mighty fine merchant. 


His store in Lakewood, Ohio, is a good example 
of what a retail store should look like. Carl 
has a weakness for fishing. Holidays and Sun- 
days you will find him where the angling is 
best and he knows. He also knows who in 
Lakewood is fond of fishing. He tells them 
where to go and asks them what they caught, 
how many, how heavy, where and with what. 
It is no wonder his tackle business increased 
200 or 300 per cent in about three years. He 
tries every new kink in the way of equipment 
before offering it for sale. When you buy 
fishing gear from the Fruehauf Hardware Co. 

















N the spring a young man’s fancy lightly turns to thoughts of out-of-doors and all its promises of 

healthful diversion. This sporting goods window of Harry Levey & Co. of Detroit is one that 
harmonizes most agreeably with the vernal spirit—and one that stimulated sporting goods sales appre- 
ciably. You will find inspiration here for the arrangement of a sporting goods spring window. 
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you know in advance it is O. K. or Carl wouldn’t 
sell it. 

Carl invites anglers to bring in their fishing 
pictures. He finds these prints very convinc- 
ing sales stimulators for the particular equip- 
ment shown. 

The pictures we reproduced here through 
the courtesy of the Shakespeare Co., Kalama- 
zoo, Mich., tackle manufacturers, were sub- 
mitted in a recent fish photo contest conducted 
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AGE 


from the angler’s viewpoint, and not that of a 
photographer. For prizes, offer high grade 
reels, fishing lines and lures, which you carry 
in your regular stock. Make a time limit and 
provide in the rules a clause which makes each 
picture submitted your property. 

The newspaper publicity and community in- 
terest you will arouse will more than pay for 
the effort and expense. The pictures will be 
handy for use in the windows. You can have 
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by this company, and indicate the extent of 
admirable pride among anglers. 

This same pride and photo contest idea could 
be utilized in a local way by you through your 
fishing tackle department. For judges you 
could have the editor of your local paper, your 
own fishing tackle man, and some other promi- 
nent citizen of the community. 

Invite every local angler to submit a photo 
of his best catch. Pictures should be judged 


the good ones enlarged and mounted on posters. 
Place them in your window, where all inter- 
ested customers may see that you and your 
associates are interested in angling from a 
sporting standpoint, as well as from a mer- 
chandising angle. 

Such a contest will identify your store as the 
local headquarters for fishing tackle. It will 
suggest your personal interest and sympathetic 
understanding of the angler’s requirements. 














GUARANT(R)EED 


By William Ludlum 


The Guarantee’s not flesh an’ blood— 
Jist rubber—that we trusted; 

But when we stretched it out too fur, 
The dinged thing went an’—busted! 

An’ since it knows we’ve found it out 
An’ fer its hide are gunnin’, 

Fast speedin’ on the backward trail 
The g’ilty kritter’s runnin’. 





An’ it will never prowl again— 
When onct it’s chased ter kuvver; 

Its day fer eatin’ holes in stock 
Are mi’ty nearly over; 

An’ we who have so long put up 
The kash ter house an’ feed it, 

Will give a vote o’ thanks ter ’em 
That chased an’—guarantreed it! 


HE Guarantee’s a-runnin’, boys, 
Across the landscape streakin’; 
It seems ter know the game is up, 
An’ fer its hole is seekin’; 
The Hardware Hunters on its trail 
Are boun’ ter end the kritter, 
An’ we, on whom it’s fed so long, 
Are glad ter see it flitter. 
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¢ Toyland Is Having Its Spring Opening : 
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T. K. Jones & Bro. Co. of Dover, ties up its toy 
department with the festive Eastertide spirit, and 
through the use of special newspaper announce- 
ments and display build both profits and prestige. 








ASTERTIDE is one of the most festive 
periods of the year. Older children are 
home from boarding schools and colleges. 

The smaller children enjoy their week’s recess 
from grammar school. Folks generally regale 
themselves in the latest spring fashions. They 
buy large quantities of flowers and plants. The 
whole world seems to be rejuvenated at Easter. 

There is no reason for the hardware mer- 
chant to stay out of the Easter parade. He 
can have an appropriate window display with 
rabbits, colored paper eggs, stuffed chicks and 
the other symbolical items which suggest 
Easter. Such a display could easily be tied up 
with the dealer’s toy department, in fact, the 
tie-up should be very successful. 

T. K. Jones & Bro. Co., Dover, Del., feature 
an Easter window display, and Easter news- 
paper advertisement and even sell the toy rab- 
bits, colored paper eggs, easter carts, easter 
cards, and suggest toys as Easter remem- 
brances. This hardware store wouldn’t think of 


being left out of Dover’s Easter picture. You 
will find the Jones store up front in all local 
events. 

A merchant in the Middle West feels the 
same way about Easter. Last year he covered 
the window floor with fine cut green tissue 
paper and placed a large nest in the center. 
The nest was filled with brightly colored eggs 
and brightly colored miniature electric lamps. 
booed effect was very striking, particularly at 
night. 

Another dealer, located in Illinois, filled his 
window with bunnies, paper eggs, candy boxes, 
favors, etc. This window brought in a nice lot 
of business from people in that town. Many 
of them were heard to say “I never knew you 
could get all of these nice things in a hardware 
store.” 

A dealer in the same part of the country, 
who had a very successful china department 
featured bright colored egg cups and suggested 
that these be given to guests as souvenirs. 





This window of T. K. Jones & Bro. Co. successfully typified the Eastertide spirit and sold toys 
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What kiddie could resist the lure of this display used in connection with the opening of W. J. Pettee & Co.’s 


toyland? 


The egg cup idea is a fine one for the grown 
folks, but don’t forget that kiddies always pre- 
fer toys. There should be a good substantial 
Easter toy market, particulariy in strictly 
Easter type playthings, such as the bunnies, 


paper eggs, fancy candy boxes, stuffed chicks 
and such items. The heaviest buying period 
for this class of merchandise will probably be 
the Friday and Saturday before Easter, which 
falls this year on April 12. 

If you are about to introduce an all year toy 


Notice the method used by F. A. Walther of Bucyrus, Ohio, in displaying toys at different levels 





department, Easter gives you a good opening 
wedge. An inexpensive appropriate souvenir 
would help attract the children and their 
parents. 

When W. J. Pettee & Co., Oklahoma City, 





> ~ | ee }) 39 "a » . 





Okla., opened its Toyland last December the 
kiddies of the town received 10,000 toy balloons 
which bore the imprint “Pettee’s Toyland.” 
The balloon idea could be worked at this sea- 
son by having them decorated with colored eggs 
or bunnies in addition to the store imprint. 

















74 


HARDWARE AGE April 9, 1925 











Mark McGhee 


HERE is no set rule to go by. We can, 

however, be safely guided by what some 

of our very best advertisers do. They 
spend one-third of their entire appropriation 
on direct advertising and two-thirds for news- 
papers, magazines, billboards and other forms 
of outdoor advertising. 

On this basis, which is the result of research 
and a thorough analysis, the retail merchant 
should spend more than one-third of his appro- 
priation on direct advertising, because he does 
not advertise in magazines nor does he, as a 
rule, have a very good newspaper. Therefore, 
the percentage spent in direct advertising 
should be more than one-third of his appropria- 
tion. 


How Much Should Be Spent 


Well, how much should my advertising ap- 
propriation be? Another very difficult ques- 
tion, and one which cannot be correctly an- 
swered by any set rule, so we must be guided 
to some extent by what is being done by other 
retail stores. Three per cent of the gross sales, 
based on the previous year’s business, seems to 
be the standard. Some stores spend as high 
as 5 per cent, which is too high for an estab- 
lished store, and some spend as little as 1% 
per cent, which is too small for any store un- 
less, of course, we’re just in business for our 
health and are satisfied to take only what comes 
to us through the channel of necessary need. 

But we’re speaking now of the store that is 
progressive and alive—the store whose adver- 
tising is an investment rather than an expense. 
Three per cent of its gross sales should be spent 
in advertising which, if correctly done, is the 
best possible investment. 

That depends entirely upon your appropria- 
tion and local conditions, taking into consider- 
tion the amount you are to spend in direct ad- 


Make Uncle Sam 





Your Partner 


How Much Should I Spend on My 
Direct Advertising, and How Often 


Should I Send Out a Letter, a Cir- 
cular, a Store News or a Broadside? 


By Mark McGhee 


vertising, and this in turn is governed to a 
great degree by the quality of your newspaper, 
its circulation and its advertising rates. 

You therefore see how impossible it is to have 
any set rule to go by, one that would be applica- 
ble to all stores alike, and how very imperative 
it is for each store to have someone whose busi- 
ness it is to study these various conditions and 
to plan its advertising accordingly. 

But regardless of conditions, every store 
should send out direct advertising of some kind 
every 7 to 14 days, and certainly every month, 
otherwise it is a waste of money to do any di- 
rect advertising at all. If you issue a Store 
News, once each month is sufficient for that. 
But this must be supplemented by letters, fol- 
ders, business cards which call attention to cer- 
tain merchandise or special service. Even a 
postal card is good. I suggested to one firm 
some time ago to have pictures taken of the 
various sections of the store, then have postal 
cards on one side of which is shown one section 
or one department of the store, and on the 
other side have printed some special offering 
from that department. The merchant thought 
it was a fine idea and said he would try it. 

But that’s the trouble. We see too many 
plans and we hear about too many ideas, but 
fail to get any good out of them. We see they 
are good, know they are good, still we pass them 
up till a more convenient time, and that time 


never comes. 
Analyze Your Own Ads 


As Mr. Hubbart said in one of his articles 
which was published some time ago: ‘“Mer- 
chants study and analyze the advertising of 
fellow users more than they study their own 
advertising.” This is a fact, and you know it 
is a fact, Mr. Merchant, whether you admit it 
or not. 
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Inventorying an $85,000 Stock in One Day 


N annual inventory is required by the in- 
A come tax laws, but this law does not specify 
an arbitrary time for the annual taking of 
stock. It is the dealer’s privilege to use his 
own fiscal year or the calendar year. Many 





merchants take inventory twice a year. While 
many firms do take inventory on or about Dec. 
31, there are also a large number of hardware 


merchants who will be doing this necessary job 
(Continued on page 111) 
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Personnel of Barker, Rose & Clinton Co., which inventoried the $85,000 stock in one day 
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NE well-known authority recently stated 
—TIt is estimated that 60 per cent of the 
factors that determine success in any 

business lie outside of that business and are 
beyond its control.” 

If that is so, it leaves but 40 per cent of the 
material success of any business under the 
control of the individuals connected with it. 

Whether the estimated proportions are right 
or wrong, the fact remains that conditions 
over which you and I have no control have a 
very strong bearing upon success or failure. 

It is apparently just as hopeless to buck a 
business tide as the tide of the sea. 

To go against conventional things or prac- 
tices may occasionally bring success, but the 
odds are overwhelming, 

As I said to you last year, “It is my belief 
that today we do not need any radical changes 


“Buying and Selling 
on the Market” 


By William B. Munroe, 


President and General Manager, 
Supplee-Biddle Hardware Co., Phila., Pa. 





William B. Munroe 


in our methods of distributing hardware; but 
we do need more cooperation and coordination.” 

I may or may not be right in my opinions, 
and time alone will prove that fact. No matter 
how right we are in the problems of life it 
sometimes pays to be a little flexible. 

“T can’t make my hair grow by trimming 
yours, and you will all have to admit that I 
need hair very badly. 

“You cannot make the short man tall by cut- 
ting off the legs of the tall man. 

“The way to help the short man is by un- 
folding and developing him until he can reach 
higher for himself.” 

If the average man would spend as much 
time trying to find out what’s the matter with 
“ME” as he spends trying to find out what’s 
the matter with “HIM,” there would be fewer 
failures and more successes in the world. 
































in the subject of buying and selling The live salesman should be a student 
as the merchant who buys from him, as of Merchandising — should understand 

The salesman who travels on the an article is not sold until it gets into the principles and practical application 
road should be just as much interested the hands of the final consumer. (Continued on page 114) 


“Salesmen Should Be Merchandisers” 








More Game in U.S. Today Than 
Fifty Years Ago 


(See map on opposite page) 


HERE is more game in the United States today than there was fifty years ago. There are 

more hunters, too. More than 800,000 men and women took out hunting licenses in 1924 

: than in 1923. That shows that real red blooded men and women like to go into the 
open. The thought might arise that with the constantly increasing numbers of hunters that the 
supply of game would diminish, but the reverse is the case. Game is increasing with each year. 
This is because of the interest of the sportsman in securing better game laws and by having 
State Game Commissions that are in sympathy with the sportsman in protecting and propagat- 
ing game. In only three states last year was there a decrease in game. In all the others game 
increased. Pennsylvania was shot out twenty-five years ago. Now it has twice as many hunters 
as any other state, and considerably more game. And the more hunters Pennsylvania has the 
more game there is to shoot at. Every state is trying to follow in the footsteps of Pennsylvania. 
The great increase in hunters in late years is due mainly to the automobile and good roads. 
People can get to places now that they could not get to in years gone by, and naturally the excur- 
sions into the fields are made now by people who could not spare the time in the past. 
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By Hamp Williams 





Y friend, Dan Scoates, secretary 
M Texas Hardware and Implement 

Association, is wanting some sug- 
gestions relative to advertising a change 
from credit to a cash system. My firm has 
no notion of adopting the cash system in 
any line, except when we add groceries, 
and when we do the grocery department 
will be operated on a strictly cash basis. 
We haven’t added that department yet, but 
are glad to enter into this discussion in 
order to get all the information possible 
beforehand. 

I learned a long time ago that you must 
give out something if you expect to receive 
anything worth while in return. The skep- 
tic said 50 per cent of the people were 
trying to get something for nothing, and 
that the other 50 per cent were trying to 
give nothing for something; so it may be 
that I am trying to give nothing for some- 
thing when giving my ideas in exchange for 
others. Anyway here is the position we 
will take in our grocery line. Will say to 
our trade in defense of the cash system that 
we have added groceries, the only line we 
sell for cash. A customer may say that he 
is good for his debts, and can’t understand 
why we will not extend him a line of credit. 
You being good for your debts will not 
help us in discounting our bills; neither 
would it help us to compete with chain 
stores and cash and carry stores who sell 
for cash only. We deliver our groceries 
and that’s more than they will do; but we 
do not charge them to anybody. 








ecm tea 
Hamp Williams 

We have five banks in our city, and they 
are all anxious to loan money. If you 
haven’t the cash borrow it and pay for your 
groceries as you go. It will pay you in the 
long run; no difference from whom you 
buy. 

It has been estimated that when the con- 
sumers pay cash for their groceries they 
buy 10 per cent less than they would buy 
on a credit, and save 5 per cent more on the 
price. 

If there was ever a time in our history 
that the retail hardware merchants were 
justified in demanding cash for their wares 
it is now, when every kind of merchant in 
every line are selling hardware as a side 
line. Dry goods, grocery and drug stores, 
garages, tin shops, blacksmith shops, chain 
stores, catalog houses, department stores, 
paint stores, planing mills, lumber yards, 
peddlers, pawn shops, junk shops—every- 
where you go you find hardware on display, 
and it is the profit-bearing items they sell. 
The hardware stores handle all the heavy 
stuff and staple lines which bear little or no 
profit. 

We also have other kinds of competition 
that we cannot meet, and that is there are 
many periodicals, merchants in every line, 
big implement and grocery dealers who are 
giving away hardware as premiums to in- 
duce people to read their journals or buy 
their commodities. They give away shot- 
guns, silverware, pocket knives, aluminum 
ware, razors, carving sets, bicycles and 








(Continued on page 110) 
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INFIELD, Long Island, is not an 

independent township, but is a very 

lively and growing community within 
the limits of Greater New York. ‘The 
Roosevelt Hardware & Paint Co. is a scant 
10 miles from Times Square and the nearby 
department store shopping center of the 
Metropolis, and its proprietor, Kdward W. 
Cohan, in cooperation with other merchants 
has been very successful in retaining local 
trade for Winfield. 

Mr. Cohan entered the hardware business 
last September and has been very much in- 
terested in the “Glorified Peddler” series 
which have been running in Harpwarr 
AcE. He has gone so far as to clip from 
various issues such portions of the articles 
as deal with the consumer’s angle and has 
pasted these extracts on his window where 
all may read. A local sign painter made a 
flourishing border and painted in large 
letters “Beware,” “Warning” and “Notice” 
as a means of attracting public interest. 

It wasn’t long before a nearby baker, and 
a painter as well as the druggist and other 
retailers saw the advantages of cooperative 
effort in combating the unwelcome competi- 





How Winfield Merchants Cooperated 
to Retain Local Trade 


tion of the peddler. Lead by Cohan these 
business men have talked over the proposi- 
tion with customers, and in many cases they 
learned of various unsatisfactory purchases 
made by customers who bought unsuspect- 
ingly from unknown peddlers. 

A Mrs. Jones asked Cohan if a coat of 
shellac would revive and preserve a cracking 
linoleum, which though only four weeks in 
use was wearing out very quickly. She said 
she had bought it from a peddler’s wagon, 
paying $32 in cash. After hearing the 
entire story, the merchant realized shellac 
on a cheap linoleum meant only an added 
expense without much return and he so in- 
formed his customer. Mr. Cohan doesn’t 
handle floor covering because of limited 
space but he phoned a nearby dealer and 
learned that the same size and general pat- 
tern in a- standard brand would cost only 
$21.50 if purchased locally. 

The next time he saw Mrs. Jones he told 
her of the local price and sold her on the 
idea of “‘trading at home” for the best bar- 
gains and for known quality. In less than 
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(Continued on page 109) 
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.La bor Savers. 
Washing Machines, 
Vacuum Cleaners, 
Dish Washers. 
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The specimen layout to the 

right should demonstrate to 

even the most skeptical the ease 

with which an attractive show 
card can be made 
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The beginner should not expect 

to master show card writing in 

two or three attempts. The 

necessary skill is not diffiult of 

acquirement, but can come only 
by practice 




















The One Stroke Egyptian Alphabet 


By Joseph Bertram Jowitt 


N these days of high rents and high cost of 
| living the uppermost thought in the mind 
of the average hardware salesman is how 
can I make myself more valuable? How can I 
earn a little extra money? 

Right here is your opportunity, Mr. Sales- 
man, to get into the only field that is not over- 
crowded. Learn show card writing by the 
single stroke method. 

Every hardware store to derive the full bene- 
fit from their window displays must use show 
cards. 

It is not necessary to learn all the technical 
rules of lettering in order to write plain simple 
show cards. The necessary equipment consists 
of two or three single stroke Red Sable brushes 
Nos. 6, 8 and 12, one bottle of prepared water 
color black show card ink, or you can make 
your own black ink according to the following 
formula. Procure a 1-qt. mason jar, fill this 
half full of dry powdered lamp black, add to 
this a half pint of gum dextrin dissolved in 
water (one-quarter pound of dry dextrin for 
half pint of liquid). To keep this from be- 
coming sour add one teaspoonful of oil of win- 
tergreen or carbolic acid. Pour out a little at 
a time while lettering and if it appears gritty 
grind it down with a piece of cork the size used 
for gallon jugs. The older this mixture is the 
smoother and better it becomes. 

The six key strokes shown herewith on the 
bottom of plate are the basic strokes used in 
forming the letters A to Z. The first is an 
oblique stroke which is used right and left car- 





ee 


rying out the same angle of about 45 deg. in 
making the six letters, A, V, W, X, Y and Z. 

The second stroke is an upright or perpen- 
dicular stroke, which is the first stroke used in 
forming the letters, B, D, E, F, H, I, J, K, L, 
M, N, P, R, T, U. The third stroke is a short 
horizontal stroke and completes the letters B, 
D, E, F, H, L—P, R, T, by connecting with 
stroke two at right angles. Stroke four is used 
the least of all, it being the center stroke in the 
letter “S.” Stroke five is a crescent or semi- 
circle stroke and is more difficult to master 
than the other strokes. It is used in forming 
the letters O, Q, C and G. Stroke six is an 
arched or bow stroke used in rounding off the 
letters B, P, R, D, J, S and U. 

This chart showing these simple key strokes 
should satisfy even the most skeptical how sim- 
ple it is to learn this alphabet, for instance, the 
letter “A” is a “V” reversed. The letter “W” 
is made up of two V’s connecting, P and R are 
almost the same O and Q, C and G, E and F 
and so on. 

A beginner makes a mistake if he expects to 
master show card writing in two or three at- 
tempts; we must all pass through some ele- 
mentary stage in learning anything as impor- 
tant and worth while as show card writing. The 
beginner’s progress is very much the same as 
physical exercise, progress is slow but sure and 
does not begin to show the results the student 
expects until after persistent practice. The 








(Continued on page 108) 
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The One-Stroke Egyptian Alphabet 


ABCDEFGHI 
JKLMNOPQ 
RSTUVWXYZ 


abcdefghijkimnopqrstuvwxy 


abbacct 
ssw 
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Jazz Selling 


By Saunders Norvell 


HAVE been attempting to write a series of ar- 

ticles on distribution. I lay out my plan in ad- 

vance and make a splendid start. My plan was 
to start with the retailer and then work back 
through the traveling salesman to the jobber and 
finally to the manufacturer. 

While I am working with this definite plan in view, 
I receive a lot of correspondence and have calls from 
readers who insist on talking about The Federal Trade 
Commission. My alleged mind being pumped full of 
The Federal Trade Commission and I myself having 
had some personal experience with these gentlemen 
myself, I get side-tracked from the grand idea of 
“distribution.” 

Just before saying good-bye, at least temporarily, 
to The Federal Trade Commission, I must make my 
apologies to them for a good deal that I have said. 

Since writing what I did, I have read with keen 
interest in the March 26, 1925, issue of The Oil, Paint 
& Drug Reporter a list of the kind of cases handled 
by The Federal Trade Commission in the year 1924. 
Well, brothers, you should read that list. I wish I 
could give it in this article. It is interesting but it 
will take up all of my space. When one has read this 
list of the things attempted in competition, which of 
course means in “distribution” and which means I 
am sticking to my subject, one would conclude that 
American business is crowded with the greatest bunch 
of ingenious crooks in the world. If Sir Arthur Conan 
Doyle wished a set of dirty crimes on which to turn 
Sherlock Holmes loose, he should just read this report 
of The Federal Trade Commission. 

Laying joking aside, I think it is dangerous to pub- 
lish such a report because it will give embryo crooks 
ideas of what new crimes in distribution they can 
perpetrate. Did you know, for instance, that if some 
competitor of yours decided to cripple you by hiring 
away your best salesmen and your best house people, 
all you would have to do would be to report the case 
to The Federal Trade Commission and they would 
promptly issue a complaint against your competitor? 
At least, they would under the old rules. Now they 
have brought out a new set of rules and under the 
new rules you would have to show that your competitor 
stealing away your salesmen was doing something 
against the public interest. That was not necessary 
under the old rules! 

Just let me give you a few of the cases taken up by 
The Federal Trade Commission: 

“Bribery of buyer or other employees of custom- 
ers and prospective customers to secure new cus- 
tomers or induce continuation of patronage.” 

I wish I had known about this. There is one concern 
about whom I would like to have made a complaint. 
We formerly had one of these buyers who was always 
delighted to go out to lunch with salesmen. He always 
accepted cigars. When Christmas time came he re- 
ceived more presents than anybody. This buyer told 


about all these presents because he thought it indicated 
his popularity. When we checked up his inventory 
after he had parted with our company, we found in 
stock 10 gross of assorted metal match boxes. This 
was one of his last purchases. When we had a meet- 
ing of our salesmen and we submitted samples of 
these match boxes and asked them to push the goods, 
our salesmen, even in our dignified presence, indulged 
in hilarious laughter. One of our veteran salesmen 
finally controlled his hilarity long enough to remark 
—‘Don’t you know that the metal match box today 
is as extinct in trade as the dodo? All the cigar 
stores are giving away paper matches. Matches do 
not cost anything. No one ever carries a match safe.” 
Alas, alas, it was too true. One of these high powered 
shock salesmen with a liberal expense account—one 
of these “Come out and have lunch” men, had unloaded 
these match safes on us. Now, why didn’t I know at 
that time? I could have taken the matter up with 
The Federal Trade Commission and had a complaint 
issued against this concern who unloaded these match 
boxes on us! 

There were other things in that inventory just as 
flagrant and the interesting fact was that almost all 
of this queer buying had been done by the same buyer 
who received so many presents. 

Here are a few of the other cases taken up by The 
Federal Trade Commission: 


“Making unduly large contributions of money to 
associations of customers.” 

“Procuring the business or trade secrets of com- 
petitors by espionage, by bribing their employees, 
or by similar means.” 

“Inducing employees of competitors to violate 
their contracts or enticing away employees of com- 
petitors in such numbers or under such circum- 
stances ‘as to hamper or embarrass them in busi- 


ness.”’ 


These meditations lead me to tell a little story. I 
was sitting at a banquet one night next to a well 
known publisher. It was a business dinner. The 
subject as usual was salesmanship. One of the orators 
of the occasion was telling us how his concern laid out 
a sales campaign. He told us of the remarkable re- 
sults they achieved. The increases they made in their 
sales were extraordinary. This manufacturer dis- 
tributed his goods through jobbers and he also had 
salesmen who helped the jobbers sell the goods to 
retailers. He had charts indicating how every jobber 
worked on a budget system. This budget indicated 
exactly how many gross of this article must be pur- 
chased by the jobber. This budget was worked out 
scientifically, based on the population in the jobber’s 
territory. The next step was to teach the jobber how 
to work out his budget for each salesman. Each sales- 
man’s budget was also worked out by the population 
in his territory. It was a grand scheme. The national 
advertising started and was full pages. The electric 
advertisements on Broadway flashed and winked. 
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Every jobber was loaded up to the limit of his budget. 
Every salesman of each jobber was inspired by prizes, 
by extra commissions and by the fear of criticism to 
unload his budget. 

I listened attentively to this selling plan. The job- 
bers had the exclusive sale for a certain fixed terri- 
tory. Each jobber’s salesman, of course, had the ex- 
clusive sale of the goods for his territory. However, 
no retailer had any exclusive sale. The goods were 
nationally advertised, should be bought by everybody 
and should be carried by every retail store. It had* 
been scientifically worked out that just a certain per- 
centage of the population in each town and county 
would buy these goods. 

When the sales expert finished his address, he sat 
down amid tremendous applause. His speech was a 
big hit. All over the banquet room I saw manufac- 
turers making notes. 

I turned to the publisher next to me and remarked: 
“How I would like to write an article on the subject 
of the evils of forced selling! To my mind a certain 
amount of anything in this world is natural and appro- 
priate, but when we get too much or too little of these 
things, there is trouble. Now I call this kind of sell- 
ing ‘jazz selling.’ It always reminds me of jazz music 
because you know jazz music is simply over-stimula- 
tion of certain glands. Probably if the scientists 
analyzed jazz music, they would find it affected certain 
glands and secretions of the body more than other 
secretions.” 

In all the discussions at this banquet, no one had a 
word to say about the poor retailer if he happened to 
be overstocked. The sale of the goods was not guaran- 
teed. If this forced draft selling, if this high powered 
salesmanship led to the retailer’s buying more than he 
should, the retailer himself was the sufferer. If he 
complained of his overstock, the salesman would natur- 
ally express his most profound regret and say it was 
strange that he had so much difficulty in moving the 
goods when Jim Smith in the next town had not only 
sold his first supply but had ordered several times 
since. The poor retailer who complained of an over- 
stock would be lectured on his lack of ability in sales- 
manship. Woe to the jobber who could not move the 
amount of goods budgeted to him! He would be called 
on the carpet for his lack of ability in salesmanship. 
Woe to the salesman who neglected to sell his share! 

Now of course we will admit that such a selling 
plan, backed up with national advertising, is just full 
of power. The goods must sell. Men, rendered almost 
desperate by the pressure brought to bear upon them, 
must do some selling. 

“However, after all,” I said to the publisher sitting 
next to me, “is this real salesmanship? It has always 
struck me,” I said, “that the basis of all permanently 
successful selling should be, first of all, the satisfaction 
of the consumer; next, the welfare of the retail 
dealer, and then the welfare of the jobber. In other 
words, the fundamental basis of all good business is 
that no trade is a good trade unless all interested in 
the trade are benefited. I am sure,” I said, “‘after one 
of these high powered selling campaigns, if the retail 
stocks of the country were checked up, it would be 
found that many a retailer has overbought. He had 
been oversold. His money was tied up in a surplus 
stock. He had possibly been persuaded to buy three 
gross when his natural purchase should have been 


three dozen. In these deals almost invariabiy there is 
a quantity price put out as a bait to lead the retailer 
to purchase up to his limit or even beyond his limit. 

“Well,” I remarked to this publisher, “some day I 
am going to write an article on the real true function 
of salesmanship, and I am going to say what I think 
about all this jazz selling that is going on all over the 
country today. 

“Stop and think,” I said, “of all the different things 
that have been put on the market in the last 10 years 
starting out with this high powered selling. Where 
are some of these lines of goods now? Where are the 
advertisements that backed up these campaigns? Just 
the other day I picked up one of our well known maga- 
zines of a certain month in the year 1900. I studied 
the advertisements. Only a few of the things adver- 
tised in this magazine of 25 years ago are even heard 
of today. They have all passed away. Just think of 
the fortunes that go into some of these tremendous 
efforts to dominate the market. The real reason back 
of some of these campaigns is to freeze other goods 
out of the market. Of course it must be admitted that 
some of these campaigns are successful, just as one 
prospector out of 10,000 occasionally strikes it rich in 
a mine.” 

I was surprised to find that the publisher sitting 
next to me was sympathetic. He agreed with me that 
some of this high powered selling was being overdone. 
A few days afterward I received a letter from him 
saying that he had brought up my views at one of the 
editorial meetings of his magazine and that he had 
been instructed to ask me to write them an article on 
some of the abuses of modern high powered selling. 
I replied that some of these days, when I was in the 
mood, I would write this article, but in the meantime 
I would think about it. 

It does seem to me that these remarks in this article 
are in line with my series of articles on distribution. 
Jazz selling is certainly one of the factors In modern 
distribution. It is a factor that should be carefully 
studied by manufacturers, jobbers and especially re- 
tail merchants. 

I have discussed this question with several jobbers 
and I have been surprised to find some of them speak 
a good word for this high powered, jazz, budget 
method of selling. One jobber, for instance, remarked: 
“In a certain line our sales had been running about a 
certain quantity year after year. We had settled 
down to the idea that this quantity was just about 
right. We allowed a salesman for one of these high 
powered selling manufacturers to put us and our 
salesmen on a budget. He directed our sales. We 
were surprised to discover that in the year when we 
worked on a budget we increased our business about 
10 times. They certainly did put life and pep into us 
and our salesmen.” 

“Yes,” I said, “this all may be true, but what has 
been the cost to your customers in overstock and what 
has been the cost to you in other lines that have been 
neglected while you were concentrating your efforts 
on this particular selling campaign?” Of course, he 
did not know this. “But,” he answered, “the fact 
stands out, and there is no question in our minds about 
it, that this selling campaign did stimulate, not only 
our entire selling force, but it put more life and vim 
into our department managers in the house.” 

So it seems that every shield has its two sides. 
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Big Business Leaders Help to Expand 
Our Foreign Trade 


Commerce Department Announces Last of Seventy Advisory 
Committees—Fourth Case Against Colgate 


WASHINGTON, April 6, 1925 
ECRETARY HERBERT 
HOOVER, the aggressive head of 
the Department of Commerce, an- 

nounces the completion of the depart- 
ment’s series of industrial advisory 
committees by the appointment of a 
Lumber Export Committee composed 
of fifty practical lumber shippers who 
have agreed to help the department in 





its work of selling American lumber | 


abroad. The department’s complete 


list of industrial advisory committees | 


now comprises around seventy includ- 


ing all the leading trades engaged in 


pushing their export business. 
Prominent among these committees 

are, one specializing in iron and steel 

products, seven in automotive equip- 


ment, two in industrial machinery, two | spiracy 


in electrical appliances, one in agricul- 
tural implements and five in various 
specialties including metal = small 
wares. 
mittees is made up of several hundred 
recognized leaders in business, manu- 
facturing, shipping and banking who 
have spent years and countless dollars 
accumulating invaluable’ experience 
and commercial information which they 
will donate to the Department of Com- 


merce in an effort to put the United | 


States of America over the top in the 
struggle for trade. 


Expert Aid of Great Value 


These men know just the type and 
kind of information needed, especially 
the most effective methods of distrib- 
uting such data with maximum trade- 
promotive results and their guidance 
eliminates all waste motion effort. 
Working through the commodity ex- 
perts in the Commerce Department 
their advice and guidance are imparted 
to the thousand odd Government trade 
representatives in all parts of the 
world whose incoming trade reports 
therefore provide American industry 
with the precise facts required to 
jingle the national cash register with 
the coins of satisfied foreign customers. 

Discussing the significance of the 
completion of the department’s list of 
industrial advisory committees, Julius 
Klein, director of the Bureau of For- 
eign and Domestic Commerce, un- 
hesitatingly declares that a very large 


/ man act. 
The membership of these com- especially to the great mass of manu- 


By W. L. Crounse 


had very little voice in the matter of 
the activities of the Government in 
seeking to extend our foreign trade. 
Today they are in the closest offensive 
and defensive alliance with the Depart- 
ment of Commerce and are selling their 
products in all parts of the world, 
frequently in the face of cut-throat 
competition and exasperating obstacles 
of every description. 


Fourth Attack on Colgate 
Selling Plan 


OR the fourth time since the 
Sherman Antitrust law was en- 


| Hse: the Government has begun 


a suit against Colgate & Company, 


charging them with engaging in a con- 
to fix, maintain and enforce 
resale prices in violation of the Sher- 
To the man in the street and 


facturers who have been fruitlessly 


seeking a legal method of protecting 
their good will and of safeguarding 


their 


distributors against predatory 
price cutting it may seem as though 
these constant attacks on Colgate savor 
rather of persecution than prosecution. 

This view of the case finds support 
in the announcement that the latest 
suit against Colgate is brought under 


the same act and is based upon the 


same evidence as was employed in the 


recent case in the United States Dis- 


trict Court at Newark in which Judge 
Runyon directed a verdict for the com- 
pany, declaring that the evidence fur- 
nished no proof of a conspiracy but 
indicated merely that the defendant 
had availed himself of the right to 
do business along the lines indicated 


_by the United States Supreme Court 
'in the original case in which the Col- 


gate selling plan was upheld. The 
average business man will feel dis- 


posed to inquire as to how far the 
Federal Government can go in pro- | 
secuting individuals or corporations by | 
_inducing or compelling wholesalers and 


share of the Commerce Department’s | 
success in selling American goods in | 


foreign markets is due to the fine at- 
titude of leading exporters in differ- 
ent commodities in joining the depart- 
ment’s committees. Under the Hoover 


plan industry is helping the Commerce 
Department to help industry. 
Under the old system the industries 





shifting the case with the same 
evidence from a court in which it has 
been defeated to one in which it hopes 
to win a victory. It is a basic prin- 
ciple of our criminal jurisprudence 
that an individual shall not be twice 
placed in jeopardy for the same offense 
but obviously this principle does not 
apply to the acts of corporations. 


Text of Government’s Charges 


In view of the large number of 
manufacturers and merchants who, 
because of the approval of the Colgate 
plan by the courts have attempted to 
adopt it for the preservation of their 
good will and the protection of their 























distributors, the exact language of the 
Government’s complaint in this latest 
attack on Colgate will be examined 
with interest. The complaint seeks to 
restrain Colgate & Company, its officers 
and all persons acting in its behalf, 
directly or indirectly, from— 

“(a) Preparing and circulating, or 
publishing lists of indicated resale 
prices for the said products of Colgate 
& Co. among wholesalers, retailers or 
others for the purpose or with the 
effect of hindering, preventing, or 
eliminating price competition among 
such wholesalers or price competition 
among such retailers. 

“(b) Refusing to sell the said prod- 
ucts of Colgate & Co., to wholesalers 
and retailers who refuse or do not 
adopt and maintain any indicated re- 
sale prices for the purpose or with the 
effect of eliminating price competition 
among such wholesalers and among 
such retailers. 

“(c) Maintaining any system of 
espionage by the employees of Colgate 
& Co. or others over the business acts 
and practices of wholesalers and re- 
tailers for the purpose of inducing and 
compelling such wholesalers and re- 
tailers to adopt and maintain any in- 
dicated resale prices in their resale 
of the said products of Colgate & Co., 
or for the purpose or with the effect 
of hindering, preventing, or eliminat- 
ing price competition among’ such 
wholesalers and among such retailers. 


Must Not Keep Records of Distributors 


“(d) Keeping records and data as 
to the business acts and practices of 
wholesalers and retailers as part of 
any policy to compel or induce such 
wholesalers and retailers to adopt and 
maintain any indicated resale price for 
the said products of Colgate & Co., 
or for the purpose or with the effect 


of hindering, preventing, or eliminat- 


ing price 





competition among’ such 
wholesalers and among such retailers. 
“(e) In any manner, or by any means 


retailers to agree to adopt and main- 


tain indicated resale prices in their 
resales of said products of Colgate & 
C 


oO. 

“({) Aiding, abetting, or assisting, 
individually or collectively, others to do 
all or any of the acts and practices 
hereinabove alleged to be illegal and 
sought to be enjoined.” 

It requires but a glance at this com- 
plaint to note the fact that if Colgate 
& Co. are guilty of violating the Sher- 
man law then so is every manufacturer 
in the United States who makes any 
attempt to protect his resale prices. 
Under the subdivision (a) the com- 
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plaint alleges it to be illegal even to 
prepare and circulate a list of “indi- 
cated resale prices.” 

The right to issue such a price list 
has repeatedly been sustained by the 
courts. If it is illegal then it is equally 
contrary to the law for a manufac- 
turer to print the resale price of an 
article on the label or carton in which 
it is sold. 

Altogether the Government has made 


a sad mess of the price maintenance 
controversy which emphasizes tremen- 
dously the necessity for legislation to 
clarify what has become an intolerable 
situation. 
“B. & S.”’ Tool Trademark 
Upheld 

HE Sandow Tool Company, a New 

York manufacturer of electrical 

lighting fixtures and various ma- 
chinists’ small tools, has agreed with 
the Federal Trade Commission as to 
the facts in case before the Commission 
involving its operations, and consents 
to the issuance of a proper order. The 
Commission accordingly has issued a 
cease and desist order requiring the 
respondent to discontinue certain prac- 
tices found to be unfair methods of 
competition. 


A Sturdy Tent for Kiddies 


A well-built, simply constructed and 
easily handled tent for boys and girls, 
called the Kiddie Kamp, is being placed 
on the market by the Playtime Mfg. 
Co., Columbus, Ohio. 

A tent may be the “open sesame”’ 
to the childish imagination and “let’s 
pretend” games follow in rapid sequence 
as soon as the tent is up. 
dolly’s happy home, a fortress, log 
cabin or any one of the marvels in 
the happy land of make believe. 








The framework of Kiddie Kamp is | 


said to be of stout light wood, in- 























long clothes lines. 


It may be> 
_dryer requires only 15 ft. of space in | 


HARDWARE AGE 


According to the Commission’s find- 
ings, it has been the practice of the 
respondent to have stamped on steel 
rulers which it manufactures and of- 
fers for sale the letters “B & S” ina 
manner and style identical with the 
trade name or symbol used by the 
Brown & Sharpe Manufacturing Com- 
pany, who has for many years used 
these letters as a trade mark to iden- 
tify tools and steel rulers manufac- 
tured by it and sold throughout the 
United States. It was found that re- 
spondent used such legend without the 
consent of the Brown & Sharpe Manu- 
facturing Company. 

The effect of such practice, the find- 
ings continue, is to make prospective 
purchasers believe that they are pur- 
chasing rulers manufactured by Brown 
& Sharpe Manufacturing Company, 
when such is not the case. The order 
reads as follows: 

That the respondent, Sandow Tool 
Company, its officers, agents, represen- 
tatives, servants and employees, cease 
and desist from—(1) impriting or 
stamping the trade-mark or brand 
“B & S” upon the products manufac- 
tured and sold by it; and (2) using, 
employing or applying said trade-mark 
or brand in any manner in connection 
with the sale of its said products. 





The Clay Dryer is designed to 
lighten the wash-day duties of the 
housewife. In the old days backaches 


'and strains were often the result of 


carrying heavy baskets up and down 
The new device, in 
a sense, brings the clothes line to the 
worker. 
135 foot of clothes line is at her dis- 
posal without necessitating a step or 
lift. 








By simply turning: the reel | 


Shaving Brush Holder Has 


This sort of open air clothes-horse | 


_which to turn and is said to be strong, 


durable and to weigh less than an 
ordinary basket of clothes. It raises 
and folds like an umbrella. 


geniously hinged for folding into a | 
compact bundle and is equally suited | 


to play room or garden. It can be set 
up or folded in a few seconds, requires 
no stakes and can be moved from place 
to place with one hand. 

The side walls are of eight-ounce 
duck, the roof of ten. It is four feet 
square and 56 in. high, with a doorway 
24 in. wide. 





Sunshine Dryer for Wash 
Day 


An up-to-date equipment for hang- 
ing laundry in the open air is being 
marketed by the Iowa Gate Co., Cedar 
Falls, Iowa. 
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center posts are said to be heavily gal- 


vanized to prevent rusting; the arms of | 
straight grain Norway pine, bound with | 
metal bands to prevent splitting, are 


supported by strong angle iron and 
finished with special weather resisting 
bright enamel paint. The line is made 
of long-fiber, solidly braided sea-island 
cotton. Sold with positive guarantee. 
The Masback Hardware Co., 80-84 
Warren St., New York City, has been 
appointed exclusive distributor for this 
product in the Metropolitan area. 





St. Louis Winchester Conven- 


tion to Be Held June 3-4 


The annual convention of Winches- 
ter dealers for the St. Louis district 
will be held in St. Louis, Mo., June 3 


'and 4 


| 


| 


The steel | 
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Big Gain in Favorable Trade 
Balance 


NCLE SAM’S export trade dur- 
| ing the month of February rose 
substantially, both in imports 
and exports, as compared with the 
same month of 1924. A tidy February 
trade balance will also serve to relieve 
the minds of business men who have 
been worrying over the excess of im- 
ports over exports which has recently 
marked this trade although but tempo- 


rarily. 
A brief analysis of the imports for 
February is decidedly encouraging. 


The biggest item is crude materials, 
which constituted 38.6 per cent of the 
total imports. Crude foodstuffs and 
semi-manufactures intended for fur- 
ther manufacturing added 30.1 per cent 
to the category of materials, while 
completely manufactured articles com- 
posed but 30.70 per cent of the total 
imports. 

The export figures are equally satis- 
factory. Finished manufactures, in- 
cluding foodstuffs, comprised 45 per 
cent of the total shipments while semi- 
manufactured goods increased this to- 
tal to 58.1 per cent. Crude materials 
and crude foodstuffs constituted but 
41.7 per cent of the total. 

The favorable trade balance for Feb- 
ruary, 1925, was $37,019,000. For the 
corresponding month a year ago it was 
only $25,880,000. 


- -- 


Unique Features 


A. K. Trout & Co., New York City, 
is putting a new shaving brush holder, 
called the Kling-Klip on the market. 
It is constructed with a vacuum cup 
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base, which is said to be capable of 
maintaining a 5 lb. weight and to 
cling to any smooth surface, includ- 
ing glass, whether it be mirror or shelf, 
as well as bathroom tile wall, Pull- 
man car or on shipboard. The clip, 
which catches around the handle of 
the brush, leaves the bristles free for 
draining, air, quick drying and keeps 
the brush sanitary. 
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CURRENT NEWS 





Will T. Hedges Resigns as 
Manager of Pyrex Sales 


After nine years of successful ser- 
vice, Will Hedges announces his 
resignation as manager of the Pyrex 
Sales Division of the Corning Glass 
Works, Corning, N. Y. 

Mr. Hedges joined the Corning Glass 





Will T. Hedges 


Works organization early in 1916, when 
Pyrex was just one year old. From 
that time on he was prominent in its 
market development, and the formulat- 
ing of advertising and sales plans 
which resulted in the creation of a 
world wide market for the product. 
His duties included the handling of 





foreign, as well as domestic sales, and 
the personal selling of Pyrex in 
Europe. 

“Bill” Hedges has had but four jobs 
in his eventful sales life. He started 
selling pocket cutlery on the road. 
From that position he went with 
Landers, Frary & Clark, first as New 
England manager and later as man- 
ager of the firm’s New York office and 
their metropolitan business. 

On leaving Landers, Frary & Clark, 
he became first vice-president and di- 
rector of sales of the American Stamp- 
ing & Enameling Co., with his re- 
sidence in Wheeling, W. Va. 

Mr. Hedges has personally sold 
goods in every State in the Union. His 
acquaintanceship is broad in_ scope, 
while his knowledge of marketing con- 
ditions, and the outlets for mer- 
chandise are grounded on wide and 
intimate experience. 


Always a salesman, he is also promi- 
nent in community and _ association 
work, and a familiar figure at the con- 
ventions of manufacturers and jobbers. 
He was one of the organizers, and the 
first president of the New England 
Hardware Associates, an organization 
of hardware sales representatives, as- 
sociated with the New England Retail 
Hardware Association. 

Mr. Hedges still maintains his resi- 
dence in Corning, and has made no 
announcement as to his future plans. 





Hardware Golf Tournament Arranged 
for Joint Southern Convention 


The entertainment committee for the 


| 


joint convention of the American | 


Hardware Manufacturers’ Association 

and the Southern Jobbers’ Association, 

have arranged a golf tournament for 
the delegates. The convention opens 

April 21, and so does the golf contest. 

The events in the golf tournament are 

as follows: 

Tuesday, April 21—Qualifying Day. 
All events, 18 holes handicap. Low- 
est eight net scores to qualify for 

first flight. Lowest second eight net 
scores to qualify for second flight. 

Wednesday afternoon, April 22.—First 
flight first round match play. Sec- 
ond flight first round match play. 
First consolation—Medal play, open 
to all players who did not qualify in 
first or second flights. Prize to 
lowest net score. 

Thursday afternoon, April 23.—First 
flight second round, match play. 


Second flight second round, match 
play. 





Second consolation—Medal play, 
open to all players not in first and 
second flights. Prize to lowest net 
score. 


Friday, April 24—Finals first flight. 
Finals, second flight. Trophy to 
winner each flight. 

Manufacturers’ and Jobbers’ four- 

somes—Open to all players except 

finalists in first and second flights. 

Prizes to team making best ball 

score. 

Entries with club handicap should 
be sent to A. T. Powell, 917 South- 
western Life Bldg., Dallas, Tex., to 
reach him by Monday April 20. 

Late arrivals may enter by report- 
ing to Mr. Powell at club up to 2 p. m., 
Tuesday, April 21. 

There will be no entry fee or greens 
charge for those attending the conven- 
tion who wish to participate in this 
tournament, April 21 to 24. The course 
will be open for practice on Monday, 
April 20. 





Indianapolis. 





J. W. Price Dead 


Retired Vice President of Belknap 
Hdwe. & Mfg. Co., Louisville, 
Ky.—70 Years Old 


John W. Price, former vice-president 
Belknap Hdw. & Mfg. Co., Louisville, 
Ky., died March 30, from an attack of 
acute indigestion. Mr. Price was 70 
years old, and had been with Belknap 
43 years, joining that company’s sales 
staff in 1882. He had been successive- 
ly traveling salesman, sales manager, 
assistant secretary, secretary, and in 
1910 he became a vice-president and 
director. On June 1, 1924, he retired 
from the vice-presidency, but retained 
his office as a director. 

Mr. Price was very active in church 
work, was a member of the Louisville 
Country Club, Pendennis Club and a 
charter member of the Kentucky Club. 

He is survived by his widow, two 
sons and a daughter. 








Tupler Hardware to Have 
New Model Store 


Tupler Hardware Co., 941 W. 63rd 
St., Chicago, IIl., will soon occupy its 
new building, which will enable the 
company to operate one of the most 
attractive stores in the southern part 
of Chicago. A complete set of Warren 
fixtures have been installed, and it is 
the intention of the company to in- 
crease the stock about 100 per cent and 
to add four or five new lines, such as 
sporting goods, ammunition, etc. 

Manufacturers and jobbers are in- 
vited to send this company catalogs 
on hardware, tools, cutlery, sporting 
goods, housefurnishings, janitors’ sup- 
plies, etc. 


E. S. Norvell to Marry 
Elizabeth H. Greer 


On April 25, 1925, Edward Simmons 
Norvell, son of Mr. and Mrs. Saunders 
Norvell, will marry Miss Elizabeth 
Horn Greer of Indianapolis. Yeung 
Mr. Norvell for a number of years has 
been connected with E. C. Atkins & Co., 
the saw manufacturers of Indianapolis. 
He was first connected with their New 
York office and was later transferred 
to their headquarters in Indianapolis. 
He devotes his particular attention to 
sales of metal-cutting saws. The young 
couple will make their future home in 








Frank J. Semple Resigns 
from Henry Disston 


Frank J. Semple has resigned as 
sales manager of the hardware davi- 
sion of Henry Disston & Sons, Inc., 
Philadelphia, Pa. Future plans of Mr. 
Semple have not been announced. 
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Three New Directors Elected 
by American Hdw. Corp. 


At the annual meeting of the Ameri- 
can Hardware Corp., New Britain, 
Conn., held recently, George P. Spear, 
John B. Minor and A. N. Abbe were 
elected to the directorate. C. S. Par- 
sons, formerly a _ vice-president, was 
chosen first vice-president; other off- 
cers were reelected. 

Officers of the American Hardware 
Corporation are: George T. Kimball, 
president; Charles §S. Parsons, first 
vice-president; Benjamin A. Hawley, 
Carlisle H. Baldwin, Albert N. Abbe 
and George P. Steer, vice-presidents; 
Isaac D. Russell, treasurer; William H. 
Booth, assistant treasurer; George 
Hildebrandt, secretary, and Joseph C. 
Andrews, assistant secretary. 

The directors of the corporation are: 
George P. Spear, John B. Minor, A. N. 
Abbe, Carlisle H. Baldwin, Morgan P. 
Brainard, Philip Corbin, John P. Elton, 
Benjamin A. Hawley, George T. Kim- 
ball, Charles B. Parsons, Andrew J. 
Sloper, Charles F. Smith, Harris 
Whittemore, Rollin S. Woodruff, Meigs 
H. Whaples. 


Officers and Directors Re- 


elected by Landers, Frary 
& Clark | 


At the annual meeting of Landers, 
Frary & Clark, New Britain, Conn., 
officers and directors were reelected. 
They are: C. F. Smith, chairman, board 
of directors; A. G. Kimball, president; 
Frederick A. Searle, vice-president; 
Frank J. Wachter, vice-president; Jo- 
seph F. Lamb, vice-president; Will H. 
Rattenbury, vice-president; Pardon C. 
Rickey, treasurer; Oliver N. Judd, as- 
sistant treasurer; Albert G. Anderson, 
assistant treasurer; Edward F. Hall, 
secretary; W. E. Baker, assistant sec- 
retary; H. A. Traver, assistant secre- 
tary; D. C. Smith, assistant secretary; 
Henry T. Burr, auditor and office mana- 


ger. 

The directors are: Charles F. 
Smith, George M. Landers, Francis R. 
Cooley, Andrew J. Sloper, Harris Whit- 
temore, Frederick G. Platt, Frederick 
A. Searle, Arthur G. Kimball, Edward 
N. Stanley, Joseph F. Lamb, Charles 
T. Treadway, John P. Elton, Pardon C. 
Rickey, Lucius B. Barbour. 





McGhee Elected President 
Pittsburgh Paint Club 


Walter McGhee was elected presi- 
dent of the Pittsburgh Paint, Oil & 
Varnish Club, at the regular monthly 
meeting held March 12 in the Union 
Club, Pittsburgh. Other officers 
elected were George F. Smith, vice- 
president; L. C. Stuckrath, secretary, 
and E. E. Zimmerman, treasurer. 





Mark J. Lacey, New Manager of 
Pyrex Sales 


The Corning Glass Works, Corning, 
N. Y., has announced the appointment 
of Mark J. Lacey to the position of 
manager of the Pyrex Sales Division, 
to succeed Will T. Hedges, who has 
resigned. 

Mr. Lacey’s connection with the Py- 
rex Sales Division began nine years 
ago, and since that time he has been 
a large factor in the successful build- 
ing up of the sales in this division. 
For the past two years he has held 
the position of: assistant manager, and 
his present promotion comes as a mer- 


‘ited reward for past efforts. 


His training, however, extends fur- 
ther back than the nine years referred 
to. It includes in his earlier years of 
selling a course of training under that 
master sales manager, Dennis Merri- 
man of the American Steel & Wire Co. 


“Jack” Lacey, as he is popularly 
known, enjoys an unusually broad ac- 
quaintanceship in the hardware trade, 
and thousands of friends throughout 
the country will be gratified to learn 
of his promotion. They know him as 
a man of pleasing personality, an ex- 
ceptionally able salesman, a conscien- 
tious worker and a keen student of 
merchandising, who is adequately fitted 





by experience and training for his new 
duties. 

For several years Mr. Lacey has been 
a prominent figure at hardware conven- 
tions and exhibitions, and he recently 
served a term as a member of the ex- 
ecutive committtee of the American 





Mark J. Lacey 


Hardware Manufacturers’ Association. 

Both the Corning Glass Works and 
“Jack” Lacey are to be congratulated 
on his well earned advancement. 





Geo. W. Eckhardt Joins Henry Disston 


Manager of Sales, Hardware Div. 


George W. Eckhardt has resigned his 
position as general sales manager of 
the Miller Lock Co., Philadelphia, to 
again become associated with Henry 
Disston & Sons, Inc., in the capacity of 
manager of sales, hardware division. 

Mr. Eckhardt has spent many years 





in the Disston organization, where he 
is recognized as a saw expert. About 
two years ago he joined the Miller 
Lock Co., but his old love for the saw 
business remained with him, finally cul- 
minating in his return to the Disston 
organization. 7 





General Conditions Discussed 
by Hardware Boosters 


General discussion on business con- 
ditions was the feature of the March 
meeting of the New York Hardware 
Boosters, held at the Hardware Club, 
Saturday, March 28. At the request of 
Chief Booster Clarence J. Roberts, Past 
Chief Booster Seymour Sears told of 
his experiences at several retail trade 
conventions. Mr. Sears also spoke on 
business conditions and expressed the 
opinion that 1925 would be a profitable 
year for those who worked hard. He 
gave several interesting anecdotes from 
his own experiences on the road. 

Past Chief Golden announced that 
the Boosters bowling team had been 
successful in defeating the Manhattan 
and Bronx dealers in a return match 





held recently. He urged greater par- 
ticipation of members in the regular 
bowling elimination contests. 

Secretary Oscar Benson had a let- 
ter from Past Chief Booster Bert Con- 
ners, who has been among the missing 
since a baby daughter came to the Con- 
ners home. 





Wolfe Now Chicago Manager 
for American Chain Co. 


On April 1, William C. Wolfe was 
appointed Chicago district sales man- 
ager for the welded and weldless divi- 
sion of the American Chain Co., 
Bridgeport, Conn. Mr. Wolfe will 
make his headquarters at Room 690, 
208 So. La Salle St., Chicago. He suc- 
ceeds George C. Isbester, resigned. 
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F. P. May Salesmen’s Make F actory 
Inspection Tour 


Twelve general hardware salesmen | 


of F. P. May Hardware Co., Washing- 
ton, D. C., have just completed a week’s 
trip through New England under the 
guidance of Vice-President Leo C. 
May. The trip was a tour of inspec- 
tion through some of the factories 
represented by this company, and it 
is generally felt that the contact be- 
tween the manufacturers and the job- 
bers’ salesmen will result in a _ better 


understanding between these two im- | 
_batteries, radio batteries, etc. At 


portant factors of distribution. 


The party left Washington Sunday, | 
the Yale Electric Corp. at the Waldorf- 


March 22, and returned to that city 
one week later which was Sunday, 
March 29. 


Following the theater party two offi- | 


cials of the Yale Electric Corp. of 


Brooklyn took the party in hand and | 
escorted it throughout the city, much | 


to the enjoyment of the salesmen, who, 
to quote one of the party, “do not 
frequently have a chance to visit the 
big city and enjoy its night life.” 
Saturday morning was spent at the 
plant of the Yale Electric Corp. in- 
specting the manufacturing processes 
necessary to produce flashlight cases, 


luncheon the visitors were guests of 


Astoria Hotel, which was followed by 


/an informal discussion on the sale of 


The first stop was at Meriden, Conn., | 


where the group was met by officials 
of the Peck, Stow & Wilcox Co., South- 
ington, Conn. The party went to the 
latter city in automobiles, spent the 


Yale products. 

About three o’clock Saturday after- 
noon Vice-president May chartered a 
large glass-covered bus in which the 


_group made a complete sightseeing 


i 





Front row, left to right—W. B. Sebastian, S. Blunt, B. J. Ball, A. F. 

Anderson, C. A. Van Horn, Leo C. May, J. D. Moreland, J. V. Burke. 

Rear row, left to right—G. R. Bowie, T. N. Taylor, R. M. Parsons, 
H. W. Blackman, H. M. Miles, P. C. Platt 


day going through the Pexto factory 
and enjoyed a lunch at the Southing- 
ton Inn. That evening the party was 
driven to the Hotel Burritt, New Brit- 
ain, Conn., and were welcomed by ex- 
ecutives from the various local hard- 
ware manufacturing plants. <A _ ban- 
quet was given them that evening at 
the Shuttle Meadow Club. 

Tuesday and Wednesday were spent 
inspecting the plants of the Stanley 
Rule & Level Co., Stanley Works, 
Landers, Frary & Clark and the Cor- 
bin Screw Corp. In all cases the party 
was escorted by an official and were 
entertained on both days at the New 
Britain Club for lunch and at the 
Country Club for supper. 

On Thursday morning officials of 
Yale & Towne Mfg. Co. met-the F. P. 
May group at Stamford and escorted 
them through the Yale & Towne plants. 
Luncheon was served at the Suburban 
Club, with ten Yale executives present. 
That evening the party boarded the 
10 o’clock train for New York City 
and went directly to the Pennsylvania 
Hotel. 

Early Friday morning the group 
went to Kearney, N. J., and visited the 
plants of the Congoleum-Nairn Co., 
where various processes necessary in 
the manufacture of floor coverings 
were explained and demonstrated in 
full. Lunch was served at the factory, 
and that evening the Congoleum- 
Nairn Co. entertained at dinner in 
New York City and at the theater. 














tour of New York City. That evening 
the Yale Electric Corp. were again 
hosts to a theater party. 

Saturday at midnight twelve sales- 
men and one vice-president, tired but 
happy, boarded the train for Washing- 
ton. 

Commenting on the trip, Mr. May 
said in part: 

“Our trip was beneficial not only to 
our salesmen and to our house, but is 
certainly to develop that way for the 
manufacturers as well, because our 
salesmen have now an acquaintance 
with these lines which will aid them 
materially in selling the merchandise. 
Our salesmen were extremely enthusi- 
astic over the opportunity given them 
to see in construction the merchandise 
they sell. They absorbed a tremendous 
amount of knowledge and have formed 
an intimate acquaintance with our 
products which they could not other- 
wise have obtained in years. 

“In the tours of inspection through 
the different factories our party was 
broken up into groups of three, so that 
every man was given the opportunity 
to absorb the information passed on 
by the conductor. This plan enabled 
our men to give very much better 
attention to their work. 

“After the travel through each plant 
was completed we met and held an open 
forum to discuss what we had seen, 
and in this way our men acquired an 
exceedingly generous hardware educa- 
tion.” 
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|E. R. Galvin Joins Cleveland 


Tractor Co. 





| 

_ Was Sales Manager of du Pont 
| Sporting Powder Div. 
| 


E. R. Galvin, formerly sales mana- 
ger, sporting powder division, E. I. du 
_Pont de Nemours & Co., has joined 
the organization of the Cleveland Trac- 
tor Co. in the capacity of assistant 
general sales manager. 

For fifteen years “Buck” Galvin, as 
he is known to his friends, served the 
du Pont interests in various executive 
positions. During that time he demon- 
strated his merchandising ability by 
organizing and carrying out numerous 
sound and effective sales policies. He 
also became a familiar figure at the 
conventions of manufacturers and job- 
bers. 

Mr. Galvin will take to his new po- 
sition a wealth of ability and magnetic 
| personality, which will undoubtedly win 
for him sales and friendships in the 
tractor field! 











Pyrex Anniversary Window 
Trim Contest 


To celebrate the tenth anniversary 
of Pyrex glass oven. ware, the Pyrex 
Sales Division of the Corning Glass 
Works, Corning, N. Y., will conduct a 
window trim contest in which all deal- 
ers handling housewares are eligible to 
compete. ‘Cash awards totaling $1,500 
will be given the winners. The con- 
'testant may submit as many photo- 
graphs as he wishes. Competing pho- 
tographs must be received by the com- 
pany not later than midnight June 10, 
and should be marked legibly on the 
back with the name and address of the 
sender. 

Contestants are not restricted to an 
entire window display of Pyrex. Other 
merchandise may be displayed as well. 
It is not necessary to make a purchase 
in order to compete. Display material 
will be furnished without charge upon 
request. The judges will render their 
decision on the basis of originality, 
merchandising and display value of the 
Pyrex displays shown. In case of a 
tie, the award tied for will be given to 
each tying contestant. 

The judges are Llew S. Soule, editor, 
HARDWARE AGE; Rivers Peterson, edi- 
tor, Hardware Retailer, and Roy F. 
Soule, editor, Hardware Dealers’ Maga- 
zine. 

Awards will be distributed in five 
groups. In each group the first award 
is $100; the second award, $50; third 
award, $25; fourth award, $15; fifth 
award, $10, and there are twenty other 
awards of $5 each. 

Group 1 is for dealers in towns up 
to 5000 population. Group 2 is for 
dealers in towns between 5000 and 
10,000 population. Group 3 is for deal- 
ers in towns between 10,000 and 25,000 
population. Group 4 is for dealers in 
towns between 25,000 and 50,000 popu- 
lation. Group 5 is for dealers in towns 
with more than 50,000 population. 

Photographs should be mailed to the 
Pyrex Sales Division, Corning Glass 
Works, Corning, N. Y. 
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N discussing this subject we must remember the 
different conditions surrounding the various mem- 
bers. A suggestion that could profitably be used 

by a dealer in a small community could not be used 
to advantage by a dealer in a metropolitan district. 

In the smaller cities and towns a dealer must work 
for his community in order to help himself. He must 
remember that he will get out of the community in 
profit what he puts in it in enthusiasm and help. If 
his town has a Chamber of Commerce he should help 
them work out some plan by which they can attract 
people to their town, or, if for any reason this cannot 
be accomplished, then he should join with the livest 
dry goods merchant in the town, with the best grocery 
merchant and possibly one or two others, and get up 
an Exposition Week, or work out some other attrac- 
tion that would advertise their community and bring 
people into their town during some one week in the 
year. Make the affair such a great success that these 
customers will continue to come to your town to buy 
all during the year. 

If your fellow merchants are not clear-headed 
enough to see the advantage in this, then possibly 
you can work out some plan like Robert Murray has 
in Honesdale, when he draws people from all over that 
section of the country during the Murray Week in his 
town. Ask him how he does it and then try to do it 
better than he does. 

In the smaller communities, as well as the larger, 
it would be well to follow the Department Store idea 
and have demonstrations with some of the merchan- 
dise you carry in stock. This can be worked out 
profitably on cooking stoves, washing machines, per- 
colators and hundreds of other items. Send out cir- 
cular letters to your trade asking them to come in 
and see these demonstrations, and when they come in 
you will not only have the opportunity of selling them 
the items you are demonstrating, but you can also, 
if you work it right, increase your volume on all 
lines. 

Suggestions of various kinds are made from time 
to time in the trade papers. Study them out, see how 
you can use them and then do it. It will mean hard 
work, and you will risk some expense, but why hesi- 
tate to hang up a ten dollar bill if you have a good 
chance to pull down a twenty dollar bill as a reward. 

In order to get the full benefit out of anything of 
this kind, you must make your store attractive and 


Attracting Trade to 
Your Market 


By Frank J. Semple. 


must have the stock in shape so that it will be easy 
for people to buy goods from you. 

This brings up the question: What are the troubles, 
the faults, if you will, in the average hardware store? 
I will mention five of them: 


First—INJUDICIOUS BUYING. This may be 
goods that are unsuited to your community, but it 
is generally overbuying in order to get an extra 
per cent in price, and as a result practically every 
hardware house is carrying more goods, in many 
lines, than they need—and this in spite of all that 
has been said in conventions and elsewhere about 
care being used in buying conservatively, and in 
watching the turnover. Have what your customers 
a wken they want them, but buy sparingly and 
often. 

Second—INSUFFICIENT MARGIN OF PROFIT. 
I venture the assertion that quite a number of mem- 
bers of this association don’t actually know what it 
costs them to do business, and unless they do they 
can’t hope to intelligently put the selling price on 
their goods. Unless you add to the invoice cost, the 
freight and the overhead expense, you don’t know 
what more you must add in order to give you what 
you are entitled to in the way of net price. 

Third—WASTE, OR LOAFING ON THE JOB. 
This means watching your stock and promptly dis- 
posing of any overstock. It means watching your 
accounts receivable and collecting promptly, remem- 
bering that any account on your books that is more 
than ninety days old shows you no net profit. Don’t 
be afraid to ask for what is due you. These delin- 
quents won’t come into your store for fear you will 
ask for your money. They won’t buy from you as 
long as they owe you, so you have everything to 
gain and nothing to lose by forcing them, if neces- 
sary, to pay up. It means checking your expenses 
and cutting out every unnecessary one. Do you 
know what it costs you to carry charge accounts? 
Do you know what it really costs you to deliver 
goods to your customers? 

Have you noticed the success of the so-called 
“Cash and Carry Grocery Stores,” who sell their 
goods at less than their competitors, but who make 
more money than any of their competitors? Do you 
realize that the difference is because they have no 
charge account and make no deliveries? 

Fourth—ANTIQUATED ACCOUNTING SYS- 
TEM. Surely you want to know where you stand, 
and if the accounting system you are using does not 
tell you definitely and quickly what you want and 
ought to know, you should change it. Your associa- 
tion offers you all kinds of help along this line, so 
there is no reason why you should not have the sim- 
plest and best accounting system that is in existence. 

Fifth and Most Important—SALESMANSHIP. If 
I were asked the greatest weakness in retail mer- 
chandising, I would say: “The lack of intelligent 
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effort to get goods off the shelves and into the hands 
of consumers.” We hear much about the curse of 
house-to-house canvassers by so-called factories. 
How do they do it? Why are they successful in the 
effort? The answer is simple. Before these can- 
vassers are sent out they are trained in an inten- 
sive way. They are taught just what to say under 
any and all conditions, and they are also carefully 
trained what not to say. They go out as strangers 
and always, in a degree, under suspicion with the 
people they call on, and thereby they are handi- 
capped. But by their superior salesmanship they 
overcome the handicap and succeed, and in doing it 
they add to the grief of the local merchants. 


Can your salesmen go out among people they know 
and make a profitable showing selling any line of 
goods you have in stock? I doubt it. Could they 
do it if they were properly schooled? Most unques- 
tionably, Yes. If this is true, why not train them? 
Have the salesmen you buy from tell your men how 
to sell their goods. They will gladly do it, and your 
men will sell more goods and make more money for 
you as a result. 

A traveling salesman calls on you, possibly with 
a new line of goods; he tells you how they are made 
and why. He convinces you you can sell them at a 
profit, and he gets your order. In due time the goods 
arrive, are checked up, marked, and put on the shelves. 
After a while you find the goods are not moving, and 
you think unkind thoughts about the man who sold 
them to you. You blame him because the goods are 
not selling and yet the fault is with you because you 
were told all about the goods when you bought them, 
but you did not pass this information on to your 
salesmen. You did not put them in a position to in- 
telligently sell the goods. Think it over. 

Right here let me suggest that you always refer to 
your help as “Salesmen,” rather than “Clerks.” Re- 
member that real salesmanship is a profession, and 
you increase their value when you increase their self- 
respect. Encourage them in every way to do their 
work better from day to day. Impress upon them 
that they should treat customers with the same cor- 
diality and hospitality that they would treat a wel- 
come guest in their own home. Your salesforce is 
your point of contact with your customers, and they 
increase or lessen your business in proportion to their 


efficiency, their interest and their ability. 

Every other kind of merchant seems to be trying 
to grab something away from the hardware man 
these days. 

Do you realize how much business is getting away 
from you now? What about safety razors? I am 
told that six years ago the most widely advertised 
safety razor had about 43 per cent of the total razor 
business in the country, and that now they have about 
90 per cent of it. Who sells them? Statistics show 
that the retail drug stores sell 80 per cent of them, 
and with them they also sell shaving soap, shaving 
brushes, strops, etc. These formerly were strictly 
hardware items. 

The department stores are fast making inroads on 
your business on enamel ware, refrigerators, boys’ 
wagons, sleds and other household hardware. The 5 
and 10-cent department stores are coming fast. The 
Woolworth stores sold about $216,000,000 worth of 
merchandise last year. They sold $36,000,000 worth 
in December, and they sold over $3,000,000 worth 
during the afternoon of Christmas Eve. They sold, 
in 1924, $30,000,000 in hardware items. Think it 
over, and remember all of this volume was passed out 
in 5 and 10-cent items. 

Their success has brought others into the market, 
and we now have a number of similar stores that are 
selling merchandise up to $1. All of them have hard- 
ware departments. Have you studied them? It will 
pay you to go in and look them over, and in doing it 
I suggest you realize that they are competitors you 
must reckon with in the future. I don’t want to be 
an alarmist, but I believe that within five years you 
will see many other big, strong, aggressive chain 
stores selling merchandise at $1 to $5, and when they 
come you will have some real troubles unless you get 
ready for them now. If I were a retail hardware 
dealer I would have a succession of tables stretched 
from one end of my store to the other, and on them 
I would display, in an attractive way, articles of real 
value at 5 cents, 10 cents, 25 cents, 50 cents and $1. 
If you will do this, and will put the same thought and 
ability in them that the managers of these chain 
stores do you will win. But you will get out of them 
in profit what you put in in brains and enthusiasm. 








Three Ways to Attract Buying Interest 


every year to all customers and likely prospects within the city limits, and cultivating 


A every year in the high school moving picture advertising reels, giving away calendars 


the good will of the school children so as to get them to speak about it at home occa- 
sionally, are the methods used by the Hamp-Thomas Co., Reno, Nev., to increase its sale of 
housefurnishings, of which it now carries a stock valued at $2,000 which it turns over three 


times a year. 


The entire center of the store is devoted to housefurnishing goods, and the display is kept 
in good order at all times. Window displays are used frequently also. But the management of 
the firm believes emphatically in having open displays inside the store so that people can see 


and also feel the goods before buying. 


The local high schools around Reno feature moving pictures every week as entertainment. 


To support this the local merchants advertise. 


One of the largest users of this advertising 


space is the Hamp-Thomas Co. It also donates, occasionally, articles and money to the high 
schools and to the different high school teams, which it believes is one of the best ways to spend 


money for good will advertising, etc. 


The result of all this is that the firm’s sales are continually increasing, which alone is 


evidence that its policy is sound. 
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Gainaday Electric Washer 
Embodies New Principle 


The Gainaday Electric Company of 
Pittsburgh has just announced “The 
New Gainaday Washer.” 

They claim that it is not just an im- 
proved model—but a new idea, a new 
principle, attractively finished in alumi- 
num with nickel-plated operating levers, 
drain board, lids, etc. $100,000, it is 
said, was spent in developing an 
entirely new and unique tub, all one 
piece, pressed from 33 oz. copper, 
nickel-tinned inside. As it rotates from 





left to right with an easy and regular 
motion the three baffles create a violent 
water action, and it is said clothes will 
be washed in 3 to 5 minutes without 
wearing or tangling as there is no 
moving part inside the tub. 

The mechanism which is suspended 
from a pressed steel chassis is simple 
in construction; the main part consists 
of only 5 parts—worm, worm-wheel 
and 3 small spur gears. Timken roller 
bearings are mounted on each end of 
worm shaft—another development in 
washing machine construction. 

The wringer is die cast aluminum, 
swinging type, left or right handed, 
equipped with balloon type rolls and 
quick-acting safety release. 

The chassis is mounted on 3 pressed 
steel legs, spot-welded with easy rolling 
casters that facilitate moving about. 
The outer cabinet can be removed by 
loosening 4 screws. 





New Scientific Buff Wheel 


For over two years The Bias Buff 
and Wheel Co., Jersey City, has been 
working to produce a buff that would 
show .eal development along scientific 
lines, with the result that the Center- 
less Bias Buff, shown in the illustra- 
tion, is being offered the trade. 

The basic principle of the Bias Buff, 
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on which the company has_ broad 
patents, is that the cloth is cut on the 
bias. In other words, at all points on 
the circumference of the Buff the 
threads point at approximately 45 de- 
grees to the tangent at any point. 

It is claimed this construction means 
that no threads can fly off; that all 
threads whip the work, each thread on 
end and holding firmly embedded its 





proportion of Tripoli, and that also the 
Buff has greatly increased life and re- 
quires less physical effort from the 
operator. 

In developing the new Centerless 
Bias Buff, it was necessary also to de- 
sign simple, strong and practical flanges 
to hold it. These flanges are arranged 
so as to hold a flexible number of sec- 
tions. In other words, if a ton section 
wheel is needed, the flange can be ar- 
ranged to hold anywhere from eight 
to twelve sections. If a five section 
wheel is wanted, the flange will ac- 
commodate from four to eight sections, 
etc. 

One of the most important points 
to be stressed is that of the cleanliness 
of the polishing room in which Bias 
Buffs are used. It is well known that 
lint and threads from textiles are in- 
jurious to the health of the worker’s 
lungs, and all steps to safeguard the 
operator are of importance. 

As a part of its service to customers, 
and those interested in buffing, The 
Bias Buff and Wheel Company main- 
tains at its factory at Jersey City an 
experimental department where differ- 
ent counts of cloth are tested under 
actual buffing conditions. 


—— -— -——_ -—— 


Saw Vise Has Outstanding 


Features 


A Saw Vise No. 745 has been added 
to the line of the Goodell-Pratt Co., 
Greenfield, Mass., with a view to pleas- 
ing carpenters wishing a really fine 
tool. 

It is claimed the jaw construction of 
this new Saw Vise eliminates the chat- 
ter, squeal and vibration. The jaws are 
of steel concaved, giving an even double 
contact on both sides of the saw for 
their entire length of 10 inches, and are 
self-aligning, which insures the clamp- 
ing pressure from the knurled thumb 
screw being equally distributed over 
their entire length. 

The ball and socket joint gives un- 
usual flexibility in filing position. 

Light weight with ample strength 
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is said to be secured by using aluminum 
in this Vise wherever possible. 

By removing a single screw both 
jaws can be taken out and the Vise 
packed away in a comparatively small 
space. 

The tool clamps to any bench % to 
21%, inches thick. Height above bench, 





cad 





9% inches. Weight, 5 pounds. Packed 
one in a pasteboard box, 17% x 4% x 
4% inches. Finished in red and black 
enamel and natural aluminum. 





Non-Renewable  Cart- 


ridge Fuse 


A new line of fully approved non- 
renewable cartridge fuses, known as 
the Trico “Kantark” non-renewable fuse, 
has recently been announced by the 
Trico Fuse Mfg. Co., Milwaukee, Wis., 
which is claimed to have been the first 
to pass the Underwriters’ Laboratory 
test requirements and to be a pioneer 
in the powder-packed time limit re- 
newable fuse construction, with air 
cushion feature. 

The Trico “Kantark” is built in all 
standard sizes from 0 to 600 amperes 
and fully approved in both the 250 and 
600 voltages. Heavy caps and tight 
fitting black tubes meet requirements 
and give neat appearance. 

The Trico Fuse Mfg. Co. places its 
engineering department at the disposal 
of all by inviting individual problems. 

Carton quantities of different amper- 
ages in same range and voltage may be 
combined to make up standard pack- 
ages. 

Literature describing new line is 
available upon request to the company. 


New 





Carrier Padlock 
Prevents Theft 


Fraim-Slaymaker Hardware Com- 
pany, Inc., Lancaster, Pa., has started 
deliveries on their new universal spare 
tire bracket padlock, No. 999, as illus- 
trated. 

This new lock is made in the shape of 
a disc wheel of black rust-proofed iron 


Tire 
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which they considered a most appro- 
priate design for a tire carrier padlock. 

A rib at one end of the special 
shaped shackle has a corresponding 
slot in the case of the lock which, it 
is claimed, makes it impossible to in- 
sert the wrong way around. This type 
padlock is said to be fool-proof as well 
as thief-proof and to be effective on 





forty-five popular priced American 
cars with the standard tire bracket 
equipment. 

Another patented feature pertains 
to the special locking mechanism which 
is said to be very carefully designed 
and unique in locks of this type. The 





shackle is of steel rod brass plated; 
has a % in. opening above; 15/16 be- 
low; 1% in. long and adjustable to % 
in. Packed in individual boxes, one 
dozen in a container or on display card 
No. 999A. With rust-proof shackle 
No. 999 R.P. Weight 4% Ibs. per dozen. 


—— -————- — 


Compactness Feature of 
Scaffolding Attachment 


The Lansing Company of Lansing, 
Mich., manufacturer of contractors’ 
supplies, has been appointed distributor 
for a new product of interest to the 
hardware field. This consists of metal 
attachment, by which the common type 
of carpenter’s wood scaffold brackets 
may be converted into folding brackets. 

The parts consist of a steel angle, a 
loose-hinged device, a length of light 
strong chain and a chain lock. 

The folding feature of the completed 
bracket is of importance to the builder 
because the entire bracket equipment 
can be moved from one job to another 
in a Ford touring-car and can be stored 
in a space not much larger than needed 
for a tool chest. 

It is claimed that tests made b~ the 
engineering department of one of our 
universities showed that 16 men might 
be supported between two of these 
brackets, proving a large margin of 
safety under ordinary use. 
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It is said common wood brackets in 
fair condition may be converted to 
folding brackets in a few minutes by 
following simple directions inclosed in 
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the package. Packed one dozen to the 
box weighing 30 pounds and taking up 
a space of but 12 x 5 x 5 inches on the 
store shelf. 
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New Step Ladder Firm Erect- 
ing Plant at Sterling, II. 


The Sterling Stool and Step Ladder 
Co., a new organization, is erecting a 
factory at Sterling, Ill., and will en- 
gage in the manufacture of step-stools 
and step-ladders. The men back of the 
new company are John M. Powers, 
president and general manager; 
Thomas McCue, vice-president and 
treasurer, and A. T. Scovill, secretary, 
and it is their plan to confine their 
operations for the present to the man- 
ufacture of four sizes of step-ladders 
and three sizes and eighteen styles of 
stools. 





National Juvenile Vehicle Co., Cleve- 
land, Ohio, has issued a new toy cata- 
log, which features the company’s 
coaster wagon and scooter. 


A New Yale Window Display 


Yale & Towne of Stamford, Conn., 
are demonstrating that a padlock win- 
dow may be made full of life and at- 
traction by the use of elaborately 
colored lithographed cards—showing 
fourteen different uses for padlocks. 
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“Fourteen places to make secure” is 
the selling idea. 

This material has been prepared 
with the various elements so designed 
that they may be used as a complete 
display, or, in part, for small windows 
and restricted space. 

The major display piece is a large 
cut-out card, 2 ft. x 3 ft. in size, beauti- 
fully rendered in 12 colors. This piece 
shows an enlarged reproduction of a 
Yale padlock, with a sinister burglar’s 
face behind the shackle. “Lock him 
out with a Yale padlock” expresses the 
thought conveyed by the picture. 

Supporting this central display piece 
there is a smaller major display card 
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illustrating many places which should 
be given padlock protection. Each 
particular place carries a number for 
identification. ; 
Fourteen numbered price cards, die- 
cut to padlock shape, give the dealer an 
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opportunity for displaying the actual 
padlock recommended for a special use 
and posting the price to the consumer. 
1 Large padlock display cut-out, in 
12 colors. 
1 Large card illustrating 14 places 
for padlocks. 

‘6 Auxiliary Padlock display cards. 

14 Individual Price cards. 

An instructive leaflet gives the 
dealer many suggestions for the use of 
the material. The leaflet contains 
halftone reproductions from _ photo- 
graphs of actual windows in which 
complete and partial displays have 
been set up. 
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(,ood Farm Conditions 
Should Help Sales 


in Hardware Lines 


basis, it will be noted that this spring farmers are 


() basis, it win the hardware market on a national 


operating their farms under favorable conditions, 


with the prospects of good crops at fair prices. 


There- 


fore, it is likely that the general hardware business in 
smaller towns and rural communities will develop and be 
maintained on a satisfactory basis. 

General spring hardware is very active in all sections. 


Staple lines are moving in satisfactory volume. 


Prices 


are firm, and the few changes being announced are largely 


adjustments. 
Collections are fair. 





Business Tends Upward 
in Pittsburgh Area 


The drift of demand in Pittsburgh 
is toward greater activity and with 
the sun daily getting higher and 
stronger, the belief is growing that 
good business is ahead. March was 
right up with the same month last 
year in point of actual business with 
a number of jobbers, but the first three 
months of this year do not show quite 
as good as the same period last year. 
Makers of hinges and butts have an- 
nounced advances ranging from 2% to 
10 per cent and builders’. hardware 
manufacturers have advanced prices of 
shelf goods about 10 per cent. An ad- 
vance of 10 to 20 per cent also has 
been made in floor, window and wire 
brushes. Bolt and nut prices named 
for first quarter business have been re- 
affirmed for second quarter contracts. 
Lead shot is down 10c per bag. Col- 
lections average fair in this district; 
they probably would be better if it 
were not for continued depression in 
the soft coal industry. Matters from 
the standpoint of buying by that in- 
dustry are worse if anything than they 
have been, because operators of union 
mines have come to the conclusion that 
competition with non-union mines is 
out of the question and since the union 
insists on the maintenance of its wage 
scale, a good — union operations 
were closed April 1, for an indefinite 
period. 





Chicago Reports 1925 Sales 
on Par with 1924 


The hardware business in the Chi- 
cago district is running about on a par 
with last year and if the continued cold 
weather will moderate there is no doubt 
that it will pick up considerably. There 
is absolutely no tendancy toward a 
break in prices and the very firmness 
of the market is no doubt largely 





responsible for the fact that retailers 
are in no hurry to place orders until 
the merchandise is actually needed. 

Manufacturers have announced an 
advance in prices on butts and hinges 
but the jobbers have not as yet re- 
flected the advance of two or three 
weeks ago in the builders’ hardware 
line. The only other price changes are 
a slight decline in galvanized tubs due 
to competitive conditions, a drop of one 
cent on turpentine and a re-establish- 
ment of the discount of 50 and 10 on 
engineers’ wrenches. There has also 
been an adjustment in the shellac 
market, manufacturers increasing their 
good to 4% pounds and quoting a price 
approximately a dollor higher than was 
given for 4 pound goods. 

Collections are reported as good. 





N. Y. Retailers Are Busier 
—Few Price Changes 


The New York market retailers ap- 
pear busier than the wholesale trade. 
This condition was reversed two weeks 
ago, aS spring goods are moving ac- 


‘tively, and it is believed that jobbers 


will be more active shortly. Poultry 
netting and wire cloth have had an 
early and fairly heavy demand. Col- 
lections are fair. Very few price 
changes are announced this week, and 
it is not believed there will be many 
serious changes made in April, though 
several large lines may be subjected to 
adjustments. 





100 Million Auto Lamps 
Needed for 1925 Re- 


placements 


It is reported in the National Glass 
Budget that 100,000,000 automobile 
lamps will be needed in 1925 to meet 
replacement needs on the 17,500,000 
motor cars in use in the United States. 














General Outlook I[s Bright 
Though Buying Is Con- 
servative 


The general attitude of business men 
continues to be optimistic, but buying 
is conservative, although it steadily 
grew larger in volume during the 
month of March. There is no evidence 
of speculation in commercial life, 
largely because general sentiment has 
no faith in the permanence of any 
higher prices under the present condi- 
tions of large productive capacity and 
quick transportation. 

An encouraging fundamental trend 
is the growing attitude of cooperation 
manifested by all the great industries 
toward each other, and their recogni- 
tion of their interdependence upon one 
another. It is this sentiment which of- 
fers the best promise of the growth and 
stabilization of business during the 
coming months. Equally encouraging 
is the care and thought given to the 
situation by the Federal Reserve 
Banks, and all the finaneial institu- 
tions, toward keeping progress within 
due bounds and yet widening its scope 
so as to include all the industries in 
our economic organization.—Business 
Bulletin. 


—_—_— —___—_——__— 


Boston Announees 1925 
Prices on Game Traps 
and Freezers 


Possibly the most important hard- 
ware market development ‘in the New 
England field the past week was the 
reaffirming of 1924 game trap prices 
for 1925. Manufacturers of some 
kinds of ice cream freezers have taken 
similar action. On the other hand 
agricultural wrenches, door buttons, 
screen pulls and similar merchandise, 
Stanley Works. goods, hemp and marlin 
twine have been advanced in priee, 
while quotations on some kinds 
shingles and roofing papers have been 
revised. Deep sea leads are cheaper. 
One of the leading makers of toys is 
out with new lists showing a slight 
appreciation and modification in a few 
special instances. 





First Quarter Sales Volume 
Is Fair in Cincinnati 


Cincinnati jobbers report a _ fair 
volume of business for the first quarter 
of 1925. Some companies state that 
the first three months of the present 
year are ahead of the same period for 
1924. April trade appears to be very 
satisfactory. Staple lines are active. 
Retail stocks are in good shape, and 
spring goods are moving in good quan- 
tities. Building has been getintg a slow 
start in this section, but it is generally 
believed that as the season progresses 
this field will offer a good channel for 
hardware and supplies. 
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Cincinnati Business Good During First 


Quarter 1925—Retail Sales Improving 


(Cincinnatj office of HARDWARE AGE) 


HE first quarter of 1925 has brought out a fair 
volume of business for Cincinnati hardware jobbers, 
Sales have been holding 


Predictions around January 1 were 


judging by their reports. 
up to a fair level. 


that this would be a year far above the average. 
tions are good. One of the largest jobbing houses reports 
that its volume of sales for the first three months of 
1925 ran ahead of the same period in 1924, and April 
has opened up in such a way as to warrant the state- 
ment that this month’s record will be considerably ahead 
Other jobbing houses state that 
their sales have been about on a par with a year ago. 
Jobbers are not satisfied with the business that they 
Although sales showed some 
provement over the previous month, the increase was not 


of April of last year. 


did during March. 


AUTOMOBILE ACCESSORIES.— 
Sales have been slow, but jobbers re- 
port a gradual improvement. Contin- 
uation of cold weather has postponed 
the opening of the buying season. Re- 
tailers are purchasing in a hand-to- 
mouth fashion. 
We quote from Cincinnati jobbers’ 


stocks: 
Spark Plugs.—A. C. spark plugs, 
58c. each in lots of 10: A. C. for 


Fords, 44c. each in lots of 10. Cham- 
pion X, 45c. each in lots of 10. Spe- 
cial assortment, A. C.. 300 plug as- 
sortment, 220 A. C. Titan, 45c. each, 
and 80 A. C. for Fords, 36c. each; 
150 plug assortment, 100 A. C. Titan 
at 50c. each; and 50 A. C. for Fords 
at 38c. each. 

Ford tail lamps, 35c. each; Ford 
head light lens, 30c. pair: Ford fen- 


ders, $7.20 set, 1 set to a crate; 
$6.75 set, 5 sets to a crate; Blow out 
patches, 3-in., 17¢c.; 3%-in., 19c.; 
4-in., 22c.; 4%-in., 27c.; Gate type 
muceage carriers, $1 each, 95c. in lots 
oO . 


BOLTS AND NUTS.—Demand is hold- 
ing up well and jobbers are pleased 
with the orders they have had in the 
past two weeks. Shipments have been 
in good volume. Prices are strong. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50, 
and 5 off; small, 50, 10, 10 and 5 off; 
carriage bolts, large, 50 and 5 off; 
small, 50, 10 and 5 off: stove bolts, 
75 and 5 off: semi-finished nuts, *- 
in. and smaller, 75 off; larger sizes, 


65 off. 

BUILDERS’ HARDWARE.—Business 
has been fair, but jobbers state that it 
has been below the level that they had 
hoped for. Construction work in Cin- 
cinnati territory has been late getting 
under way, but it looks as though 
building operations will be carried on 
on a big scale shortly. Jobbers feel 
that they will experience a substantial 
increase in sales during April. Vol- 
ume of business during March was a 
little better than during February. 
Manufacturers have advanced the price 
of butts, but this increase has not been 
reflected yet in jobbers’ quotations. 


We quote from Cincinnati jobbers’ 
stocks: 





Hinges.—Heavy, 60, 10 and 10 
off: light, 60, 10 and 10 off: Extra 
heavy T, 60, 10, 10 and 5 off. 

Hasps.—Common hinge, 70 off; 
safety hasps, 3-in., 95c. single per 
doz.; 4%-in., $1.25; 6-in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3, 





Condi- 


days. 


im- 


20c. per pair net; 4 x 4, 28c. In less 
than case lots, 3% x 3%, 22c.; 4 x 4, 
30c. 
COASTER WAGONS.—Sales have been 
rather poor. Consumer demand is light 
and dealers are well stocked to meet 
present needs. Prices are unchanged. 
We quote from Cincinnati jobbers’ 
stocks: Auto-Wheel coasters rubber 


tired disc wheels, size 12 x 28, 
$5.75; 14 x 32, $6.30; 16 x 36, $6.90. 


CLIPPERS AND SHEARING MA- 
CHINES.—Business has been spotty. 
Several jobbers say that their orders 
have been good and shipments have 
been satisfactory. Others are not so 
optimistic. Prices are steady. 

We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1 clipping ma- 
chine, $14 list; one-man power shear- 
ing machine, $24 list; top plates No. 
90 and No. 360, $1.50 each list; bot- 
tom plates No. 99 and No. 361, $2 
list. Dealers’ discount, 33% per cent. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—Jobbers report a much better 
demand in the last ten days. Building 
is just beginning to open up and deal- 
ers report an increasing call for goods. 
Stocks are adequate and quotations re- 
main unchanged. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$5.50 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $5.75 per 
100 ft.; 3-in. corrugated conductor 
elbows, $2.16 per doz.; 29-gage, 3-in. 

, aaa conductor elbows, $1.51 per 

Oz. 

GLASS.—During the middle of March 
jobbers experienced a serious slump in 
their business, but sales have shown a 
nice increase in the past week. Job- 
bers believe that April will be a big 
month for them. Prices are strong and 
stocks are plentiful. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets, 87 per cent discount; 
double strength A, 86 per cent dis- 
count; double strength B, 87 per cent 
discount. 

GALVANIZED WARE.—tThere is a 
steady demand reported by dealers. 
Shipments by jobbers are satisfactory. 


Prices are firm and unchanged. 
We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 


per doz.; 12-qt., $2.70 per doz.; 14- 
qt., $3 per doz.; 16-qt., $3.60 per 
doz.; galvanized tubs, No. 1, $6.8 
per doz. 


GARDEN HOSE.—Sales have been 


as great as concerns here had hoped for. 
such products as glass, garden tools, lawn mowers, paints 
and oils and screen doors is steadily improving as the warm 
weather approaches. 
and satisfactory. Retail dealers are fairly well stocked, 
but are not displaying an inclination to order further 
quantities of material except when necessary. Shipments 
on contract are good. 

Reports from retailers in Cincinnati state that their 
business has been showing an increase in the last ten 
The building season has been late in getting under 
way in Cincinnati territory, and this fact has had a ten- 
dency to retard sales of certain items. 
improvement is looked for this month. Collections are 


reported to be fair. 











Demand for 


Sales of standard items are steady 


However, a big 


heavy and dealers apparently are 
counting upon a big spring business. 
Retailers are well stocked for the open- 
ing of the season, which is now about 
at hand. Prices are steady and ship- 
ments have been good. 


We quote from Cincinnati jobbers’ 
stocks: Double braided garden hose, 


full length, %-in., 8%c. ft.; %-in., 
9l44c. ft.; %-in., 10%ec. ft.; in 50-ft. 
lengths, %-in., 8c. ft.; %-in., 9%4c. 
ft.; %-in., 10%c. ft. 


GARDEN TOOLS. — Continued cold 
weather has retarded retail sales, but 
dealers have been ordering in large 
quantities and jobbers are well pleased 
with their volume of business. Prices 
are firm. Stocks are adequate to take 
care of all demands. 
We quote from Cincinnati jobbers’ 


stocks: 
Hoes.—6%4-in. planter’s hoe, $7.40 


doz. regular socket hoe, first grade, 


$8.85 doz. 
Rakes.—Cronk’s 14-tooth, $8.50 
doz.; cheaper, 14-tooth, $4.75 doz.; 


best steel, 14-tooth, $8.50 doz. 
Spading Forks.—Cheaper, $9.60 
doz.; medium, $15.25 doz.; best, $18 


doz. 
Hay Forks.—Best’ grade, _ 6-ft., 


$13.50; second grade, 6-ft., $12.25 doz. 
HANDLES (AGRICULTURAL).— 
Rural dealers have been stocking their 
shelves with liberal quantities of goods 
in anticipation of good sales. Business 
for the rural dealer is already reported 
to be good. Quotations are steady. 

We quote from Cincinnati jobbers’ 
stocks: 5%-ft. hay fork, $3.20 doz.; 
6-ft., $4.20; 514-ft., bent, $3.80; 6-ft., 
bent, $4.80; 1%-cotton hoe, $2.30 
doz.; 1%-planter’s hoe, doz. 

HAMMERS AND HATCHETS.—De- 
mand has been fair. Prices are un- 
changed and dealers are well stocked. 
Shipments have been good. 

We quote from Cincinnati jobbers’ 
stocks: Hatchets, No. 2961, $11.20 
doz.; hammers, No. 81, $10.50 doz.; 
Boy Scout, $11 doz. 

HAMMOCKS.—Orders from retailers 
are beginning to come in fairly well. 
The volume of sales, however, is re- 
stricted, but steady improvement is ex- 
pected during the next month. 


We quote from Cincinnati jobbers’ 
stocks: Cotton Hammocks, Standard 
makes, $15 to $54. 


ICE CREAM FREEZERS.—Sales are 
improving, although it is a little early 
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for the biggest business of the year. 
Prices are firm. 


We quote 
| Chicago: 
a 85 list; 

list ; 4- -qt., 
ey 15 list, — 
338 list ; '12-q 

25.60 list ; 20- ae: 

$42.60 list; Arctic, 1-qt., 

$4.60 list; 8- -qt., $5. 55 list ; 4-qt., $6.80 
list; 6-qt., $8. 60 list; 8-qt., $11.10 list. 

All the above less 50 per cent dis- 
count. 


LAWN MOWERS.—Shipments to re- 
tailers have been excellent. Retail de- 
mand is just starting at present and 
dealers are anticipating heavy sales. 
Prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Common mowers, 14-in., $5.15 
each; cheaper’ grade ball-bearing, 
$7.25 each; medium grade ball-bear- 
ing, $8.00 each ; best grade ball-bear- 
ing, 14-in., $11; 16-in., $11.50. 

NAILS.—Orders have been satisfactory 
and jobbers are pleased with the im- 
provement in sales. Stocks are in good 
condition. 

We quote from Cincinnati ree 


from jobbers’ _ stocks, 
White Mountain, l1- 
2-qt., $5.65 list; 3-qt., 
$8.25 list; 6-qt., 
$13.50 list; 10-qt., 
$21.55 list; 15-qt., 
$33.20 list; 25-qt., 
$4 list; 2-qt., 


stocks: Common wire nails, $3.25 
per keg; cement coated nails, $2.85 
per Keg. 


PAINTS AND OILS.—Sales in the past 
two weeks have been fair. The outlook, 
however, is splendid. Jobbers expect a 
tremendous business during April and 
May. Prices are fairly firm, but are 
expected to grow stronger shortly. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single 
barrels, $1.10 per gal. ; turpentine in 
two barrel lots, 93c. per gal.; white 
and red lead in 500-lb. kegs, 1é6c. 
per lb., less 10 per cent. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Jobbers state that their 
sales have been good in the past two 
weeks. Shipments to dealers have 
been heavy. Prices are firm. 
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Jobbers quote retailers, f.o.b. Cin- 
cinnati, a discount of 30 and 5 per 
cent on these prices. 

LIST PRICES 





Oil Cook Stoves.—No. 2212, 2 
burners, $17.35; No. 211, 1 burner, 
$9.50; No. 212, 2 burners, $17.35; 
No. 213, 3 burners, $22; No.214, 4 
burners, $28; No. 215, 5 burners, 
$39.50; No. 1102 high = only, $5.25; 
No 1103. high shelf only, $6.50; No. 
1104, high shelf only, $8; No. 1105, 
high shelf only, $9.75. 

Rockweave wicks, 25c. each. 

Ovens.—No. 05, 1 burner, solid 
door, $2.10; No. 5, 1 burner, glass 
door, $2.25; No. 010, 1 burner, solid 
door, $4.15; No. 10, 1 burner, glass 
door, $4.40; No. 020, 2 burners, solid 
door, $5.15; No. 20, 2 burner, glass 
door, $5.40; No. 030, 2 burners, solid 
door, $5.40; No. 30, 2 burners, glass 
door, $5.70. 


Noses water heaters, list price, $45. 


REFRIGERATORS.—Sales have _in- 
creased slightly, although the volume 
of business being done is only fair. 
Retailers predict a good season ahead. 
Prices are unchanged. 


ROLLER SKATES.— Demand from 
dealers has been heavy. Retailers have 
sold skates in large quantities to chil- 
dren. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: Union Hardware Co.’s No. 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 


ROOFING MATERIAL.—Demand is 
increasing with the opening up of build- 
ing construction work. <A _ period of 
warm weather, which. apparently is at 
hand, is expected to develop good sales. 
Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.—Light standard, 
95c.; medium standard, $1.20; heavy 
standard, $1.45; Light Holdfast, 
$1.30: medium Holdfast, $1.55; heavy 
Holdfast, $1.80; red and green 
slate surface, $1.95. 

Roof Coating.—Coal tar, refined, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal.; coal tar, 
crude, in barrel lots, 25c. per gal.; 
in half bafrel lots, 28c. per gal. 

Roofing Cement.—In 1-lb. cans, 32 
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to the case, 15c. per lb. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, lic.; in 10-Ib. 


cans, 10c.; in 25-lb. cans, 9c, 
SCREEN DOORS AND WINDOW 
SCREENS.—Demand is reported to be 
good. Residential building is increasing 
and sales of doors and screens is im- 
proving in corresponding proportion. 
We quote from Cincinnati jobbers’ 


stocks: Screen Doors.—No. 241, 2-8 x 
6-8, $18.25 doz.; 2-10 x 6-10, $19.40; 3 
x i, $20.35; No. 281, 2-8 x 6-8, $19 
doz.; 2-10 x 6-10, $20; 3 3.x 7, $21; No. 
314, 2-8 X 6-8, $25.70 ; 2-10 x 6-10, 
$27; 3 $28. Window Screens.— 
No. * 1333, $4, 40 doz.; No. 24383, $5.35. 
SCREWS.—Orders have been good and 
shipments’ satisfactory. Prices are 
steady. 


We quote from Cincinnati jobbers’ 


stocks: Flat head, bright screws, 80 
and 7% off list; round head blued, 
75, 10 and 10 er cent off list; flat 
head brass, 75, 10 and 5 per cent off 
list; round head brass, 75 and 10 off 


list. 
WHEELBARROWS.—Jobbers _ report 
fair sales. Retailers are beginning to 
sell fair quantities. Prices are steady, 
but unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, stee 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $6.10 each. 


WIRE GOODS.—Sales have been fair- 
ly good and are improving constantly. 
Retailers are well stocked for the spring 
trade. Prices are firm and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: No. black annealed wire, 
$3.15 per 100 Ib.; No. 9 galvanized 
plain wire, $3.60 per 100 Ilb.; catch 
weight spool galvanized cattle or hog 
wire, $3.95 per 100 Ilb.; 4-pt. gal- 
vanized hog wire, $3.85 per spool; 
No. 9 polished fence staples, $3.75 per 
100 lb.; No. 9 galvanized fence staples, 
$4 per 100 lb.; 12-mesh black wire 
cloth, $1.90 per’ 100 sq. ft.; 12-mesh 
galvanized wire cloth, $2.20 per 100 
sq. ft.; galvanized before poultry net- 
ting, 50, 10 and 2% per cent discount ; 
galvanized after poultry netting, 50 
and 2% per cent discount, 
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Consistent Demand in Pittsburgh Territory— 
Prices Firm with Advancing Tendency 


(Pittsburgh office of HARDWARP AGF) 


OST jobbers in this district did better in March 

than the month before and some as well as in 

March last year. When jobbers are found whose 
business for the past month was within a few hundred 
dollars of that of the same month last year, it is evident 
that there must be some business and in explaining why 
some of the trade are rather discouraged it appears that 
a great percentage of their business is with the coal min- 
ing company stores. 

The common expectation is that the coming 90 days will 
in a large measure offset any losses of the first three 
months of the year. The sun is climbing in the skies 
and getting stronger; the call of the outdoors is strength- 
ening and there is little to be wished for in the movement 
of farm and garden tools and in poultry netting and wire 
cloth. Manufacturers of hinges and butts tell us they 
are swamped with business, particularly in butts, and 
that they cannot get supplies out promptly enough to 
suit some of their customers. A large paint company 
says that retail sales for March were only a few hundred 
dollars less in value than in March of last year and that 
month saw the beginning of the best year the paint in- 
dustry has ever had. 


Possibly there is room for dissatisfaction that retailers 
are not buying as far ahead as they did formerly, but 
that condition is not confined to the hardware trade 
alone; it is the common condition in all business now and 
represents an evolution of the past few years brought 
about in the first place by the distressing experiences of 
1920, but secondly and principally, because of the general 
and growing realization that the time is past when there 
is occasion to fear about the inability of American manu- 
facturers to meet all demands made upon them and meet 
them with promptness because of the high state of trans- 
portation efficiency. 

Hardware prices are holding with remarkable firmness. 
Most of the price changes of the week have been upward. 
They include an advance of 2% to 10 per cent in hinges 
and butts; of 10 per cent in shelf builders’ hardware and 
of 10 to 20 per cent in floor, window and wire brushes. 
Present prices of bolts, nuts and rivets have been re- 
affirmed for the second quarter of the year. On the other 
side of the picture is a decline in lead shot and some 
doubt about wire products prices seeing that the last 
$2 a ton advance by manufacturers of the latter have 
definitely abandoned it. 

Collections in this area are fair. 


AUTOMOBILE ACCESSORIES.—Re- | BUILDERS’ HARDWARE.—Leading — 020 2 Burners Solid Door... 5.15 
. o. 20 : Burners Glass Door... 5.40 

ports from Detroit have suggested that | manufacturers have announced new No. 030 2 Burners Solid Door... 5.40 
No. 30 2 Burners Glass Door... 5.70 


the automotive industry was expanding 
production, but the accessories men say 
they have not found any reflection of 
this development in their business as 
yet. 


Prices from jobbers’ stock, f.o.b. 
Pittsburgh follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 


99, 58c.; lots of 100 or more 56c.; 
A. C. plugs, No. 1075, for Ford cars, 
lots of less than 10, 49c.; lots of 10 
to 99, 44c.; lots of 100 or more, 42c. 

Motor Meters.—Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and 
over, 40 and 5 off list. 


Windshield Cleaners.—Trico  uni- 
versal automatic cleaners, $3.25 
each. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Bumpers.—Weed, No. 2004, $15.60 


each. 

BOLTS, NUTS AND RIVETS.—Manu- 
facturers have announced a continu- 
ance of present prices for the second 
quarter of the year, but the prices are 
f.o.b. Pittsburgh, Cleveland and Chi- 
cago, instead of delivered, as was the 
case on first quarter business in bolts 
and nuts and to a limited extent on 
rivets. Jobbers do not find these lines 
moving with much snap. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; 
carriage belts, small rolled threads, 
50 per cent off list; all sizes cut 
threads, 45 per cent off list; stove 
bolts, 75 per cent off list; tire bolts, 
40 and 10 per cent. off list; nuts, hot 
pressed blank or tapped, 3.25c. off 


list; c.p.c. and t. blank or ‘tapped, 
3.35¢e. off list: rivets, small wagon 
and tinners’, 60 per cent off list. 





prices, dated March 26, which show ad- 
vances of about 10 per cent in the shelf 
lines, but no material change in knobs 
and locks. 


BUTTS AND HINGES.—Plain butts 
and strap and T hinges have been ad- 
vanced 2% to 5 per cent :in a new list 
just issued by leading manufacturers 
and plated goods 5 per ecnt. Manu- 
facturers are heavily committed, par- 
ticularly on butts, deliveries of which 
are falling behind to such an extent 
that sales to consumers are restricted 
in some districts. 


BRUSHES.—Floor, window and wire 
brushes have been advanced 10 to 20 
per cent in new price lists just received 
by the trade here. 


FARM AND GARDEN TOOLS.—Move- 
ment in these lines is very satisfactory 
with most jobbers here. 


OIL STOVES AND OVENS.—tThese 
lines are moving moderately in this dis- 


trict. 

Jobbers quote retailers, f.o.b. 
Pittsburgh, a discount of 30 and 5 
per cent on these prices. 

LIST PRICES 

Oil Cook Stoves 
ee i a. screens sees 9.50 
eh, Se Oe EL, cenécoene sds 17.35 
PEO. BIS BS BPMOTB. 2c ccccccccce 22.00 
De «= SG EIN. co cccccccsse 28.00 
BeO. Bem © BBMOTG. oc cccccccccs 39.50 
No. 1102 High Shelf Only...... 5.25 
No. 1103 High Shelf Only...... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 

Rockweave wicks, 25c. each. 
Ovens 

No. 05 1 Burner Solid Door...$2.10 
No. 5 1 Burner Glass Door... 2.25 
No. 010 1 Burner’ Solid Door... 4.15 
No. 101 Burner Glass Door... 4.40 





Nesco water heaters, list price 346. 


PAINTING MATERIALS.—Oil and 
turpentine have dropped 2c. per gal. 
more in the past week. Lead and mixed 
paints are unchanged. Business was 
better in the past month than in Feb- 
ruary. 

Prices to retailers: 


Ready mixed paints, best grades, 
$3.10 per gal.; lower ades, $2.50; 
white lead, l6c. per lb. in 100 Ib. 


lots; 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.06 per gal. in barrel lots; 
linseed oil, $1.21 per gal. in barrel 
lots. 

SHOT.—Lead shot has been lowered 

10c. per bag. Jobbers now quote Boy 


Scout shot at $4.60 per case. 


WIRE PRODUCTS.—Improved weather 
is stimulating the movement into con- 
sumption of wire fences, and jobbers’ 
shipments of hog and cattle wire are 
increasing. Nail business is _ light. 
Prices show some irregularity, due to 
the fact that manufacturers have defi- 
nitely abandoned the last advance of 
$2 per ton, which put the mill base on 
nails to $2.95, base, per keg and plain 
wire to $2.70, base, per 100 lb. Few 
jobbers reflected the last advance in 
their resale prices, while some con- 
tinued to name prices based in the 
prices of late last year. 


We quote out of jobbers’ stocks: 

Nails, $3.15 to $3.25 base, per keg; 
No. 9 gage, annealed wire, $3.10 to 
$3.20 per 109 Ib.; plain galvanized 
wire, $3.55 to $3.65 per 100 Ib.; gal- 
vanized barbed 2- F peree cattle, $3.25 
per 80-rod spool; point hog, $3.47; 
4-point cattle, $3. 47; 4-point hog, 
$3.75; special 2- point cattle, $2. od 


woven wire fence, 1047-11, $39.36 p 
100 rods; 1047-9, $55. 20; 939- 11, $35. DO: 
939-9, $48.8 85. 
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Price Changes 


Retail Trade improving | 
in N. Y. Market 
Metropolitan jobbers report the follow- 


in New York Area; 
Few Price Changes ing price changes affecting this mar. 


Sandpaper has advanced 10 per cent. 

McKinney Mfg. Co. is reported to 
have announced the following § ad- 
vances: Some numbers of galvanized 
hinges, 5 per cent. 

Corner irons and braces, 2! per 
cent. 

Foot and chain bolts, 24% per cent. 

Ornamental butts, 5 per cent. 

It is said that Stanley Works is about 
to issue a new discount sheet showing 
advances on some lines. 

Further advances are expected next 
week. 


gradual though not hectic improvement. This con- 

dition is considered very healthy, and it is the con- 
sensus of opinion that the real spring trade is beginning 
to open up. It appears that jobbers have not been so 
busy this past week as they have been since the first 
of the year. At press time, however, buying in the whole- 
sale market appears to show more life and improvement. 

There are a few price changes announced this week, 
and it is believed some price adjustments will be an- 
nounced throughout April. Collections are fair. 

Spring goods continue to be the outstanding lines in 
this section. Business to date on poultry netting and 
wire cloth is exceptionally good. Staple lines are moving 
in a satisfactory manner and stocks generally are healthy. 


R ance trade in the metropolitan market is showing 





_ Four-blade, 9-in. wheel, ball bear- 
ing, 12 in., $8.25; 14 in., $8. 55; 16 in., 
$8.85, and 18 in., $9. 25. each. 

14 in., 








Solder Prices Unchanged in 
New York Area 


New York jobbers announce that 
solder prices are unchanged since last 
week. It was hinted that a lower price 
might be made, but this is not expected 
to be a serious change. 


Jobbers’ quotations to 
f.o.b. New York: 

Bar solder (half and half), 40c. 
per lb.; strip solder, 44c. per +: 
Kester solder, acid or rosin core, 
66c. per Ib. 


Nail Demand Is Steady; 
Stocks Appear Adequate 


The expected advance on wire nails 
has not been officially announced at 
press time, and so we continue to show 
the range from $3.60 to $3.70. Note 
that wire nails and brads in small lots 
take a discount of 70 and 5 instead of 
previous 70 and 10. The nail demand 
is steady, and stocks appear satisfac- 


retailers. 


tory. 
Jobbers’ quotattons to retailers, 
f.o.b. New Yor 
get ty nails, $3.60 to $3.70 
base per 


Cut» nals $4. 15 base per keg. 

Wire nails and brads in onal lots, 
70-5 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 oy galvanized, $8.05 to 
$8.25 per 100 1 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 


Bolt Prices Are Unchanged; 
Demand Moderately Active 


Bolts are in the same category as 
screws, with prices firm, demand con- 
sistent, and stocks in pretty good condi- 
tion. 

Jobbers’ quotations to retailers. 

f.o.b. New York: 


Bolts.— Common _ carriage bolts, 
small se and large sizes, 30-10 
per ce 

itnahine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 40 to 40 and 10 per 
cent. 

Stove bolts, 75-10 per cent; both 


flat and round head. 
Sink bolts, 75 to 75 and 10 per cent. 





Tire bolts, 45 to 50 per cent. 

Step bolts, 3344 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Cap screws, 80-10 per cent. 


25 per 


Screw Demand Is Consistent 
with Prices Very Firm 


Being strictly a staple item, the 
screw demand does not change much in 
the metropolitan market. Stocks are 
in pretty good shape, and prices orig- 
inally firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
od screws, iron bright, flat 


Wo 
head, 724%-33% per cent. 

Same, iron blued, round head, 70, 
25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 
5 per cent. 

Same, brass, round and oval head, 
67%, 25 and 5 per cent 

——— flat head, ‘571, 
5 per cen 
Nickel a round head, 60, 25 
and 5 per cent. 

Full packages are extra 5 per 
cent. 


25 and 


Spring Goods Prices 


Spring goods generally are very ac- 
tive. Last week the demand for lawn 
rollers had been so heavy, that stocks 
would soon be very badly broken. Some 
replacement stock has come into this 
market but there is by no means an 
excessive quantity of rollers available. 
Retailers are beginning to sell lawn 
mowers and the other items given in 
this list. The early demand on screen 
wire and poultry netting is unusually 
heavy and satisfactory. 

JOBBERS’ QUOTATIONS TO RE. 

TAILERS, F.O.B. NEW YORK: 

Lawn Mowers 
Three-blade, plain bearings, 8-in. 


wheel, 12 in., $4.85; 14 in., $5.15; 16 
in., $5.50, and 18 in., $5.80 each. 
Same, with ball bearings, 12 in., 


$6.65; 14 in., $7; 16 in., $7.35, and 
18 in., $7.70 each. 





Same, with 10%4-in. wheel, 


$9.50; 16 in. -» $10; 18 in., $10. 50: 20 in., 
$11. 15 eaeh. 
Five-blade, 10%4-in. 


wheel, ball 
bearing, 16 in., $12; 18 in., $12.70; 
20 in., $13.35 each. 

Same, with 10 in. 
i 18 in., $16, and 20 in., 


Dahlia Poles 


Dahlia poles, 2 ft., 3%c. to 5%e.; 
3 ft., 7 to 8c. 


Grass Catchers 


Grass catchers, plain bottom, for 
mowers, 12 to 16 in., 55c. each. For 
16 to 20 in. mowers, 70c. each. 

With round back, made of heavy 
white canvas, with heavy galvanized 
perforated bottom, for 12 to 16 in. 
oe 90c.; for 16 to 20 in. mowers 


wheel, 16 in., 
$16.75 


Wheelbarrows 
“ae barrows, steel wheel, $3.45 
ach. 
Wheelbarrow, steel tray, wood 
frame, steel wheel, $5.60 each. 


Same with steel frame, $7.35 each. 
Dutchess garden barrow, body 

width, 19% x 15%: $5.60 each. 
Same, 21% x i9 , $6.30 each. 
Same, 25 x 21% Ve $7.25 each. 


Rubber Hose 


Rubber hose, % in., black rib 
molded, in 25 ft. lengths, 10c. per ft.; 
same in 50 ft. lengths, 944c. per ft.; 
same, better grade, red, in 25 ft. 
lengths, 12c. per ft.; and in 50 ft. 
lengths, 114c. per ft. Electric, black 
rib, in 25 ft. lengths, 16%c.; and in 
50 ft. lengths, 15%c 


Hose Nozzles 


Rainbow, $5.50 per doz.; Stewart, 
$1 each. 
Sprinklers 
Ring type, $6.25 per doz.; Revolv- 


ing, with three arms, $13. 80 per doz. 
Two Purpose, $1.33 each; Rainking, 


$2.33 each; Giant Rainking, $6.67 
each. 

Hose Reels 
All Metal, channel steel frame, 


cast iron wheels, 9 in. corrugated 


steel drum, enameled green and 
black, $1.85 each. 
All Metal, steel rod, electrically 


welded together, japanned, galva- 
oy steel drum, diameter of wheels 
21% in., handle 20- -in. long, $2.05 each. 
All Metal, tubular frame, corru- 
gated galvanized steel drum, tubular 
steel wheels, enameled, 21 in., reel 
height, $3. 50 each. Same, with 
height of reel, 24 in., $4 each. 


Poultry Netting 


Poultry netting, New York stock, 
50 per cent off list; factory stock, 
50 and 7% per cent ‘oft list. 
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Poultry Netting Staples 


Poultry netting staples, % in., in 1 
lb. packages, 9%c. per Ib.; in 10 Ib. 


boxes, 9c. per lIb.; in 100 Ib. kegs, 
7%4c. per Ib. 
Sprayers 
Galvanized, 4 gal., $4.88 each; 
brass, 4 gal., $7.50 each; bucket 
pump type, $2.75 each. Tin, % pint, 
z3c. each. Tin, 1 aqt., 3ilec. each ; 
brass, 1 qt., $1.15 each; galvanized, 
1 at., continuous, 88c. each. 
Hedge Shears 
Disston, plain, 8 in., $1.65, and 9 
in., $1.78 per pair; 10 in., $1.90 per 
pair. _ 
Disston, notch, 8 in., $1.78; 9 in., 
$1.90, and 10 in., $2.02 per pair. 
Border Shears 
Without wheel, $2.95 each; with 
wheel, $3.50 each. 
Lawn shears, with two wheels, 
$3.50 each. 
Lawn Rollers 
Dunham waterweight type, No. a 
$9: No. 4, $10.70; No. 7, 5.35; No. 
5, $13.35; No. 9, $17.35 each. 
Pruning Shears 
Pexto pruning shears, 9-in. blade, 
California pattern, black finish, volute 
spring, 68c. each. 
Same, polished, $1.05 each. Same 
with ratchet nut, polished, $1.23 


each. 

S. Smith No. 0 Spiral spring, 9 in., 
$4.70 doz.; No. 21 Flat spring, 9 in., 
$8 doz.; No. 30 Volute spring, 9 in., 
$8.35 doz.; No. 40 Volute spring, 9 in., 
N. P., $14.70 per doz.; No. 130 Volute 
spring, ratchet nut, $9.70 per doz.; 
No. 140 Volute spring, 9 in., N. P., 
ratchet nut, $16.35 per doz.; No. 4770 
Volute spring, 6 in., N. P., $12.70 per 
doz. 

Disston’s Extra Quality.—No. 150 
Volute spring, full pol., 8% _ in., 
$24.75 per doz.; No. 250 Volute spring, 
half pol., 8% in., $21. 50 per doz.; No. 
152 oly spring, full pol., 83, in. 
$24.75 per doz.: No. 252 Hinge, half 
pol., 8% in., $21. 50 per doz.; No. 153 
Leaf spring, full pol., 8 in., $24 hay: 
No. 253 Leaf spring, half pol., 8 in., 
$20.75 per doz. 

Disston Pruning Shears.—No. 1, 
Heavy, 27% 
Med., b7 1 in. 
two curved jaws, eae 
No. 5, handles 9 in. By 
n., $1.65 pr. 

Standard Tree 
$1.30; 8-ft., $1.40; 10-ft., $1.55; 
$1.70 each. 

Disston’s Extra Quality Tree 
ners.—6-ft., $2.80; 8-ft., $3.05; 
$3.35; 12-ft., $3.50 each. 

Little Giant Pruning Hooks and 
Saws, $2.15 each. 

Orchard Pruning Hooks and Saws, 
$2.10 each. 

Pruning Saws.—Disston’s 3 x 16, 
99c. each: 4 x 16, $1.19 each; 5 x 16, 
$1.25 each; 7 x 16, $1.43 each; 40 x 16, 
Sle. each. 

Pruning knives, 


J. T. Henry Manufacturing Co. 
Pruning Shears 


No. 0 spiral spring 9-in.$ 4.50 per doz. 


‘bl: 32:1 Ss, 31% 


6-ft., 
12-ft., 


Pru- 
10-ft., 


Pruners. — 


62c. each. 
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flat brass springs.... 8.25 per doz. 


No. 4665, 9-in. California 

PE scocesssebacte 8.00 per doz. 
No. 4666, 9-in., polished. 12.00 per doz. 
No 4671, 9-in. ratchet 

PT Te Te 9.10 per doz. 
No. 4770, 6-in. ladies’... 12.00 per doz. 
No. 4771, heavy wide 

DD sécsuceueseswass 14.50 per doz. 


Prices on Oil Stoves. Ovens 
and Water Heaters 


For the guidance of metropolitan 
dealers we quote prices on Nesco oil 
cook stoves, ovens, wicks and water 
heaters. Note that we are using list 
prices which are subject to a dealers’ 
discount of 30 and 5 per cent. 


Jobbers quote retailers, f.o.b. New 
York, a discount of 30 and 5S per cent 
on these prices. 


LIST PRICES 
Nesco Oil Cook Stoves 


NO. S218 3 BUurMers. .<ccccccrvecs $17.35 
Te ee eee 9.50 
INO. Bis BS BGPMOTH. ccc ccccccccs 17.35 
PEO, Bee BS BPOPMOTD. .ccccccéccds 22.00 
Be, Bee @ BOP MOTB. occ ccccccvess< 28.00 
eh; - a” > Mn a eas 39.50 
No. 1102 High Shelf Only...... 5.25 
No. 1103 High Shelf Only...... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 


Rockweave wicks, 25c. each. 


Nesco Ovens 


No. 05 1 Burner Solid Door....$2.10 
No. 5 1 Burner Glass Door.... 2.25 
No. 010 1 Burner Solid Door.... 4.15 
No. 101 Burner Glass Door.. 4.40 
No. 020 2 Burners Solid Door. 5.15 
No. 20 2 Burners Glass Door. 5.40 
No. 030 2 Burners Solid Door... 5.40 
No. 30 2 Burners Glass Door... 5.70 

list price $45. 


Nesco water heaters, 


Radio Demand Moderate Yet 
Consistent in N. Y. 


Though this is not the heavy radio 
season, local hardware jobbers report 
a moderate yet consistent demand for 
receiving sets and the necessary ac- 
cessories. Batteries are particularly 
active though and the tube demand ap- 
pears very steady. In the better grade 
equipment wholesale prices are firm. 
Stocks are satisfactory. 


JOBBERS’ PRICES TO RETAILERS 
F.O.B. NEW YORK 


Radio Receivers 


Freshman Masterpiece, 5-tube list 
price, $60; dealer’s discount 35 per 
cent. Dealer’s net price, $39. 

arebe Synchrophase, M.U. 1, 5- 
tube storage battery receiver, or 
same type M.U. 2, 6-tube dry cell 
receiver either model less acces- 
sories, dealer’s net price $100.75. 
List price $155. 

Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price $120; dealer’s dis- 
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Same, GN 3, 4- 


count, 40 per cent 
dealer’s 


tube model, list price $65; 
discount, 40 per cent. 


Radio Accessories 
Tubes, U.V. 200 or U.V. 201A, list 
price $3 each; dealer’s discount 25 
per cent. 
Gold Seal, list 
334% 


price $18.50; 
per cent. 

Lightning arrester, list price 50c. 
each; dealer’s net price 23c. each. 

Pyrex insulators, list price 45c. 
each; dealer’s discount 33% per cent. 

lead phones, list price $6; dealer’s 
discount, 33% per cent. 

Radio plugs, in carton lots only, 
20 plugs to a carton; list price 65c. 
each; dealer’s discount, 40 per cent. 

Spartan head phones, list price, $5; 
dealer’s discount 40 per cent. 


Loud Speakers 


list price, $18; dealer’s dis- 
35 per cent 

Spartan, adjustable, list price $10; 
dealer’s discount, 40 per cent. 

Phonograph attachment, adjust- 
able loud sneaker unit. Spartan 
brand, list price $7.50; dealer’s dis- 
count, 40 per cent. 


Batteries—A, B and C 

Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 

tadio “B”’ batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each; 
‘oO. 772, $2.44 each: No. 770, $3.09 
each. 
Radio “C’’ batteries, No. 771, 39c. 
each. 


March-April Rope Prices 
Quoted in New York 


For the guidance of dealers in the 
Re te -S area we list here current 
rope and twine prices expected to hold 
for the remainder of April. On May 1 
new prices will be issued. 

Jobbers’ quotations to 
f.o.b. New ork: 

Rope, No. 1 £4Manila 
brands, 28c. per lb.; No. 2 Manila 
standard brands, 26c. per Ib.; No. 1, 
sisal standard brands, 19c, per Ib.; 
No. 2 sisal standard brands, 18c. 


per Ib. 
No. 
b. 


battery chargers, 
dealer’s discount, 


K-E, 
count, 


retailers, 


standard 


3-ply wrapping twine, 
4, 23c. per Ib.; No. 2, 21c. per 

India hemp ‘twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 22%c. per 
lb.; fine light, '24¢. per Ib. 


Twine, 


Linseed Oil Declines in 
Metropolitan Market 


New York prices on linseed oil are 
lower this week. Trading is fair. 
Prices to retailers, f.o.b. New York: 
Linseed oil, in lots of less than 
5 bbl.;: $1.12 per gal.; in lots of 5 bbl. 
or more, $1.09 per gal. 
Calcutta linseed oil in bbl., $1.21 
per gal. 
Boiled oil is 2c. extra per gal.; 
double boiled oil is 3c. extra per gal., 
and oil in half bbl. lots is 5c. extra. 














No. 1 Henry’s genuine 
2 eo 
Coming Conventions 

AMERICAN HARDWARE MANUFACTURERS Commercial Bank Building, Charlotte, May 4, 5, 6, 1925. Headquarters, Amarillo 
ASSOCIATION CONVENTION, Dallas, Tex., N. C. Hotel. C. L. Thompson, secretary-treas- 
April 21, 22, 23, 24, 1925. Headquarters, Mississippr Rerar. HARDWARE aANp Urer, Canyon, Tex. 
Adolphus Hotel. F. D. Mitchell, secre- JypLeMENT ASSOCIATION CONVENTION, Bi- SOUTHERN HARDWARE JOBBERS’ ASSOCTA- 
tary-treasurer, 1819 Broadway, New York joxi, June 8, 9, 10, 1925. Guy Nason, TION CONVENTION, Dallas, Tex., April 21, 
City. secretary, Starkville. 22, 23, 24, 1925. Headquarters, Adolphus 

ARKANSAS Real HARDWARE ASSOCIA- NatTionaAL RETAIL HARDWARE ASSOCTA- ae = —— a a 
TION CONVENTION, Little Rock, May 17, 18, T10N CONVENTION, Benjamin Franklin SOUTHEASTERN RETAIL HARDWARE Asso 
1925. L. P. Biggs, secretary, 815-816 Hotel, Philadelphia, Pa., June 22, 23, 24, Gradion Coes Seeneen po Posen 
Southern Trust Building, Little Rock. 25, 26, 1925. Herbert P. Sheets, secretary- Gporgia AND FLORIDA, CONVENTION AND 

HARDWARB ASSOCIATION OF THE Caro- treasurer, 130 East Washington Street, EXHIBITION, Birmingham, Ala., May 12, 13, 
LINAS CONVENTION AND EXHIBITION, Spar- Indianapolis, Ind. 14, 1925. Walter Harlan, secretary-treas- 
tanburg, S. C., June 9, 10, 11, 1925. Arthur PANHANDLE HARDWARE AND IMPLEMENT urer, 701 Grand Theater Building, At- 
R. Craig, secretary-treasurer, 717-718 AssocIATION CONVENTION, Amarillo, Tex., lanta, Ga. 
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Here is something every dealer will want—a 
Viko Individual Percolator Deal which takes 
advantage of the tremendous popularity that 
these practical little percolators have won. 


There are just twelve percolators in this deal. 
They will sell fast. Every woman will see in a 
minute the convenience and economy of an 
individual percolator for use when only a cup 
or two of coffee is wanted. A wonderful coffee- 
saver! With the cut-out display card to holda 
real percol&tor, this dozen-deal will sell itself. 


These percolators are made in the beautiful 
Colonial pattern —finely finished,with nickeled 
brass hinge, welded spout, replaceable handle 
and glass top, and sturdy inset. 


The dozen-deal will cost you $7.40. The retail 
price of 95c gives you a 35% margin on selling 
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The Popular 


This card sells them 


Handsome cut-out display 
card, lithographed in colors, 
included with each deal. 


Sell the latest selling sensation— 
Viko individual percolators 
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price. Or, if you are located in one of the ex- 
treme western or southwestern states, the cost 
will be $8. 29 and the retail price $1.05—a 
34% margin. 


Every dealer should order one or more of these 
deals now. In the May issue of Good House- 
keeping and in other magazines for May and 
June there will be advertisements featuring 
this percolator. The Saturday Evening Post 
for June 6th will have a full-page advertise- 
ment about it. 


Use the coupon below. Fill in the name of 
your jobber, mail the coupon direct to us, 


and you will get your percolators promptly. , 


Ask your jobber 
Aluminum Goods Manufacturing Company 


General Offices: Manitowoc, Wis., U.S.A. 
Makers of Everything in Aluminum 
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(state number) Viko Individual Percolator Deals, to be shipped (by freight) 


Aluminum Goods Manufacturing Company 


Manitowoc, Wis 
Please instruct our jobbers, named below, to enter our order for...... 


Jobber’s 
Jobber’s 


Name 


Address 


eeeeseeeeeeenrteoeeneeeeeeeeeeteoneeeeeeeneeeeeeneeew#eeeeee 


(by express).Each deal to include 1 doz. Colonial pattern individual percolators 
and 1 cut-out display card, packed in a carton, shipping weight about 8 lbs. 
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April 9, 1925 


New England Business Gammg Momentum 


Slowly—Weather Retards Retail Buying 


(Boston office of HARDWARE AGE) 
URING the past week or ten days there have been 
1) days when the retail hardware business has been 
very good and others when it was not so good. 
Weather conditions still govern public buying. The 
New England retail business seems to be gathering 
momentum, and in the general opinion of the trade 
will come ahead very fast with any protracted spell 
of springlike days. Few retail dealers, however, feel 
there is any likelihood of a repetition of the old “boom” 
days. That the trade will make money this year is felt 
certain, but just how prosperous retail dealers will be is 
problematical. As one of the most wideawake local retail 
houses says: “During the past years we have been so 
used to a ‘whale’ of a business that when things are run- 
ning along in what is really a normal way it is difficult 
for us to realize that business really is good. We believe 
1925 will be a prosperous year for the retail merchant 
provided close watch is kept on general overhead, and 
opportunities to sell merchandise.” 
March bookings by the shelf hardware jobbers were 


less than those for the corresponding month last year, 
but slightly in excess of those for February, this year. 
April starts off in an encouraging manner. It is antici- 
pated the new month will show a greater goods turnover 
than March. Some of the shelf hardware jobbers call 
attention to the fact that they are in a position to place 
what they consider reliable and promising young men 
with retail companies needing additional help. They also 
call attention to the fact that they usually have pros- 
pective customers for those retail dealers who may de- 
sire to sell out. 

The Boston building trades outlook is not as encourag- 
ing as it was a week ago. Various of the crafts are now 
demanding increased wages, and some of them have gone 
on strike as a result. Prospective builders of homes, etc., 
are beginning to postpone construction pending an ad- 
justment or settlement of the building labor situation. 
Mill supply jobbers say business is no better. Some of 
them say it is even slower than a week back. While a 
fairly large tonnage of iron and steel is being moved by 
jobbers, competition for business is keen. 


condi- 


ALUMINUM WARE.—Because retail 
dealers are occasionally replenishing 
stocks or are taking on an assortment 
of goods, aluminum ware continues one 
of the bright spots in the jobbing mar- 
ket. 

We quote from Boston jobbers’ 


stocks: 

Aluminum Ware.—Cast, process 
hardened, tea kettles, Colonial, 10- 
pt., $3.57 each net; Puritan, $3.57. 
Coffee makers, 4-cup, 
$4.27: 8-cup, $5. 17; tall Colonial per- 
colator, $5.17; coffee pot, 7-cup, $3.37. 
Tea pot, $5. 24. Round roaster, 12%- 


O-way, 


pt., $4.67. Water pitcher, 5-pt., 
$2.70. Sink strainer, $1.34. Gem 
pans, bread _§ stick #1. 64; Griddle, 


wooden handle, $2.10 


FENCING.—tThose warm days recently 
experienced started up retail buying of 
all kinds and makes of fencing. In 
some sections of New England, how- 
ever, retail dealers do not anticipate as 
heavy a demand for fencing as last 
year, because of the open winter. 
Prices are reported as steady and un- 
changed. 


FISHING TACKLE.—Quotations on 
deep sea leads have been reduced ap- 
proximately 10 per cent by manufac- 
turers and jobbers. The cut in prices 
is based on the recent reduction in pig 
lead prices. 


We quote 
stocks: 

Deep Sea Leads.—No. 1, 30c. per 
doz. net; No. 2, 60c.; No. 3, 90c.; No. 
4, $1.35; No. 5, $1.80. 


FLOWER BED GUARD.—Aggregate 
sales of flower bed guard the past week 
were, according to some of the jobbing 
trade, larger than for any similar 
period this year. 


We quote from Boston 
stocks: 

Flower bed guard, 40 per cent dis- 
count; trellis 40 per cent discount, 
and ornamental gates, 30 and 10 per 
cent discount, from store. Discounts 
on direct factory shipments, f.o. 
cars Waukegan, Til. ; guard and trellis 
52 per cent; gates, 50 per cent. 


from Boston jobbers’ 


jobbers’ 


Reading matter continued on page 102 





FREEZERS.—tThe ice cream freezer 
season is not starting off as well as 
some of the jobbing trade would like to 
see. They, nevertheless, believe busi- 
ness will be normal when the weather 
becomes more settled. Manufacturers 
of the White Mountain and Arctic line 
of freezers have announced that list 
prices will remain the same as last 


year. 
We quote from Boston jobbers’ 
stocks: 
Freezers.—White Mountain, 1-at., 
$4.85 list; 2-qt., ryt 3-at., $6.75; 


20-qt., $33. ‘90: 25-qt., $ 560. 

Arctic, 1 at., $4 list; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66; 
8-qt., $11.10; 10-qt., $14.80; 12-qat., 
$16.65; 15-qt., $23. 30; 20-qt., $30. 


Jobbers’ discount, 50 per cent from 
store or facto ory 
» $2. 95 list; 2- at., es 45; 


. -qt. 
8-at., $8.20; "10- -at.. $10.75; 12- -at., $14. 
$17. Discount, 20 and 10 per 
. Alaska special, '2-at., only $2.25 
less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6 3-qt., $8; 4-qt., $10. Discount, 
3344 per cent. 

GALVANIZED WARE.—At the mo- 
ment the retail trade is buying galvan- 
ized garbage cans in fairly liberal 
quantities, indicating that stocks are 
small and public interest aroused. Other 
kinds of galvanized ware are in light 
request. 

We quote from Boston jobbers’ 
stocks: 


Pails.—Galvanized, No. 1312, $4.86 
per doz. net; No. 1314, 40-Ib. to the 


doz., 4 No. 1514, 50-lb. to the 
doz., 96 

Garbage Cans.—Galvanized, No. 4, 
$1.15 each net; No. $1.60; No. 1, 
$1.88. 

Coal Hods.—15-in., $3.64 a doz. net; 
16-in., $5.12; 17-in., $5.50; 18-in., $6. 

Ash Cans.—National corer 


and Stamping line, No. 190; 
each net; No. 171, $3.50; No. 181. 
$3.88. Other makes, No. 1700, $28 a 
doz. net; No. 1800, $31. 

ee nag —4- at. $6.25 per 
doz. net: 6-q $7; 8-qt., $8: 10-at., 
$9.40; 12- -qt., a0 80, and 15-qat., $13. 





GARDEN TOOLS.—Weather 
tions notwithstanding, spring is at least 
two weeks in advance of last year, 
when, it will be recalled, it was two 
weeks behind schedule. Naturally the 
movement of garden tools out of job- 
bers’ stocks is ahead of last year and 
still going fairly strong. 
We quote from Boston jobbers’ 


stocks: 


Hoes.—Shank, 7%-in., $9.15 a doz. 
net; socket, 7%-in., $9.95; round top 


onion, $9.95; socket meadow, 9-in., 
$11.40; Rhode Island shank, 9-in., 
$10.40, socket, $11.40. 

Rakes. —Light steel, 12 teeth, Pt 80 
per dozen net; 14 teeth, $5.28; 16 
teeth, $5.76. Regular garden, 12 
teeth, $8; 14 teeth, $9.45; 16 teeth, 
$10.25: steel jSreres, 14 teeth, $11.05; 
16 teeth, $12 

Edgers —Turf, long handle, $10.90 


per doz. net. 


HAMMOCKS.—Those jobbers who a 
week ago saw some improvement in 
the demand for hammocks have a dif- 
ferent story to tell this week. Busi- 
ness is backward. Wholesale stocks 
are by no means excessive, and it is in- 
timated that any real spurt in retail 
buying might embarrass jobbers in the 
matter of deliveries. 


LAWN ACCESSORIES.—Lawn mow- 
ers and rubber hose are the leaders in 
this branch of the hardware business. 
Retail firms are buying with more or 
less caution, yet it is quite evident that 
their stocks are smaller than they 
usually are at this time of the year. 
We quote from Boston jobbers’ 
stocks: 


Lawn Mowers.—Jewel, 14-in., $14.25 
each list; 16-in., 7. Colonel, 16-in., 
$18; 18-in., $18.7 . Newport, 16-in., 
Lakewood, 16-in., 

.75; ‘ "$20. 50. Ambassador, 
16-in., $24; 18-in., $25. Imperial, 14- 
in., $30; 16-in., $32; 18-in., $34; 20- in., 


$36. Regal, 16-in., $36; 18-in., $38. 
Discount 50 per cent. Competitive, 
14-in., $5.75 each net: 16-in., $6. 


Lawn Trimmers.—Popular makes 
$15 each, list. Discount, 50 per cent. 
Factory Shipment.—On direct fac- 
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THE SPIRIT OF PROGRESS 


Richards-Wilcox Hardware 
is designed to meet modern 
requirements 


ARCHITECTS, BUILDERS, ConNTRACTORS— all who are engaged on 
construction work —are keenly alive to the spirit of the times. 
Methods that were in vogue but a comparatively few years ago 
are discarded for other and Jetter ways of doing the same things. 


This “spirit of progress” is the keynote of the R-W organization. 
The R-W Engineering Department is familiar with every door- 
way need. Its carefully prepared designs are reflected in R-W 
Products that exactly meet modern doorway requirements. 


This meticulous care, both in design and execution, extends to 
every item of R-W manufacture. There is a type of R-W Door 
Hanger suitable for doors of every description—house, elevator, 
garage, fire, industrial and barn. These various types are standard 
equipment of their kind. 

To R-W “spirit of progress” is joined the R-W “spirit of service.” 
Near you is an R-W branch anxious to help you with your door- 
way problems. Or, write the R-W Engineering Department giv- 
ing your needs. Its experience is at your command, without 
cost or obligation. 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansasCity Los Angeles SanFrancisco Omaha _ Seattle Detroit 


, Vi f , ° ¢ 
(i — AW, Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. - Winnipeg 
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tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 
18-in. Giameter x 24 in. long, $13.34 
each met; 24-in. diameter x 24 in. 
long, $15.34. 

Sprinkiers.—Lawn, fountain, $6 per 
doz. net; fountain, half circle, $5.50; 
rooks, $8. Rain King, $2.34 each net. 

Lawn Rakes.—Wood,' three-bow, 
$8.75 per doz. net; steel, $9. Two- 
bow, wood, $6.90; steel, $7.15. Hand 
made rakes, three eo bows, 28 
teeth, $10 per doz. net 

Hose. —Garden, B & D, %-in., 9c. 
per ft. net; S@-in., 10c.; %-in., 10%4¢.; 
Reading, %-in., 74%c.; %R-in., T%Cc.; 
%-in., 8%c. Bull Dog, %-in., 138c. 
Good Luck, %-in., 10c. Milo, 5g - -in., 
11%e. Vim, *%%-in., S8'4c.; 26 ~ -in., 
9144c.; %-in., 10%c. Pixton, %-in. 
Tise.: 5-in., 8c.; %-in., 9%4c. 

NAILS.—The demand for both wire and 
cut nails is beginning to assume sizable 
proportions. There is a growing ten- 
dency among retail dealers to extend 
themselves on nails, whereas during 
the first two months of 1925 everybody 
bought as sparingly as possible. 

We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $4 per 
keg base; from mill, in carload lots, 
$3 per keg base, in less than car- 
loads, $3.25 f.o.b. Pittsburgh; cut 
nails from store, Western, $5.25 per 
keg base hardened steel, direct ship- 

ments from mill, car lots, $3.70, less 
than car lots, $3.85, f.o.b. Pittsburgh: 
Tremont, in less than car lots, $3.95; 
hardened steel, $7.70 f.o.b. Wareham, 
Mass. 

POSTS.—The spring buying movement 
of posts may be said to be on for fair. 
Jobbers report more business booked 
within a week than in any similar 
period in months. 

We quote from Boston jobbers’ 
stocks: 

Posts.—Line, a galvanized, 6%- 
ft., 63c. each net; 7-ft., 69c.; 7%-ft., 
i3c. 

End.—Steel, galvanized, 714-ft., 

$3.94 each, net. 
Corner.—S 

$5.70 each net. 


POULTRY SUPPLIES.—The move- 
ment of incubators out of stock having 
passed the peak for this season brood- 
ers are evincing more life than here- 
tofore. In fact, they are going big. 
Other kinds of poultry supplies are in 
increasing demand. 
We quote from Boston jobbers’ 


galvanized, 7%-ft., 





stocks: 
incubators.—Buckeye line, oil and 
gas heater, No. 1, $26.25 each net; 
No. 2, $31.15; No. 3, $40, 43: No. 4, 
$47.60; No. 5, $74.90; No. 14, $11.55; 


No. 16, $19.25: No. 17, $25.73. Queen 
line, style K, No. 20, 70-egg ca- 
perry: $16.50 each; No. 21, 120-egg, 

50; No. 22, 220-ege2, $36. a5; No. 1, 
$5 egg, $27.50: No. 2, 135-egg, $37.50; 
No. 3, 180-egeg, $44.50; No. 4, 975- 


egg, $57.75; No. 5, 400-egg, $68; No. 
25, 600-egg, $103; No. 35, 800-egg, 
$132; No. 45, 1000-egg, $157. Dis- 
count, 30 per cent. 
Brooders.—Buckeye line coal No. 


18, $15.05 each net; No. 19, $18.55; 
oil burner, No. 20, $8.23; No. 21, 
$10.85; No. 22, $13.30; No. 25, coal 
burner, $21; No. 27A, oil burner, 
$12.25; No. 28A, $14; No. 29A, $15.75; 
Queen line, No. 1, 600-chick capacity, 
$21.50 each; No. 2, 1200-chick capac- 
ity, $26.50. Discount, 30 per cent. 

Fencing.—Blue Ribbon, in 10-rod 
rolls, 17- gage, No. 1424, $3.30 per roll 
net; No. 1736, $4. 20: No 2048, $4.95; 
No. 2360, $5.85: No. 2676,’ $6.70. 
Square Deal, 14%-gage, No. 1548, $5 
per roll net; No. 1760, $: 5 
gage, No. 1636, $4.40; No. 1948, $5.30; 
No. 2260, $6.20. 

Staples.—Galvanized, from _ stock 
$6.85 per keg. From mill, in car lots, 
$4.95 per keg, in less than car lots, 
$5.20. 

REFRIGERATORS.—Jobbers say re- 
frigerators are selling slowly and there 


is nothing that indicates business will 
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be better until we have some 


warmer 


days. Retail hardware dealers are 
meeting stiff competition for refrigera- 
tor business from the furniture stores 
in all of the large New England cities. 
We quote from Boston jobbers’ 


stocks: 
Refrigerators.—Eddy line, i 


n lots 


of less than five, 50 per cent dis- 
count. Prices range from $24.50 to 


$170.50 each list. 


ROOFING MATERIAL.—Makers of 
the Japroid line of shingles have ad- 
vanced prices on some styles, while 
prices on roofing papers have, in some 
instances, been slightly reduced. ‘Those 
items on which prices have been ad- 


justed follow: 


We quote from Boston jobbers’ 


stocks: 


Shingles.—Super __ strip, 121%-in., 
$7.20 per square, 10-in., $5.85; lock 


top, $5.15. 

Roofing Paper.—Slate Ss 
red, green and blueblack, $2. 
roll: weathered brown, $2.84: 


urface, 
25 per 
ordi- 


nary roofing paper, medium weight, 
$2.40; Rockroid, light, $1.10; medium, 
$1.35, heavy, $1.60. Saturated felt 


paper, $80 a ton. 


RUBBISH BURNERS.—The 


market 


for rubbish burners is displaying real 
signs of life. The average retail dealer 
is buying lightly each time, but placing 


orders frequently. 


We quote from Boston j 


stocks: 
Rubbish Burners.—Cyclone, 
$2 each net. 


obbers’ 


No. 2, 


SKATES.—Roller skates appear to be 
selling more freely. Some authorities 


believe sales in New England 
son will beat all previous reco 
We quote from Boston j 


stocks: 
Roller Skates.—Childrens’, 


strap toe, 70c. per pair net; 


clamp toe, 75c. Boys’ and 


this sea- 
rds. 


jobbers’ 


with 
with 
girls’, 


plain bearings, $1.10; ball bearing, 


ice Skates.—Union Hardware Co. 
line, No. 1624, 89c. a pair net; No. 


162414, $1.24; No. 1824; $2.0 
1924%, $3.12. 

Hockey Skates.—No. 524%, 
pair net; No. 424%, $1. 74. No. 
$3 Pas" Canadian, No. 51%, $1; 


$1. 

— Skates.—No. 52, 97c. 
net: No. 5624, $1.17; No. 
$1.62: No. 562414 euees No. 
$1.92; No. 5924% ” $3.5 

Outfits.—Men’ s No. 72, $3.65 
net; ladies’, No. 74, $3.65; 
No. 130, $6: ladie ’ 'No. 093, 


6; No. 


$1.36 a 
92414, 
No. i 


a pair 
52444L, 
57244, 


a pair 
men’s 
$6.50; 


all Goodyear welds. Tubular No. 


90, gray enameled, $5.50; 
plated, $6.50. 
Skate Straps.—Black or 


with common buckle, 20-in. 
per doz., net; o* in., $1.75; 
$1.75: 36-in. $3: 2 -in., $3.75. 


_ buckle, 920- in., $1.50; 


nickel 


russet, 
’ $1.25 
30-in., 
With 
30-in., 


SCREENS AND  DOORS.—Slightly 


more interest is being shown 


by those 


retail dealers not already covered. 


We quote from Boston j 
stocks: 


obbers’ 


Screen Doors.—No. 241, 2x6, $1.66 
each; net; 2x8, $1. 74; 2x10, $1. 83: 3x7, 


$1.93; No. 384, 2x6, $2.35; 2x8, 


$2.46; 


2x10, $2.58: 3x7, $2.69: No. 457G, 2x6. 


$1.95; 2x8, $2.08: 2x10, $2.20; 
$2.33. No. 557, 2x6, $3.90; 2x8, 


2x10, $4.20; 3x7, $4. 36. Comb 


ination 


screen door and storm door, No. 80, 


2x6, $7.09; 2x8, $7.64; 2x10, 
3x7, $8.55 


$8.04; 


Window Screens.—Competitor, _No. 
88: 


$4.82 per doz. net: No. 


9 
Hummer, No. 1833, $4.94: No. 2433, 


$6; No. 2437, $6.50: No. 2837, 
SHELF HARDWARE.—The 


$7.44. 
market 


for such shelf hardware as door but- 
tons, screen pulls, clothes line hooks, 


etc., tends upward, some of th 
manufacturers being reported 
advanced prices. 


e largest 
to have 








April 9, 1925 


SPRAYERS. — Retail merchants are 
taking sprayers in slightly larger vol- 
ume than heretofore. Some of the re- 
cent individual orders placed here with- 
in a week have been quite flattering. 

We quote from Boston jobbers’ 
stocks: 

Sprayers.—Pints, $3 a dozen net; 
quarts, $4.20 to $6.80; compression, 
$4.50; pump, $3.50. Knapsacks, $33 
a OZ. 

SPRAYS.—Insecticides also are evinc- 
ing more life, although the market is 


still a long way from active. 


We quote from Boston jobbers’ 
stocks: 

Pyrox.—One Ib. jars, 24 to crate, 
$7.32: 5-lb. crocks, 12 to crate, $15; 
10-lb. crocks, 6 to crate, $13.50; 25-Ib. 
containers, 4 to crate, $20.50; 50-1lb. 
kegs, $8.75; 100-lb. kegs, $13.75; 300- 
lb. kegs, $39.75. In less than case 
lots, 1-lb. jars, 32c.; 5-lb. crocks, 
$1.30; 10-lb. crocks, $2.35; 25-lb. con- 
tainers, $5.30. 

Arsenate of Lead.—In case lots, in 
paste form, 1-lb. cans, 24 to the case, 
23c. a lb.; 2-lb. cans, 25 to case, 22c.; 
5-lb. cans, 12 to case, 20c.; 10-Ib. 
cans, 6 to case, 18c.; 25-lb. cans, 4 
to case, 16c.; 50-lb. cans, 15c.; 100-Ib. 
cans, l4ec. In dry form, in 1-lb. 
packages, 24 to case, 33%c. per Ib.; 
5-Ib., 12 to case, 29%c.; 10-lb., 6 to 
case, 27%c.; 100-lb., 24M%c. 

Dry “Lime Sulphur.—In 1-lb. pack- 
ages, 20%c. a lb.; 5-lb., 17%c.; 10-Ib., 
15%4c.: 25-lb. drums, '12he.: 50-lb., 
llc.; 100-Ib., 10c. 

Lime Sulphur Wash.—Quart con- 
tainers, 3lc. each net; gallons, 59c. 

Carbola.—In 5-lb. packages, $6 per 
doz. packages: in 10-lb. packages, 
$10; in 50-Ib. bags, $3.33 per bag; in 
200-Ib. bags, 6c. per Ib. 


STANLEY GOODS.—The Stanley 
Works announce advances in prices for 
its product amounting to about 2% per 
cent in some instances and all of 5 per 
cent in others. 


STEPLADDERS. — Stepladders have 
sold and continue to sell well. In fact, 
some of the jobbing interests here say 
sales for the year are considerably 
ahead of those for the corresponding 
period of 19 


TOYS.—In the erector line of toys, 
chemistry, No. 5009, is now $5.50 list, 
and No. 707, $3.75, these prices rep- 
resenting an advance of about 10 per 
cent, while carpenter sets, No. 775, are 
$18.75, which represents quite a de- 
cided drop. Prices on this line of toys 
otherwise remain as heretofore. 


We quote from Boston jobbers’ 
stocks: 

Play Toys. —Wolverine line, Sandy 
Andy, with engineer, No. 76, $8. 25 per 
doz. net; No. 101, without engineer, 
$10.30. Dumping Sandy, with engi- 
neer, $6.20. Sand crane, with engi- 
neer, No. 104, $10.30. Panama pile 
driver, with engineer, No. 54, $10, 
Busy Andy trip hammer, $4. = 
junior, $1.95 circus, No. 27, $3. 
Over-and- cadiee. No. 28, $8. “ wie 
and-over lift, No. 32, $16.5 Motor 
race, ~~ 29, $8.25. BSeschaan, No. 31, 
— Laundry sets, No. 0, $4.15; 

8; No. 2, $18.50; No. 3, $27. 
Radio’ Rex. $15. Toy looms, _ No. 60, 
$3.34 each net; No. 240, $6.6 

Erector Line.—A. C. Sibert Co., 
sets, with motor, No. 0, 50c. each 
list; No. 1, $1 each: No. 3, $3; No. 4, 
$5; No. 7, $10: No. g, $25: No. 10, $50. 





Carpentry. No. 701, $1.! 50 each; No 
702, $2.50; No. 707, $3.7 No. 65, 
5.50; No. 770 of" Roe "975, $18. 15. 
Chemist try. —No 007, $1 1.25 each; 


a 5008, $3; No. 5009, $5.50; No. 5010, 
o fees. 38. 2001, $1; No. 2205, $3; 


~~ —No. 1029, 25c. each: No. 
1030, 50c.; No. 1031, 

Electrical Sets. —No. 3003, $3 each. 
Motors.—No. P58, $1.25 each; No. 
P54, $2; No. P56, $5. 
Transformers.—No. P60C., $3.50 
each. Discount, 33% per cent. 
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The New Columbian Window Display 


Here is the display that will make your store Rope Head- 
quarters, for the New Columbian Window Trim leaves nothing 
to the imagination. With your various lines of Columbian 
Cordage, actually shown in an ultra-attractive environment, 
the people of your city or town are bound to stop, look, and 
come into your store to listen. 


Three beautiful panels, lithographed in nine different colors 
and a Columbian dealer’s sign, are furnished to “dress up” 
your windows. The center panel is 56 inches long and 16 
inches wide, while the side panels, both of which are tinned, 
top and bottom, measure 62 by 12 inches. 


Eight artistic illustrations indicate a variety of uses for 
Columbian Rope and Twine. There is a definite suggestion in 
each picture which creates a desire for the Cordage you sell, 
and when you arouse people’s interest, you automatically get 
their trade. 


There are no strings attached to this display, for we want to 
help you sell more Cordage. Send for it now. It’s free to all 
Dealers selling Columbian Rope. 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, “The Cordage City” N. Y. 


Branches: New York Chicago Boston New Orleans 
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Increasing Demand for Spring Lines in Chicago 


— Builders’ Hardware Particularly Active 


(Chicago office of HARDWARE AGE) 

HILE spring has officially arrived, the weather is 

\ \ still cold and raw in the Middle West and busi- 
ness is somewhat affected thereby. 

been no material change in conditions during the past 

week and hardware is moving in a fairly steady volume 

which is about equal to that of this time last year. 

orders received by the jobbers can be taken as a reason- 

ably accurate barometer of the retailers’ sales and, while 

the record for this is rather spotted in the various local- 

ities when compared with the same period in 1924, there 

is shown to be a gradually growing demand for spring 

Warmer weather should undoubtedly stim- 


merchandise. 
ulate sales both wholesale and retail. 


AUTOMOBILE ACCESSORIES.—The 
weather is still unfavorable for a large 
volume in this line, although some in- 


crease in the demand is noticeable. 
Prices remain steady. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each: A. C. Titan, 58c. each; lots of 
a 56c. A. C. Special Ford, 44c. 
eac 
_ Lights.—Anderson, No. 3280, 

ae A. Electric (Ford), $4 


each. 
Jacks.—Ajax No. 6, 90c. each; Na- 


tional Standard No. 21, $1.20 each. 
Pumps.—Rose, 1%-in. cylinder, 
$1.55 each. 
Chains. ren pair lots, 





3344 per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $9.45 each; regular cord, 
$7.45 each; gray inner tubes, 30 x 
3%, $1.20 each; red inner tubes, 30 
x 3%, $1.50 each. 


AXES.—Advance fall sales continue to 
be very good. Prices are firm. 


We quote from jobbers’ 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. 


BOLTS AND NUTS.—tThe demand is 
slowly developing. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
, thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Builders’ 
hardware continues to be one of the 
brightest spots in the hardware trade. 
Manufacturers have announced another 
advance of 2% per cent on plated butt 
prices and 5 per cent on plain steel butt 
prices, but as yet there has been no 
change in jobbers’ prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicane 2% x 3% steel butts, 
case lots, old copper and dull brass 


stocks, 











Builders’ 


There has 
year. 


Mail 


steadiness. 


hardware continues to be the outstanding 
bright spot in the hardware trade, and manufacturers 
have announced arother advance in prices although job- 
bers’ prices have not changed since the beginning of the 
Other price changes are minor and the market, as a 
whole, is decidedly firm, and while no decided price changes 
are looked for, the general tendency is one of extreme 
It is possible that the quietness of the market 
at the present time may be due in a large measure to its 
stability, for the retailers, not being worried about chang- 
ing prices, are in no hurry to anticipate their require- 
ments before the merchandise is actually needed. 
Financial conditions continue to be satisfactory and col- 


lections are reported as favorable. 


pair; 4x 4 
and dull 
pair; 
inside sets, case 


per doz. 
old 


finish, $2.67 
steel butts, 
brass finish, 
heavy steel bevel 
lots $6.75 per doz.; steel bit-keyed 
front door sets, $1.75 per set; 
wrought brass bit-keyed front door 
sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 


CHAIN.—There has been no change in 


prices for some weeks. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ilb.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent discount; No. 00-4% _ electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices are holding steady and the de- 
mand is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 3344 per cent discount. 


DRAIN PIPE CLEANER.—Both sales 
and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Economy Plumber drain pipe 
cleaner, in 1 Ib. net cans, in lots of 
3 doz., $2.70 per doz., in lots of 6 
doz., $2.60 per doz.; and in 12 doz. 
lots, $2.50 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.: in lots 
of 6 doz., $4.70 per doz.; and in lots 
of 12 doz., $4.50 per doz. 


Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz 

Hercules boiler liquid, in 1 qt., can, 
$3 each; in % doz. lots, $2.50 each: 
in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. 
cans, $9 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Outside work is going ahead 
and ‘the demand is increasing as a con- 
sequence. Prices are firm and un- 
changed. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; 
gated conductor pipe, 3-in., 
100 ft.; plain ridge roll, 
per 100 ft.; corrugated conductor el- 
ows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Radio sales are slowing- 
up, although the demand for batteries 
continues to be good. Prices are un- 
changed. 


We nel from jobbers’ stocks, 
f.o.b. Chicag 
Electrical”  Merehandinn. — No. 


14 
$7.90 per 1000 


rubber-covered wire, 
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ft.: in 1000-ft. lots, $7.65; No. 18 
lamp cord, $14.50 per 1000 ft.; in 
1000-ft. lots, $13.75; %-in. brush 
brass key sockets, 19c. each; two- 
way plugs, 60c. each; in lots of 10, 
49l4c. each; one-piece attachment 
plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; dry cells, 
boxes of 50, 30%44c. each: less than 
case lots, 34c. each. 

Radio Supplies.—Radio B batteries, 
No. 6, $1.40 each; No. 767, $2.62 
eac 

Battery Chargers.—Apco line, in 
lots of less than 10, $13.50 each, net. 

Tubes. —Cunningham and R. C. fine 
$3 list. Discount, 25 per cent. 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Sales are very good 
and are increasing with the approach of 
warm weather. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $30.38 per 
oe rods; 1948-14%, $45.92 per 100 
rods. 


FILES.—A good demand is reported. 


No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—tThere is a fair 
demand for tackle in this market. 
Quality lines appear to be popular. 
Dealers are taking on their stocks. 


GALVANIZED WARE.—Manufactur- 
ers are a little soft on tubs and jobbers’ 
prices are reduced largely on account 
of competition. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Competition galva- 
nized after-made water pails, genuine 


‘- ears, 10-qt., $2.30 doz.; 12- 
, $2.50 doz.; galvanized wash tubs, 
1 doz. : o. 2, $6.85 doz.; 


No: 3, $7.75 doz.; No. 8 galvanized 
wash boiler, wood grip and han- 
dles, $13.75 doz.; l1-gal. tin breast 
galvanized kerosene can, $2.35 doz.; 


5-gal. galvanized oil cans, galva- 
nized breast, $6.85 doz.; %-bu. gal- 
.vanized after-made baskets, $4. 75 
doz.; 1-bu. galvanized baskets, $6.25 
doz.; 1%-bu. galvanized baskets, 
$8.75 doz.; perpendicular corrugated 
light galvanized ash cans, with 


cover, No. 55, $15 per doz.; No. 66, 
$17. 50 doz.; No. 77, $20 doz.: heavy 
galvanized ‘after- made No. 171, $28.20 
doz.; No. 1 $37.25 doz.; No. 201, 
$44. 75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
K LERS.—The orders placed so far com- 
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—A canvass of the Retail Hardware Dealers of the 
United States would probably show that 100% are 
insured against fire. 


—Another canvass would undoubtedly show that but 
few Retail Hardware Dealers insure their profits. 


—And yet “THE MASBACK PRICE SERVICE” 
insures your profits for the insignificant sum of $12.00 
a year—$1.00 per month—3!% cents per day. 


—How? By eliminating the danger of selling mer- ° 
chandise at a ““Mark-up” not consistent with the latest 
replacement value (usually due to lack of the latest 
cost). 


MASBACK HARDWARE CO: 


80-82-84 EROS New York 
Warren SE, MiG USA, 


Cable Address MASWARE 
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pare very favorably with previous 


year. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 10%c. 
per ft.: %-in., 13c. per ft.; 3-ply, 
good quality, wrapped, %-Iin., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, -in. “~~ * 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality, wrapped, *%-in., 9c 
per ft.; %-in., lle. per ft Lawn 
sprinklers, Rain King, $28 doz.; 
original fountain sprinkler, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are only 


fair. Prices remain firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 


25-in. bracket, 87 per cent discount; 
Single strength <A, 34 to 40-in. 
bracket, 85 per cent discount; single 
strength A, all other brackets, 84 per 
cent discount: double strength A, all 
sizes, 85 per cent discount; double 
strength B, 86 per cent discount. 
Putty, pure grades, $3.75 per 100 Ib.; 
commercial $3.40 per 100 Ib. 


HATCHETS.—Prices show no advance 


as yet. Sales are seasonably improv- 
ing. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets. 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 

2 shingling $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—Sales are 
seasonably good. Prices are _ un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-o0z. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, AGRICULTURAL.—Sales 
have been satisfactory and are expected 
to be even better with better weather 


conditions. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


chucked and bored, best grade, 4%- 


ft., $4.50 doz.; 5-ft.; $5.50 doz.: XX, 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; x, 
414-ft., $2.40 doz.: 5-ft., $2.80 doz 


Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with strap, 
ferrule and cap, 4- ft., $5. 50 doz.; 4%- 

$5.75 doz.: XX bent, 4% ft., $4.50 
ool §-ft., $5.50 doz.: X bent, 4% 
ft., $3 doz.: 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 
doz.; XX bent, 4-ft., 

doz.: X bent, 4-ft., 
Z. .. $2.95 doz. 

Garden Hoe Handles. vy 414-ft., 

$3.45 doz.; X, 4%-ft., $2.40 doz. 


Garden Rake Handles. ox 514- 
ft., $5.25 doz.: X, 5%-ft., $3. 25 doz. 

Shovel Handles. —Regular pattern, 
XX, 4%-ft., $5.90 doz.: 4i4- 
$3.90 doz.: D handle, best grade, $7. 95 
doz.; X grade, $6 doz. 

Spade WHandies.—D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices are firm 
and sales are very good. 

We quote from jobbers’ 
f.o.b. Chicago: 

Axe WHandiles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer WHandles.— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.50 doz. 

HINGES. — Manufacturers have ad- 
vanced prices on strap and T hinges 
2% per cent, but jobbers’ prices are un- 
changed. Sales are very good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70: 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., 56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3. 56: 10- in., $5.10 
per doz. pair. 


stocks, 
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ICE CREAM FREEZERS.—Sales are 
steady, but a larger volume is antici- 


pated as the season advances. Prices 
are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: White Mountain, 1- 


qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list; 6-qt., 
$10.45 list; 8-qt., $13. 50 list; 10-qt., 
$18 list; 12-qt., $21.55 list list; 15-qt., 
$25.60 list; 30. -at., Po 20 list; 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list; 2-at., 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 


All the above less 50 per cent dis- 
count. 


INCUBATORS.—tThe usual seasonable 
demand continues to be very satisfac- 
tory. No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 35 per 
cent discount; insulated ‘chicken 
waterers, $3.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—There is a promise of a 
good season’s business, although it is 
still too early for much current busi- 
ness. Prices are unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 

ll-in. wheels, $12.35 each; 
ball bearing, 4-knife, 10%-in. 
$10 each; 16-in. plain bear- 
4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-kKnife, 9- 
in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-kKnife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom 
canvas for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Sales are only fair, but it is 
hoped that favorable building weather 
will speed them up. Prices remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.25 per keg base; cement coated, 
2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
_ longer; $2.50 for shorter than 
-in. 

OIL STOVES.—Sales are seasonably 
fair and a good season is looked for. 
Prices remain unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list: 4-burner, $35 each 
list; Superflex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. ts of ten or more 
are subject to 30-5 per cent discount. 

PAINTS AND OILS.—Competition is 
responsible for shellac being now fur- 
nished in 4% lb. quality, which gives 
the consumer a better grade at less 
money, although the quoted prices are 
approximately a dollar more per gal- 


lon. Turpentine drops a cent. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oj!l.—Raw, barrel lots, 
$1.25 per gal.; 5-barrel lots, $1.20 
per gal. 

Linseed Oil.— Boiled, barrel lots, 


$1. - per gal; 5-barrel lots, $1.23 per 


gal 
Turpentine. .—Barrel lots, $1.06 per 


Alcohol.—Barrel lots, 


ga 
Denatured 
steel drum, extra $6, 


60c. per gal.; 


returnable. 
White Lead.—100-lb. kegs, $16; oe. 
Ib. kegs, $8.25: 25-Ib. egs, $4.2 


12%-lb. kegs, $2.20. 
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ry Paste.—Barrel lots, 7'%4c. per 


Shellac.—(4%-Ib. goods), white, 
$4.55 per gal.; orange, $4.20 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
PYREX WARE.—Prizes offered by the 
manufacturers for the best window dis- 
plays has had a tendency to stimulate 


sales. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 
Casseroles. i No. 167, $12 


doz.; No. 168, $14 Moz. ; No. 182, $12 
doz.; No. 184 $14 doz. 

Casseroles. —Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates—No. 202, $6 doz.: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2- -cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—tThere is a good 
demand for the spring trade and pros- 
pects for even better business are 
bright. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Sales are 
steadily increasing as the weather im- 


proves. No price changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicane: Best grade slate sur- 
faced prepared roofing, $2.10 per 
square; best grade talc surfaced, 
$2.35 per square; medium talc sur- 
faced, $1.75 per square; light tale 


surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 
ROPE.—Sales are good. Prices are 
high, but well maintained, and very 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila mentees 
brands, 26%c. to oBise. per Ib.; 

2 Manila, 25%c. per lb.; No. 1 Sisal, 
17%ec. per lb.; No. 2 Sisal, 16%c. 
per 


SASH CORD.—Sales are very active 
and prices are steady. 

We ae from jobbers’ stocks, 
f.o.b. Chicago: No. standard 
brands, $10.55 per doz. hanks; No. 8, 
$12.10 per doz. hanks. 

SASH PULLEYS.—Sales show steady 
improvement. Prices unchanged. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 

SCREWS.—Sales are good, prices 


firm _— stocks well balanced. 


uote from jobbers’ stocks, 
PP A hicago: Flat head, bright 
screws, 78-10 per cent new list; round 
head blued, 76-10 per cent list; flat 
head brass, 76-5 per cent new list; 
round head brass, 74-5 per cent new 
es japanned, 72-10 per cent new 
ist. 


WRENCHES.—Discount on engineers’ 
wrenches drops back to 50 and 10. 
Other prices firm. 


We quote a jobbers’ stocks, 
f.o.b. Chicago: Agricultural 
wrenches, 60 per cent. discount; 
Coes’ wrenches, 40-10 per cent dis- 
‘count; engineers’ wrenches, 50-10 
per cent of new list; Stillson, 65-10 
per cent discount; Trimo, 65-5 per 
cent discount. 

Snap-On Wrenches.—Radio and 
electrical set. gt No. 101 Master 
Service a, $15.25; No. 202 Heavy 
set, $8.8 No. 303 Ford Master Ser- 
vice oa $14. 85; No. 404 Universal 
Socket set, ; No. 505B Screw 
Driver set, No. 900 Square 
Socket set, $3.70. All Snap-On 
Wrenches less 40 per cent. 
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Six Square Feet is all the space a 
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S A PROFIT-MAKER this handsome Congoleum 
Sales Rack has made a decided hit among Congoleum 
dealers, especially in the hardware business, where space is 
at a premium! Some claim their racks have almost doubled 
their Congoleum Rug Sales. 


This “silent salesman,” as one dealer calls it, is sturdily 
made of steel and durably enameled in olive green with gold 
lettering. It holds 18 room-size rugs—displayed to such good 
advantage that customers cannot fail to see and be impressed 
by their beauty and the wide variety of patterns. Then too, it 
displaysthe Congoleum nameand Gold Seal prominently. It is 


54 in. wide, 63 in. high by 15 in. deep. It costs but $15.00 f.0.b. 
nearest warehouse. (Shipped crated, gross weight 150 Ibs.) 


Congoleum Rugs always havea ready sale in hardware 
stores. They’re right in line with washing machines, self- 
wringing mops, fireless cookers and other labor-savers 
for the home. And with the Congoleum Sales Rack to 
save floor-space and simplify selling there’s no reason 
why every hardware dealer should not have a big share 
of the profits that aggressive merchants enjoy through- 
out the year. Write us for details. 


CONGOLEUM-NAIRN INC. 


Hardware Division Headquarters 


me SE) See ES 3S 1421 Chestnut Street Philadelphia, Penna. 
mr re joes Nt) Gai “See ae 
Go} s 
cole 


4 Use 


“4 
“ys & 






Out of the mail bag! 


“We have found the Congoleum 
Sales Rack to be certainly well 
worth the investment from the 
standpoint of display; also it re- 
quires only a small amount of 


floor space.” — Beckley Hardware & Supply Co., Beckley, W. Va. 


“My Congoleum Sales Rack has increased my sales, cut down 
handling expenses and saved time and store space. Asa fixture it 
is a credit to any store.” — Rice Hardware Co., Hammonton, N. J. 


“Our Congoleum Sales Rack not only shows the line to advantage; 
but hasincreased the sale of Congoleum Rugs decidedly. Weconsider 
the Congoleum Sales Rack the greatest silent salesman we ever 
had—and positively would not do without it.”"—H. S. Steele 
Hardware Co., Apollo, Pa. 


“Our sales of Congoleum Rugs have shown a decided increase 
since the installation of our sales rack four months ago. We are 
cramped for space in our store and find the rack displays the Con- 

\ goleum Rugs to good advantage and requires very little space.” — 


Robert A. Stransky, Hardware Merchant, Buffalo, N. Y 
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AKCADE 


ICE TOOLS 


Arcade Ice Picks are known to 
dealers from coast to coast as “Needle 
Point Ice Picks.” They will break a 
100 Ib. block with true accuracy and 
only two or three blows. Guaranteed 
in every detail. The blades are made 
of the finest steel in the country care- 
fully ground to a needle point and 
hardened. They are packed with each 
blade in a paper sheath so that the 
points cannot be injured during ship- 
ment. 

When you sell your customer Ice 
Picks and Ice Shaves—sell them 100% 
satisfaction. Arcade hardware products 
are backed by nearly fifty years of 
manufacturing experience—fifty years of 
profitable and satisfactory sales. 

Our Ice Shaves are made for all pur- 
poses. Home, store or hotel—we have 
an Ice Shave to suit any need. In the 
larger sizes or those known as the 
Hotel Ice Shaves, the blade is made 
from the finest grade of spring steel 
with the handle formed from steel tub- 
ing. They are strong and serviceable 
and will give satisfaction wherever used. 
On the smaller Ice Shaves or those used 
for home use, the handle is made from 
polished wood with steel blade. A light 
but strong and very efficient shave that 
will give the housewife satisfaction. 























Ask for Free Catalog of Hardware and Toys 


ARCADE MFG. CO. Freeport, III. 


The One Stroke Egyptian 
Alphabet 


(Continued from page 80) 





Geeerbanartectiogaer 


proper necessary tools are every bit as impor- 
tant as the proper instructions and required 
practice. 

One great mistake that the average beginner 
makes is his lack of confidence in himself. We 
are largely in life what we think we are; we 
are never a failure until we admit it ourselves. 
No one profession or trade requires more con- 
fidence in oneself while learning than show 
card writing. While teaching in numerous 
classes on show card writing the writer has 
observed how extremely sensitive the students 
were about their first attempts at lettering, and 
while they would willingly accept criticism from 
the teacher, any slight criticism from a fellow 
student would be quickly resented. If the be- 
ginner would only stick to plain lettering and 
not add fancy work, ornaments and stiff scrolls, 
embellishments and illuminations that only the 
most expert show card writers would attempt, 
his show cards would attract to the merchan- 
dise and not to themselves. 

A well-lettered and spaced show card is very 
much like a well-dressed and well-bred man. 
He is not conscious of himself or his clothes. 
The beginner at show card writing today has 
much the advantage over the beginner of the 
old school in that he is able to purchase perfect 
flat pointed chisel edge red sable lettering 
brushes which were designed purposely for 
show card writing and so constructed that they 
require no “breaking in.” The writer can 
easily remember in the old days it required the 
skill of an experienced letterer to train and 
trim a lettering brush to the point of making a 
perfect stroke. Just imagine what a beginner 
was up against in those days unable to break-in 
his own brushes he must be contented to plug 
along working twice as hard as the beginner of 
today to attain the same results. Now eight 
beginners out of ten who are willing to prac- 
tice one-half hour six evenings a week can posi- 
tively learn to produce a presentable sign in 
six months’ time. 

Specia] attention should be given red sable 
brushes when through lettering. First, they 
should be thoroughly cleaned in cold water, the 
hairs smoothed out flat between the fingers and 
left to dry in this position handles down in a 
long-necked bottle or large glass. 





Cash Register Displays 


HEN you make a purchase at Dimock’s Quality 

















ARCADE 





HARDWARE 
and TOYS 











\\ Store, Wyalusing, Pa., you naturally get near 
the cash register to receive your change. Mr. 
Dimock makes a point of displaying some new item 
near the register so that you see it. If there is not a 
new item available or suitable some other hardware ar- 
ticle is placed on display. The items so displayed are 
changed frequently; no price cards or signs are used. 
Mr. Dimock tells us that this practice creates interest 
and brings extra sales. 
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How Winfield Merchants Coop- 
erated to Retain Local Trade 


(Continued from page 79) 
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three weeks the same lady phoned him and 
said she was interested in a certain vacuum 
cleaner which a peddler offered her at $5 a 
month until the total $59.75 was paid. 
Cohan offered her the same cleaner backed 
by his personal reputation for $49.75 in cash 
and got the order. When she bought the 
cleaner he learned that the peddler’s lino- 
leum had been thrown away and Mrs. Jones 
had purchased a new covering. Cohan sold 
her the shellac this time and you can bet 
Mrs. Jones buys in Winfield forever and a 
day. 

Mrs. Brown lives next door to Mrs. Jones 
and when she heard the story from her 
neighbor, decided that the set of brushes she 
needed would be bought from the Roose- 
velt Hardware & Paint Co. She made 
such a purchase, obtained brushes of known 
quality and saved about $12 on the trans- 
action, basing her comparison on _ prices 
quoted by a brush peddler. 

Our friend Cohan and his fellow mer- 
chants continue to extol the virtues and ad- 
vantages of local trading and we do not be- 
heve Winfield is a very profitable peddler 
territory. 





Sales Drop 97% Without Display 


OUIS SEELE, who operates one of the most pro- 
L gressive hardware stores in Indianapolis, Ind., 
is a firm believer in the value of interior dis- 
plays, particularly for items of the much-needed-but- 
usually-forgotten variety, and makes it a point at 
frequent periods to display such articles. 

He quotes the following experience to prove his con- 
tention: 

With a small display he sold 146 coffee percolator 
tops in a period of seven weeks. Then he removed 
the display, and his sales of this item for the next 
three weeks amounted to exactly one; which is to 
say they dropped off more than 97 per cent. 

Upon putting back the little display he sold no less 
than 35 in the next seven selling days. 

Hardware retailers are losing a huge aggregate of 
business every year to the five-and-tens, Seele says, 
simply through lethargy. The loss is particularly 
heavy in the little hardware items that the five-and- 
tens display in trays, screws, hooks, hinges and sim- 
ilar merchandise. The regular hardware-store prices 
for these items, he points out, are far lower than the 
five-and-ten prices, but they are the sort of merchan- 
dise that the customer picks up when the sight of 
them calls to mind the need. People seldom make a 
special trip to the store for them.—Retail Ledger 


(Phila.). 
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eA nnouncement / 


CT SE BROOKLYN DaILy 


¢ J L 9 FAGLE has purchased the 


assets of the former 
Morgner Catalogue Company and 
engaged the entire compiling staff 
of that company. It will continue 
the business under the title of the 
CATALOGUE DEPARTMENT OF 
THE BROOKLYN DAILY EAGLE. 


The first national standard size 
catalogue produced for Hardware 
Jobbers by any Catalogue organiza- 
tion in this country was compiled 
by the personnel of the former 
Morgner Catalogue Company, 
now a part of our organization. 
Practically every innovation and 
improvement used in the best 
jobbers’ catalogues today origi 
nated with this group of men. 


THE CATALOGUE DEPARTMENT 
OF THE BROOKLYN DAILY EAGLE 
offers you experience, responsibility 
and known integrity. 


May we discuss with you our 
facilities and prices for an indi 
vidually compiled catalogue, built 
to exactly fit your business and ar- 
ranged so as to help your inside 
organization as well as your cus 
tomers—a fact consistently over- 
looked in the average catalogue of 
today? 





Catalogue Department 


Brooklyn Daily Eagle 


305 Washington Street 
Brooklyn New York 


“Makers of Eagle-Made Standard Size Catalogues” 
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Cash or Credit ? 


(Continued from page 78) 











HE FEveredy Strainer Set will sell 

big for you, too. Women who 
have ““worried’’ through a batch of 
preserves see in a flash that the Everedy 
Strainer Set is just the utensil to take 
the hard work out of it. The fact is, 
many a housewife today has given up 
preserving just for the lack of such 
a convenience. 


































Everedy sales possibilities 
are great! 

Everedy profits and turnover 
are good! 


The selling points are many and appealing: 
—convenience, compactness (it folds up to 
put away), inexpensiveness, usefulness. 
Proper display makes them really self-sellers. 
Every second woman wants an 


Everedy Strainer Set 


Strainer Stand is round-edged, flat spring 
steel, nickel-plated. Adjustable to fit any 
size rim or crock, Retail Price 50c 
Strainer Bag is made of specially woven 
strainer cloth. Retail Price 25c 
Filter Bag is made of heavy, napped filter 
cloth. Retail Price 50c 


(Both bags have openings 11 ins. across 
and hold a full gallon) 


Order from your jobber. Ask 
him about the Everedy Bottle 
Capper, or write us direct. 


THE EVEREDY COMPANY 
1 East Street, Frederick, Md. 








Its making sales 
records everywhere 


many other items of hardware, all of which 
is to our detriment. 

These items all bear a good profit, but 
why buy from the hardware store and pay 
regular price when they are being given 
away and sold as leaders? 

Then on top of it all, we have the semi- 
jobber and manufacturer to compete with, 
and sometimes the very fellow we buy our 
goods from is our competitor. To tell the 
truth, we are having a devil of a time to 
stay in the retail hardware business, and 
that is why the Hamp Williams Hardware 
Company is forced to add other lines in 
order to compete; and after all our unjust 
and unfair competition, we are expected to 
charge the goods we sell—contribute to 
churches, charity, roads, schools, fairs and 
campaigns of every kind and description; 
furnish our sons and daughters to wed the 
sons and daughters of those who patronize 
catalog houses and peddlers, and all the 
catalog houses do for them is to take their 
money and help break down the retail 
stores in their communities. ‘Then finally 
when the last summons is issued to the cata- 
log house patron, the retail hardware mer- 
chant is expected to furnish the tools with 
which to dig his grave, follow his remains 
to the cemetery and there contribute flowers 
to decorate the mound under which his 
body lies. 

“Oh, death, where is thy sting? Oh, 
grave, where is thy victory?” 





Catlin’s Merchandising Corner 
(Continued from page 68) 





They know the value in business of friend- 
ship, of the “Thank You, Call Again!” attitude. 

They appreciate the commercial value of in- 
teresting the farmer’s wife. They know she 
likes attention. So they pay her attention. 
They send her circulars which their experience 
shows she reads carefully. They recognize her 
influence. So they capitalize on her interest as 
the power behind the purchase. They know 
she will persuade the gentleman of the house 
to place an order with the company which takes 
an interest in her. 

“How can I get the farmer’s wife on my 
side?” That’s one question wide-awake small 
town retailers are asking themselves today. 
To get her on your side you must first get on 
her good side. Personal contact will give you 
the advantage. Cultivate farm family friend- 
ship, keep it growing. Then you will surely 
reap your reward. 
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Inventorying an $85,000 Stock 
in One Day 


(Continued from page 75) 





this spring. To these dealers particularly the 
experiences of Barker, Rose & Clinton Co., 
Elmira, N. Y., will appeal as an incentive to 
taking inventory in one shift. This firm inven- 
toried an $85,000 stock on New Year’s Day, 
working from 8 a. m. to 5 p. m. 

S. E. Rose, president, has been in the hard- 
ware business for 25 years. Until this very 
year he never realized that an inventory could 
be completed in one day. Mr. Rose is so pleased 
with the results of his experiment that he has 
been kind enough to explain just how it was 
done. His letter is interesting and instructive, 
and we are glad to quote from it as follows: 

“Several thousand of my fellow hardware 
dealers spend their sleeping as well as their 
working hours in the struggle to get an inven- 
tory. For 25 years I, myself, have annually 
devoted the evenings of from one to three weeks 
“to get it on paper.” I was brought up to be- 
lieve that it could be done in no other way, but 
having recently read of its being accomplished 
in one day, decided to try it. It may interest 
you to know that we found it entirely feasible 
as we secured the best inventory we ever had. 
Between the hours of 8 a. m. and 5 p. m. on 
New Year’s Day, with 114 hours off for lunch, 
we took the entire stock of $85,000 worth of 
hardware, auto and radio supplies, sporting 
goods, etc. 

“Our augmented force included five college 
girls. Our entire office force without an .ex- 
ception responded to our appeal, and there was 
a splendid spirit of cooperation manifested. We 
had 33 teams. .The girls and women did the 
writing, with the result that we have the neat- 
est and most correct invent@ry I have ever seen. 
Our extra labor cost us about $50, but the undi- 
vided attention that we have been able to give 
to selling during these first days of January has 
more than made that up in additional earnings. 
We shall have the figured total before Jan. 10, 
whereas heretofore Feb. 15 has rarely seen the 
result realized. 

“The experience gained this year will enable 
us to reduce our force next time by at least six 
people. The secret of success is in thorough 
preparation, including the previous placing of 
equipment, such as tables, pencils, ladders, 
brushes, dust down, etc. Each section was 
plainly marked, with the corresponding num- 
bers on the inventory books and on the team’s 
schedule. Teams finishing their sections were 
immediately shifted to the stock rooms. All 
employees will be given a day’s vacation to be 
taken at our convenience before March 15. 
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THE Eveready program for 
1925 is bigger and better 


than ever. Eveready Flash- 
light and Battery advertis- 
ing is covering the nation 
like a blanket. No man, wo- 
man or child in the United 
States who can be reached 
by the English language can 
miss this advertising without 
deliberately looking the 
other way! 

There are color pages in 
the widely circulated Satur- 
day Evening Post and other 
popular magazines. There is 
large space in the fiction 
magazines, the farm press, 
the women’s magazines and 
the great metropolitan news- 
papers. Thirty million read- 
ers is a modest estimate. Con- 
nect up with this advertising 
and make it pay you! At- 
tractive window-display ma- 
terial sent free on request, 

Manufactured and guaranteed by 


NATIONAL CARBON CoMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., Limited 
Toronto, Ontario 





EVEREADY 


FLASH LIGHTS 
& BATTERIES 


-they last longer 


Making 
millions 
want 
Eveready 
flashlights 




















No. 2671—Eveready 2-cell Focusing Spot- 
light with the 200-foot range. 
“% 4 . 


Eveready Unit Cells fit and improve all 
makes of flashlights. They insure brighter 
light and longer battery life. Especially . 
designed Eveready-Mazda bulbs, the bright 


eyes of the flashlights, likewise last longer. 
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Waen a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know what he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 


MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 


























We Give an Absolute Two-Year Guarantee 
Covering This Check 


Illustration shows with HOLDER ARM; can be supplied with 
REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 

Circular upon request 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 
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An Appreciation of Chas. A. 
Burditt 


The following appreciation of Charles A. Burditt, 
who for fifty years headed the firm of Burditt & 
Williams, 18-20 Dock Square, Boston, was written by 
C. B. Williams, second son of Joseph Williams, Mr. 
Burditt’s partner. In forwarding this poem to HARD- 
WARE AGE, the Rev. Mr. Williams says: 

“Though a clergyman, I have kept in touch with 
“hardware” all my life. To this day I love to go 
into “Varick’s,” here in Manchester, to smell again 
the old hardware smells and to jolly with the hard- 
ware men.” 


In the World of the Hardware Men 


¢¢—)> URDITT AND WILLIAMS,” that was the name 
By which the firm achieved its fame, 

In the world of the hardware men. 

Builders’ Hardware and Carpenter’s Tools, 

Wholesale and Retail, just as you choose, 

In the world of the hardware men. 

A hardware store for a hundred years— 

That was their slogan, but were those tears 

In the world of the hardware men. 

Tears may be slowly, softly falling, 

With your mind its past recalling, 

In the world of the hardware men. 

Burditt was one who carried a flag, 

His heart beat high, none knew him lag 

In the world of the hardware men. 

Father, sturdy, staunch and strong; 

Daily made of “Hardware” a song, 

In the world of the hardware men. 

Pieper and Washburn, Herbert, Monroe, 

O! how their memories come and go, 

In the world of the hardware men. 

Seventy-three years was Father’s span, 

Then home to his father’s, a part of God’s plan, 

In the world of the hardware men. 

Eighty-eight years has Burditt stood, 

Proud of his part in the old Firm’s good, 

In the world of the hardware men. 

Long may your shining form be here, 

Long may your presence the young firm cheer, 

In the world of the hdfdware men. 





Unique Method of Curbing 
“Glorified Peddler” 


Merchants in many localities have been dis- 
turbed by the activities of house-to-house can- 
vassers. Various methods of meeting this 
form of competition have been used, such as 
daily license fees, compulsory surety bonds, 
etc. 

Perhaps the most unique course is that 
adopted by one community in the form of an 
ordinance requiring all canvassers to undergo 
a health examination every day, as security 
against the danger that they may carry conta- 
gious disease in their progress from house to 
house. 

These daily health examinations cost $5.00 
apiece.—From Debit & Credit. 
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What Is Your Opinion of Dollar 9 



















Day Sales? v Anchor Brand = T 
, 
$6 OLLAR DAYS” have been discussed pro and Clothes Wringers 
1) con at many State conventions. Many mer- 
chants say the plan is a huge success in 
their towns, and others believe the plan is not good Best Every 
merchandising. Please give us your experiences and — a... 
opinion. A. B. Teale, retail manager, for the Ed- Made in dif- poe OM 
wards & Chamberlain Hardware Co., Kalamazoo, to at every et ee derful eft 1. 
Mich., recently participated in a community “Dollar ee | GHABDANTEE.- 42) Salad El» 
Day” sale and comments as follows: _ wes * 
“The writer has read with much interest the article DF 
which appeared in the late edition of your good pub- eS | 
lication pertaining to Dollar Day sales. 
oo oo (h 
Della Day ‘“* 
A Bais eee aes so 2 
==” cutasrem fs. BE All Dealers should have in stock ANCHOR 
yy a = a 4 BRAND Wringers to fit Round, Wood, or Iron 
wee | ares SST te oh S Tubs, Square or Stationary Tubs, as well as 
ae | OS, UT | mse see Folding Bench Wringers. 
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a Rs mL eS & swe We solicit your orders, which will be 
wie en ome jt se shipped promptly 
posenares — * ° 
er [Se | Lovell Manufacturing Co. 
ae Erie, Pa. FRADE] |MARK 
$1.00 | ‘$1.00 : 
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ae 29 
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“The Kalamazoo merchants have for some few 27 - 
years past put concerted efforts on Dollar Days, one =s or . 34 
in the spring and one in the fall. It was the writer’s NO 
° 4 ° e 35 
experience to be chairman of the Dollar Day commit- CROSSWORDS 





tee, and while every other line represented was per- When You Use 


fectly satisfied with the results, we, as a hardware - _ STAR HACK ry. +6 


store, were not entirely sold on Dollar Day, generally 


speaking. a7 148 SAWS 52 53 
55 















































“The writer would like to ask merchants in this 3 56 
part of the country, through your paper, their ideas ‘ - 
on Dollar Day and such other special sales and their “ an a . 
success in holding same. cz Ss lot cs 66 G7 














“We are mailing you under separate cover copy of <5 76 

. . © . Go 
our Dollar Day edition, and think that you will agree 
with us that our copy is equal to any other copy 
shown in this paper, so are wondering just where 
the difficulty might lie in the hardware store’s non- Makers Since 1883 
success in pulling off these sales. The writer thinks 


that the reports from other hardware stores would CLEMSON BROS., INC. 
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be interesting matter especially if the hardware ad- 

vertising copy were shown in connection therewith. Middletown, N. Y. 

We have no objection whatever to your publishing WE HAVE SOMETHING TO TELL YOU 

our copy, should you care to do so.” ABOUT HACK SAWS. WRITE FOR 
Mr. Teale’s “Dollar Day” advertisement is repro- BOOKLET. 


duced on this page. 
What is your opinion of “Dollar Day” sales? 
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Buying and Selling on the Market 


of turnover. He should know how prop- 
erly to instruct a dealer in marking up 
goods so as to cover his costs and insure 
a profit. He should know what consti- 
tute the legitimate costs of doing busi- 
ness. And above all he should continu- 
ally study the consumer demand for 
the goods he sells so that he can always 
advise the dealer right, not alone in 
making his selections, but also as to the 
right amount of stock to carry, so that 
proper turnover will be assured. 


The Dealer, Also, Has a Merchandis- 
ing Responsibility 


Most dealers understand fully the im- 
portance of proper buying to secure the 
necessary turnover, and they are told 
a great deal about the evils of overload- 
ing and the many possible losses due to 
dealing in futures. There is another 
side to this question, which many of us 
do not consider carefully enough—the 
question of underbuying. 

We all know we will lose our profit 
if we overbuy, even though we buy at 
bargain prices, because the profit we 
ca1 make by quick turnover is so very 
much greater than any possible extra 
discount we may be offered for quantity 
buying. 

At the same time we will surely lose 
a possible profit on goods that we have 
a chance to sell, but which we are short 
of at the moment the demand comes. 
Therefore, I consider it just as danger- 
ous to have an understock as it is to 
have an overstock, so far as our profits 
are concerned. 

We should study our ability to dis- 
tribute merchandise and if we find we 
cannot buy in minimum unit packages 
without being overstocked, then is the 
time to sit down quietly and figure out 
whether we should not cut the item out 
altogether. 

There are two courses to pursue in 
such a case. 

Cut the item out altogether and re- 
fuse to sell it on the basis that you do 
not have sufficient demand for it. Make 
up your mind the article is necessary to 
properly balance your stock, and then 
get busy and create a proper demand 

or it. 


“Don’t Use Snap Judgment When 
Buying” 


BUYMANSHIP is even more impor- 
tant than SALESMANSHIP. If you 
don’t buy right, if you overstock, if you 
buy so that you lose your turnover, you 
have lost your profit no matter how 
clever you are as a salesman or how 
good your sales organization may be. 


“Prepare for Better Business” 


When business undertakes to prepare 
itself for a period of general activity, 
the first signs to appear are usually 
found among the basic industries, which 
one by one begin to register improve- 
ment; then this improvement spreads 
to the wholesale and retail trades in 
turn. 

The wise merchant who keeps his 
fingers on the pulse of the business sit- 
uation has strengthened his connections 
with his sources of supply and is now 
trying to anticipate his requirements 
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as accurately as possible so as to allow 
his sources of supply every opportunity 
to give him proper service. 

a merchant waits until he is 
pressed for goods, then sends in a 
rush order, he is taking an unfair ad- 
vantage of the man who is trying to 
serve him, for this is one form of lack 
of cooperation. 

The following suggestions I believe 
will be found helpful in buying and 
selling on the market and are some of 
the things you must do to make a profit 
in the hardware business. 


1. Have a well balanced stock. 

2. Carry as large a variety as your 
capital will permit. 

3. Know positively the monthly 
rate of sale of each item in 
your stock. 

4. Stock only a sufficient supply to 
insure the proper turnover. 

5. Order your renewal stocks 
time to keep the proper quan- 
tity of merchandise on your 
shelves. 

6. Sell as far as possible for “Cash 
only.” 

7. Study business data and funda- 
mentals carefully and have 
some reliable information al- 
ways at hand. 

There is a limit to which every one 
of us can go, and neither manufactur- 
er, wholesaler nor retailer can afford to 
be carried along to the point where the 
cost of the service item is going to eat 
up our profits. 

Any one of us can get more business 
than we can take care of if we give our 
merchandise away, but which one of us 
wants to conduct business that way? 

Service is responsible for large losses 
that are being piled up against most 
every line of business, and which help 
to reduce profits in no small degree. 

Let each one of us study this prob- 
lem from the right angle, and realize 
that service is the ability to please, to 
do something better than the other fel- 
low, to do it within the time and upon 
the terms agreed, to represent merchan- 
dise honestly, to sell a customer what 
he wants and what he needs, and to 
keep him from buying something that 
he doesn’t want and doesn’t need. When 
you undercharge, or when you give 
something for nothine, when you cut 
prices to the point where you can no 
longer make your honest gross profit 
on a sale, you are not giving service, 
because you cannot do business on a 
legitimate basis in this manner. 

Theodore Roosevelt once said that 
“the slightest study of business condi- 
tions will satisfy anyone capable of 
forming a judgment that the personal 
equation is the most important factor 
in a business operation.” 


“Capitalize Your Good Will” 


Retailers in a community usually feel 
that they have done their share towards 
building a successful business when 
they fit up a nice, clean, well arranged 
store, and stock it with high class mer- 
chandise. They then sit down and wait 
for the trade to come to them. and right 
here is where they make their fatal 
mistake. 

Nearly all of the well-established re- 
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tail merchants who have been in a com- 
munity for a number of years have 
managed to build up a_ substantial 
amount of good-will, otherwise they 
would not have lasted as long as they 
have, for, after all, it is good-will, built 
up by fair dealing and the sale of re- 
liable merchandise over a period of 
years, that is entirely responsible for 
the trade that the dealer draws into his 
store. 

But why wait for people to come in? 
Why not go after the prospective 
buyer? What right have you to assume 
that even your best customers know 
what you have in stock which would be 
of interest to them? 

Remember that we all are continually 
buying something, but unfortunately 
we do not always buy that something 
from the local dealer, who has a moral 
right, at least, to expect our support— 
and why don’t we buy from him? Sim- 
ply because we don’t realize that what 
we want is in stock right here within 
our reach and so we send away for it, 
pay just as much or perhaps more, and 
have to wait for delivery in the bar- 
gain. 

And whose fault is it that we do such 
things? Well, we will take some of the 
blame to ourselves, because most of us, 
after all, are loyal to our own commun- 
ity and to our local merchants, whom 
we know and have faith in, but the real 
responsibility rests with the local re- 
tailer, as in most cases he has done 
absolutely nothing to get after us and 
interest us in the service which he is 
prepared to render. 

You may not know of the enormous 
power and influence exerted by personal 
solicitation, bringing an article to a 
customer’s own home or office and show- 
ing it to him; but I want to tell you 
that there is no commodity in the world 
that is so firmly intrenched through na- 
tional advertising or otherwise that 
cannot be outsold by the simple process 
of personal solicitation. 

I say “simple process”—yes, simple 
for the local merchant who has a repu- 
tation and established good-will in his 
own community—but not quite so sim- 
ple for the outsider who wants to come 
in, though outsiders are coming into 
your territory every day and getting 
away with an amount of your trade 
that, taken as a whole, is quite alarm- 
ing. 

I want to suggest to every retail mer- 
chant that he put out a man in his own 
territory to make personal calls and 
og business among people who know 

im. 

If you can afford to keep one or more 
men on the job every day, you undoubt- 
edly would find it such a paying propo- 
sition that you would never give up 
the idea; but even if you can’t afford 
to get a man started right away on 
whole time, you can utilize the services 
of your store help in this way during 
the slack hours of the day. 

One of the greatest merchandising 
opportunities in existence is right at 
your very door. What awe you doing 
about it? 

I sometimes wonder if retailers fully 
appreciate their particular function in 
the chain of distribution. 

With many to whom I have talked it 
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ALLEN 


MANUFACTURING CO. 


Pioneers in the Manufacture of 
Lawn Sprinklers—Founded 1887 


568 W. Lake St. 69 Warren St. 
CHICAGO NEW YORK 











This is ALLEN’S UNIVERSAL, one of the best 
looking and smoothest working water distributers we 
know of. On account of its combination spray, both 
vertical and lateral, it is recommended only for lo- 
calities where the pressure is 30 Ibs. or more, at sill 
cock. Height, 10 inches, covers 34 foot circle at 30 lbs. 








MENDER 


This is ALLEN’S PUTTING GREEN, a water dis- 
tributer particularly adapted for use on golf courses, 
country places, parks, and public grounds. The 
spread of the arms is 24 inches, ana they are adjust- 
able to any angle. Height 44 inches, covers 44 foot 
circle at 30 Ibs. pressure. Made with connection for 
1 inch hose, if desired. 





MYSTIC NOZZLE 





Order Allen Sprinklers from Your Jobber 
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METAL WEATHER TRIPS 


ED BY ANYBODY 
poze> 












v ECONOMY 


CAN BE INSTALL 


equipment 


The Most Logical 
for the Hardware Trade 


The Economy All Metal Weatherstrip, 
with its handy carton and many other 
advantages, has created new life and 
interest among hardware men every- 
where. Dealers whose past experience 
with weatherstrips had made them 
skeptical, are now enthusiasts. They 
have tried ‘‘Economy’’ and have found 
that it really sells, with quick turnover 
and good profit. 











Why does ‘‘Economy” sell fast? Because 
it instantly appeals to every home owner 
that sees it. 


We have a sales plan, that will sell more 
weatherstrips for you this year than you 
ever did before. Mail the coupon below 
and we will gladly send you, without 
obligation, a miniature model window 
equipped with “Economy,” with attrac- 
tive counter display and_ descriptive 
literature. You will immediately recog- 
nize why “Economy” is the _ logical 
Weatherstrip for the hardware dealer. 






METAL WEA | 
AL WEATHER “atta cn 





Complete Equipment 
in Attractive Carton 


Complete equipment for door or window, 
with instruction sheet and nails, is con- 
tained in a handy carton. To make 
handling easy for dealers, they are put 
up in cases of two dozen cartons. 
Economy comes in two sizes. 

Retail Price Per Case 


WET 


ECONOMY 


Size Per Carton of 24 Cartons 
WiImGOwWS «...-.cce. SE 6k ccwccves err $45.60 
WE. vs eccccaas Gar en GE 0 oes wows A 
I, ih dh Oo eatialda te en a ”=— ssh ewe eoncs ee 48.00 
RE) S60 aedan aes eee! = «ss wkeeeeoass er 1.606 


Above prices are based on 9 cents per lineal foot, subject to 
liberal trade discount. 


SDH AQVQS\’ AHS MSI VN VA Qnaq0ooq dW TS Sa 
QR NINA HA NOW VEC 


IN rattaastaks 2 Re WADA 





‘_) 

ON Ras BS 

H. A. 4-9-25 

ECONOMY METAL WEATHERSTRIP CO. 
2531 Homer Street, Chicago 

[1 Send prepaid 1 case Economy Metal Weatherstrip, n> May Mad 
containing 24 cartons, complete equipment for 2 doz. windows. 
Check size. 

[] Send prepaid 6 cartons, size p+ Re Re complete equipment 
for 6 windows as a sample order. Check Size. 


[ Send, without obligation at your expense, miniature Window 
Model, including window display with deseriptive literature and 
sales plan. Also give your trade discount 

are ' ae PPO ee ie ee ee 

p SEs Pere rer TT Re ee ee ae art sak eth ernie kdl ee diene 


~“-—"—-Se ee www wren new wn ew ene ween eww wwe ew ee eaewae e 


‘oan ea @eeeweqee=—-«=« «© 





Trade-Mark Reg. U. S. Pat. Office 


The All Metal 
WEATHERSTRIP 
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would seem as if they considered that 
their business was being run for their 
own particular and direct benefit and 
that the public had nothing to do with 
it—except, of course, to come in and 
spend money. 

But here is the point at issue. It is 
manifest that the consumer cannot 
deal direct with the various people who 
make or raise the commodities that are 
necessary for his existence and happi- 
ness. In the first place there are too 
many of them, and in the second place 
they are too widely scattered. 

So, in order to get what he needs, the 
consumer, theoretically, commissions 
the merchant to collect his various ne- 
cessities together for him, for which he 
agrees to pay to the merchant a com- 
mission for his ability and effort in ad- 
dition to the legitimate expenses he in- 
curs in the work. 

But in making this agreement, the 
consumer assumes, and has a perfect 
right to assume, that the merchant will 
always buy for him as cheaply as pos- 
sible—will keep his expenses of doing 
business down to a legitimate basis— 
will always see that enough goods are 
provided to meet the demand—that the 
goods are always fresh, of latest style 
or pattern. and that service shall be 
prompt and intelligently given. 

I am sure we will all agree that, after 
all, the above is really the exact rela- 
tion existing between the retailer and 
the consumer. The retailer, then, be- 
comes the servant of the consumer, and, 
as the consumer is the public itself, the 
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retailer is in fact a public servant. 

The public, therefore, has even more 
say regarding a merchant’s business 
than has the merchant himself. 

The consumer wants to deal with the 
merchant whose merchandise stock is 
elastic, full of variety, made up of 
small quantities and ample assortment 
of new, clean, up-to-the-minute articles, 
which can only be offered through 
proper “buymanship” on the part of 
the merchant who is on his job, and 
understands the principles and advan- 
tages of rapid turnover and the proper 
distribution of his invested capital. 

In closing, I cannot help but tell you 
that I believe I reflect the opinion of 
the leaders of industry in general when 
I state how inspiring the outlook ap- 
pears to me to be. 

Present conditions point to continued 
prosperity in 1925. For one thing, the 
present prosperity was not produced 
by a shortage of merchandise. Stocks 
were not depleted. The present pros- 
perity is not a replacement prosperity. 
And for another thing, no matter how 
great the demand for merchandise may 
become, the producing facilities are 
large enough to meet the requirements. 

The soil has been almost ideally pre- 
pared for the garnering of the greatest 
harvest of business prosperity in Amer- 
ican history, thus— 


The steel industry has continued 
to increase production until it is 
now approaching the country’s 
enormously increased maximum 
capacity. 
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Agricultural conditions are now 
very promising. 

There is relatively little enforced 
idleness in any part of the coun- 
try, and wages are distinctly the 
best this or any other country has 
ever known. 

The sinews of industry, capital and 
credit never before were so abun- 
dant. 

Our transportation facilities are 
now unprecedented in magnitude 
and efficiency. 

Europe promises to make greater 
progress than heretofore along the 
road of recovery. 

Our foreign trade is likely to ex- 


pand. 

The 1925 taxes are to be reduced 

and readiusted. 

This year’s building program calls 

for expenditures on a scale equal- 

ing that of last year, a fact of 
great moment. 

The general price level naturally 

has been advancing. 

That general activity is well above 
normal is demonstrated by the record- 
breaking railway traffic, bank clearings 
and other yardsticks. The consensus 
of judgment is that prosperity is ac- 
cordingly reflected. 

However, good business and bad bus- 
iness are largely psychological and 
somewhat accidental in their genesis. 
Business rests on confidence and confi- 
dence springs from the collective judg- 
ment of economic trends. Confidence is 
the business man’s watchword. 

Let it be ours. 


Business Sufvey - Put small vertical line in 
proper square for each customer waited upon. 
_ Put 5 lines in each square. : _ 











Sells 9 Out of Every 10 Who Enter 
Western Store 


NSPIRED by a convention statement that 55 per 
| cent of those who enter a retail store do not buy, 
a middle western hardware dealer made a survey 
In that time 8260 people entered the 
each clerk finds that 


7413, or 90 per cent, of these people made a purchase; 


for two weeks. 
store. Careful tabulation by 


SOLD 
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Gouds Not Carried 


NOT SGLD 


Out of Stock 





261, or 3 per cent, asked for goods not carried; 209, 
or 21% per cent, did not buy because goods asked for 
were out of stock; 83, or 1 per cent, said price was 
too high, and 264, or 3 per cent, did not buy for other 
reasons. 

This dealer has a particularly good average. What 
is your record? It would be interesting and instruc- 
tive to learn just how many people who enter your 
store really buy—and it would be even more helpful 
to know why the remaining group did not buy. An 
illustration of the form used by the company in its 
business survey is presented herewith. 
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They SELL right off the counter... 
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8-inch Northwind 


Finished all over in light 
mat brass. Two-speed 


Switch in base, cord and 
plug. Can be used as a 
wall fan, 


List Price, $7.50 





10-inch Oscillator 


Three -speed switch in 
base; adjustable oscillat- 
ing mechanism. Base and 
body dull black; blades 
dull _ brass. Cord and 
plug. Can be used as a 
wall fan. 


List Price, $15.00 


8-inch and 
10-inch Fans 


Two fans that will 
take care of the 
popular demand. 





A husky 8-inch fan. A bigger 10-inch oscillator. Quick 
sales on small stock. Good margin of profit. Prices that 
everybody is willing to pay. 

Northwind Fans are made and guaranteed by the makers 
of Emerson Fans. They made good from the start and sell 
better every year. Send for our book “Profits on Fans’’ 
which gives complete information about the Northwind line. 


100 Northwind Distributors. Write us for name of nearest. 


The Emerson Electric Mfg. Co. 
2018 Washington Avenue 


50 Church > 
urch Street ST. LOUIS, MO. 


New York City 

















White Is The Emblem Of Purity 


In RINGCO Bathroom Fixtures it is the 


symbol of cleanliness. 


Have you seen these New Fixtures in their 
beautiful White Enamel Finisher 


Get our New Booklet and Catalog —choose 
from more than 300 items—sell every fixture under 
our guarantee of absolute satisfaction and you'll 
build trade that will prove both profitable and 


permanent. 
INGC 


There is no rust and no wear out to 


Bathroom Fixtures which have a body of that 
eternal metal, Solid Brass. 


Your Jobber will be glad to supply you. 


Send for New Booklet. 


RING COMPANY 
Connecticut 


AMERICAN 
Waterbury 





Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—!1!16 New Montgomery St. 
Chicago—29 E. Madison St. 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by the 
use of efficient machines, 
the hearty cooperation of 
satished employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50 years manufac- 
tured rivets that are the 
recognized standard in 


their field. 














RATT TTTTTT 


TUBULAR RIVET & STUD: 
COMPANY 


BOSTON 


Coast Representative 
J. L. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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American Brand 


The production of screen 
wire cloth designed to imitate 
the recognized leader Gal- 
vanoid is, we believe, the surest 
sign that Galvanoid has won 
the place of pre-eminence in 
the hardware trade. Galvanoid 
has gained its position of 
leadership by giving complete 
satisfaction through many 
years of manufacture. 


Galvanoid is woven of wire, 
especially drawn and_tem- 
pered. The American power 
looms weave it with perfect 
mesh and selvage. It is elec- 
tro-zincked after weaving and 
then given a finishing coat of 
transparent varnish. Look for 
the red lettered tag as your 
guide against substitutes. 


We also manufacture Amer- 

ican Painted, Galvanized, Cop- 

' per and Bronze as well as spe- 

cial grades. Samples and com- 

plete information will be sent 
to you upon request. 





American Wire Fabrics Corporation 


subsidiary of 


Wickwire Spencer Steel Co., Inc. 
General Offices: 


41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago ; 
Worcester Buffalo Philadelphia Cleveland Detreit 
San Francisco Los Angeles Seattle 
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As Its Uses Multiplied 
Its Sales Extended To— 


Power Plants 








Engine Rooms 


Steamships Railway Shops 

Bus Lines , Refrigerating Plants 
Stationary Engineers Oil Refineries 
Breweries ; : : 
Car Shops Pipe Line Companies 


Structural Work 
Factories 


Bridge Work 
Coal and Iron Roads 


The Coes-Key Model Wrench was 
originally built to serve one pur- 
pose—handling heavy work in con- 
nection with reseating valves and 
unions which are usually made of 
yellow metal. 


It saved so much costly material 
while doing this, that it was tried 
out and found equally practical for 
the places and uses listed above. 


As its uses expanded, its sales in- 
creased. Industrial companies soon 
found that this powerful single tool 
would replace a whole kit of tools 
on many jobs. It saved the expense 
of constructing make-shift appli- 
ances to handle work beyond the 
strength and scope of ordinary 
tools. 


It had more strength. It af- 
forded a surer grip. It provided 
greater leverage. It gave much 
wider adjustment. It never slipped 
or damaged material. It always 
stood up because made entirely of 
Steel Forgings. 


Sell it with perfect assurance that 
it will give unfailing satisfaction 
in every instance. 


Four Sizes: 


28” opens 5%”, weighs 16 pounds 
36” opens 6%”, weighs 27 pounds 
48” opens 914”, weighs 62 pounds 
*72” opens 124%”, weighs 165 pounds 





*On special order. 
Note uses. Ask your Jobber. 





COESi WRENCH COMPANY 


“Jn Business Since 1841’ 


W orcester Mass. 
Selling Agents 

J. C. McCarty & Co......----- 29 Murray Street, New York 

John H. Graham & Co.. ...113 Chambers Street, New York 


Fenwick Freres........-- 8 Rue de Rocroy, Paris, France 
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Your Customers Like To 
Be Waited On Promptly 


and—even though your store 
is crowded, you try to serve 
each customer as quickly as 
possible because— 


you know that satisfied persons 
are steady customers and good 
advertisers for your store. 


Many of your customers come 
to you to have their pipe 
threaded and you must give 
them quick service. 


Hard to do? Not at all with 
an Oster Power Drive. Just 
snap a switch and any size 
thread from 1%” to 2” is cut in 
a jiffy. You hand the pipe to 
your customer, with a clean, 
sharp thread on it. He smiles. 
He likes the quick service and 
the quality of the work. He is 
going to tell others about it. 


Pipe threading pays, with an 
Oster Power Drive. Write us 
today for complete information. 


STER 


The Oster Manufacturing Co. 


Manufacturers of the most complete line 
of pipe threading equipment in the world. 


1976 East 61st Place 
Cleveland, Ohio 
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Main Office 
Xenia, Ohio 


; Ohio’s Model Town 








MANILA ROPE and know that it will meet the requirements of your 
SISAL ROPE trade. Its dependability and quality assure a profit- 


BINDER TWINE 


STRENGTH— 


Rope’s “Unknown Quality’’ 


One of the country’s greatest steeplejacks has been 
reported in a recent news item as never having had an 
accident due to the fact that he tied his own knots. 


We cannot help but gaze in admiration at the skill and 
daring of these workers. In spite of the most careful 
measure of precaution, the real test of safety lies in 
the unfailing strength of the ROPE. 


You can offer RAKCO Rope with the utmost confidence 


able rope business. 


The unknown quality of rope—STRENGTH— 
is built into every foot of “‘Rakco.” It is your 
measure of safety—and repeat sales. 


Don’t let your stocks run down. 


The R. A. Kelly Company 


STOCKS Branch Office 


Schermerhorn Bros. Co. The Morey Mercantile Co. 
Omaha, Neb. Denver, Colo. New Orleans, La. 


































Spraying Time Is Here 


How is your stock of MYERS SPRAY PUMPS, NOZZLES and 
SPRAYING ACCESSORIES? Take an inventory today. Without doubt 
you will need additional before spraying time is over. We suggest early 

) orders. Present demand is extremely heavy. Our 
Spray Pump Department is operating day and night 
to insure prompt delivery. Co-operate by anticipating, 
and avoid late arrival. You take no chances with the 
MYERS. Telephone, telegraph or write. We are 
ready to serve you while Myers Spray Pumps 
are ready to give your customers better spraying 
service. Now is the time. 


THE F. E. MYERS & BRO. CO. 
Ashland, Ohio 


Ashland Pump and Hay Tool Works 
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The “Tomorrow” Customer 


“Really don’t expect to buy today. I saw some of that 
Screen Cloth you have in your window so I came in out 
of the rain—been putting it off ‘til spring.” 


That’s something like the trend of conversation. He 
should be encouraged! ‘Tell him something about “Per- 
fect” and ‘“‘Nikolite” quality and durability. 


It won't take long to sell him. He wasn’t quite ready to 
buy, but “Perfect’’ was too much of a temptation to “put 
off ’til tomorrow” what was just as easy to do today— 
with the assistance of ‘‘Perfect,” a sale is made. 


See your Jobber. 


AUT 


Ludlow -Saylor Wire Co. 


St. Louis Missouri 
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GRIFFIN- 
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7A W. Lake St..Chicago. IN 


the hinge that is unt- 
form'in size, beauti- 
ful in appearance, 
lasting in finish, life- 
long in service —the 
product of one of the 
largest wrought steel 
hardware manufac- 
turers in the world. 
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Gives Them What They Want 


ROOKINS  Meas- 
ures save time for 
the service man and save 
time for his customers. 
They help every garage 
and filling station §ser- 
vice more cars and sell 
more oil, 
The flexible metal hose 
easily reaches any oil 
intake. The  thumb- 
valve controls the flow. 
The special lip prevents 
spilling. In no time at 
all the measure is drained and 
the customer is on his way—sat- 
isfied with the quick, clean ser- 
Brooking Steel Price Vice and pleased with the knowl- 
show srice por gallon edge that he got the kind and 


and total amount for 


any quantity «up to orade of oil he wanted. 


twenty gallons. Changed 
instantly. ; 
With the Brookins Measure no 
funnel is needed. Not a min- 
ute’s time is lost and not a drop 
of oil is wasted. And the 
Brookins helps to hold the con- 
fidence of customers. They can 
see the oil they’re getting as it 
comes from a properly marked 
oil pump. 











Made in one. two, four and five 





Brookins Emergency Gas (jUart S1Zes. 

Can is made in two and 

five gallon sizes. Has 

flerible metal hose that 

eliminates need of fun- 

nel. Can’t spill or 
lash. 


The Brookins Mfg. Co. 


342 Xenia Ave. 


Dayton, Ohio 









SERVICE STATION EQUIPMENT 








Brookins’ Measures Are Service Station Treasures 
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More Than a 


UR SG e@}, 8 Safe Rubbish Burner 


Can also be used for clothes 
hamper, waste paper basket, 
oily waste holder, container 
for storing fruits and vege- 
tahles. Two sizes’. with 
Green enamel or galvanized 
finish. 


Ppt! 


Patented Top 








T Meme) Welded Top 


SUIT Ae ag 


wail "No. 6 Wire Hoop 


lil 
fl i __ Welded Outside 


Tae Every Joint Welded 





== —. 
— = 





Welded Bottom 


aa. 


[Makes Basket more rigid 
and wire will not spread.| 








All-Purpose Basket Welded and Turned Over 


Look for the above points when buying your Rubbish 
Burner; they cost no more. 


Union Steel Products Company 
ALBION MICHIGAN U. S.A. 

















Build Trade 
With Toys 


Only a few years ago Toys 
were looked upon as a novelty 
in a Hardware store. 


Today Toys are a staple in 
many Hardware stores and all 
who sell them agree that noth- 
ing so attracts the trade of 
Boys and Girls. 


You can keep posted on 
what is New in Toys, as well 
as New methods of displaying 
and merchandising them by 
reading Hardware Age. 


HARDWARE AGE 


239 West 39th Street, New York, N. Y. 
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TEGCO 


~—a(slass Hardware, 


This new modern merchandise 
creates new and profitable business 
for you. 


Genuine Hand-Cut Glass Door 
Knobs 


(Design patent applied for) 








Cut actual size of 244” 


The knobs are mounted in solid cast 
brass shanks with wrought or cast 
brass roses. 


Fr ee 214” 
A a 134” 








No. 721D Crystal 

Glass 
No. 821E Opa) 

Glass 

At a glance you can readily see the advan- 

tages and beauty of these door fasteners. 

The above “NEW’ goods are made in our 

own factory. They are of the highest qual- 

ity glass and the very best of brass trimmings. 


For sale by all leading jobbers in U. S. 
and Canada 


Write us for name of nearest distributor. 


Manufactured exclusively by 


Technical Glass Company, 
Incorporated 


2050 East 48th St., Los Angeles, California 


























suit TTT OO Ta ny 


AUTOMATIe 


WMitn) 
Winn Lt tt 








~ —!. eerree es el 


win Sure Profit Maker om 


For the Dealer 


You can make bigger 
profits selling the Au- 
tomatic Incubator 
than you can with any 
other line. You can 
count on quick turn- 
over because its un- 
questioned superiority 
over competition 
makes the Automatic 

easy to sell. It is a 
complete line — with 
exclusive features, 
such as the famous 
Revolving Chute— 
that makes more prof- 
its for your customers 
as well as for yourself. 
Continuous, dependable service — economical, 
trouble-proof operation—and unfailing results 
are absolutely guaranteed! 











Each sale creates good-will that paves the way 
for other profitable sales. Stock a few models 
from this popular line NOW and note the big : 
interest your customers will take in these fine- 
looking, perfect-working Automatic Incubators. 
Mail the coupon for the complete facts regard- 
ing our money-making dealer proposition. 


THE AUTOMATIC INCUBATOR COMPANY 


Dept. 3 - Delaware, Ohio 


THE AUTOMATIC INCUBATOR CO. 
Dept.3 - Delaware, Ohio 


Send at once your catalog and dealer’s prop- 


osition. 


ie 
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yor 
PAINTERS 
DEC2RATERS 
MACHINISTS 
MILLWRIGHTS 
STEAM 
FITTERS 


SEND 
FOR CATALOG 
AND LATEST PRICE LISTS 


W. W. Babcock Co., 


ee Y 





“WDD 


BABCOCK—MEANS 
TT ISAFETY| 1] 





for 
HOUSEWIVES 
FARMERS 
WINDew- 

CLEANERS 
CARPENTERS 
REOFERS 


WE PAY THE 
FREIGHT 





Bath, N. Y. 














CHROETER'S 


SCHI WASHINGTON AVE. SLLOUIS 





“HOME” CHERRY STONER 


Removes the Stone and Will Not Crush the Cherry 








i) 7™ 1917 


SCHROETER BROS. HARDWARE CO. 


(Patentees and Manufacturers) 








Write for 
Schroeter’s 
Specialty Catalog 
and 


Price List 


MAIL ORDERS NOW 
For Delivery Later 


No. 10 Grater 
kc ) 





No. 150 


SS 











St. Louis, U. S. A. 


Write for Complete 

Catalog ef Scroll-Saw 

Ss es, Patterns and 
croll-Saw Wood 
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BRIDGEPORT: CONN. 








THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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Deming “‘ Oil-Rite” 
Fig.809 with Tight and 
Loose Pulleys. Built 
in sizes from 2'4'x2'4" 
to 6x 6" inclusive. 
Capacities from 520 to 
4800 gallons per hour. 


Deming “ Oil- Rite”’ 
Fig. 809 with type 

‘C-H” drive includes 
channel iron bed plate 
under pump and mo- 
tor, with connection 
through short belt and 
spring belt tightener. 


~ 








eR 












pee 


Automatically Oiled 


HERE are several reasons why you should 

know all about Deming “Oil- Rite” (automati- 

cally oiled right) Pumps. It’s impossible to describe 
all their features and varied uses in this space. 
It takes an 8 page bulletin to do that. 


Send for this bulletin today. There isa Deming distribu- 
tor in your territory who will give you full cooperation. 






THE DEMING CO., Established 1880, Salem, Ohio 


DISTRIBUTORS 







Baltimore Southern Supply Co. 
Chicago Ifenion & Hubbell, 217- 221 N. Jefferson St. 
Denver Hendrie & Bolthoff Mfg. & Supply Co. 
Detroit Standart Bros. Hardware Corp. 
Kansas City English Tool & Supply Co. 
Louisville . ° : . : ‘ ° ° e ° - Laib Company 
Minneapolis Central Supply Co. 
Richmond Sy dnor Pump & Well Co. 


Pittsburgh . 
San Francisco 


4 / Portland, Oregon ° ; ° ; ° ‘ ° ° ° ° ° 
“IA 


SS pumps 


"Harries Pump & " Supply Co., 316 Second Ave. 
° - Crane Company 
Crane Company 










a 







a 
2 








Deming “ Oil- Rite” 
Fig. 809 with type “‘B” 
drive is the standard 
pump without pulleys, 
but with sub-base and 
gearing for electric 
motor. 


Deming ‘‘Oil- Rite” 
Fig. 809 withtype ‘G” 
drive includes a hori- 
zontal water cooled 
gasoline engine on cast 
iron sub-base with 
pump and connected 
by gearing. 
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Copper ana Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CoO. 
ROME N. Y. 




















SWEDISH TOOLS 


Are Noted for Their Durability 


Made from Swedish tool steel—the very best 


™ - 


> - - . 
we eB he ta € 


aA 
ee ee 





| Cap Screws, Set Screws, Stove f 
| Bolts, Sink Bolts, Hanger Bolts, 
i Nuts, Rivets, Burrs, Specialties 


“BANKO” SWEDISH SCYTHES are the 
best Swedish scythes made. 
II styles 24 to 48 inches. Warranted to hold 






MONT NO aN el NE a i 
: . . 





Se =~ 4 
Le - tb fu N 2 their cutting edge, thus giving complete satisfac- 
ci] : z tion to your customers. 
cai | Z 
[ ; & ——— oaue| ‘ ~” 
‘ i ; 4 ere met wow’ oa 
\ £ 
; ESKILSTUNA CHISELS 
— 19 Made in following styles: 
¥ Butt Beveled Edge Regular Beveled Edge Socket Chisels 
y Also 
-— 2p, Pliers, all styles Cutlery Razors 
: Bow Frames “Sandvik’’ Saws Files 
. Plane trons ‘‘Siiter’’ Axes H 
Shoemaker’s Tools Sievert Blow Torches oes 
Anvils Cabinet Scrapers Barking Spuds 


UE economy in the selection of Screw or Bolt Products 
consists in using those that are exactly suited for their 


particular service and that possess unexcelled quality and 
SCANDINAVIAN 


REED & PRINCE MFG.CO. ,,,, 116 Broad St., N. Y. 


WORCESTER, MASS..U.S.A. 509 E. Hennepin Ave. Coristine Bldg. 
WESTERN BRANCH arCHICAGO-12] NORTH JEFFERSON ST. Minneapolis, Minn. Montreal, Can. 
a A TTT AOS VLEET 


Order from your jobber to-day, or write. 












































Six Cartons of Tacks Will Meet All General Requirements 
For Household Use—Why Carry More? 
acre Oy ae Sell Tacks the New Way 


BOAO = According to LENGTH— 
origi Not by Ounce Markings 


If your Jobber does not have them—write us 
and mention the name of your Jobber. 


Superior Tack & Nail Co., Derby, Conn. 


Catalog electros furnished on request 
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MACHINE 
SCREWS 


SPECIAL 
RIVETS 


WOOD 











PROP PDP EDD DDD > cea 











Continenta 


“ (Reg. U. 8. Patent Office) 


WOOD SCREW CO. 
New Bedford, Mass. 

















*Globe’”’ 


Plumb Bobs 
Sell Easily 


as they are perfect in balance, attrac- 
tive in appearance, and reasonable in 
price. 

Made of brass, with screw caps and 
steel points, in both long and short 
neck types, they fill all requirements. 


,N30Z1310 4 ile 


Furnished in short neck type in 6 ; 
and 8 oz. weights, and in long neck 
type in 6, 8, 10 and 12 oz. weights. 


Not only easy to sell, but profitable 
too! 





Long Neck Type 
Just write for prices today 


EUGENE DIETZGEN CO. 


Right goods at right prices 

continuously since Year 1885 

Philadelphia Washington 
Milwauk 


ee 





Branches 

Chicago New York 

New Orleans Pittsburgh 
San Francisco 


Factory 
Chicago, Illinois 





Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 


a oe 


All genuine Armstrong stocks and dies 
bear this trade-mark: 








Be Sure You Get the Genuine 


The Armstrong Manufacturing Ce. 
Bridgeport, Conn. 














Growing demand for 








W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros...’ 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 
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BIG BUSINESS 
WOMEN : YOU CAN 
Sal the Light , G d 
WANT °EM nll seen rom someon SELL "EM 





rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
= freezers—and at a small cost. 

They sell on a reputation established by more than thirty years 
of high class service and they stay sold. This means permanent 


profits. 
The Blizzard is simpler in construction and a trifie cheaper, but 
sells as well as either the 7 oy or Gem and should be ordered 
e 


with either style to satisfy t demand. 

We suggest placing your order early for shipment later, as you 
may direct, e sure to include request for sales helps—THEY 
ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 





























4) -- 





ae Hy) 
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“Arawana” Hammocks 


to radical and outstanding improvement 

— if thought is devoted to their design. 
Thought has been applied to ““Arawana” 
Hammocks, consequently they are far supe- 
rior to the common run. 


ap prosaic hammocks are susceptible 


These superiorities make them more easily 
sold and more thoroughly appreciated in 
service. Your Jobber's salesman will explain 
them when you ask for “‘Arawana’’ Ham- 
mocks. 


The I. E. Palmer Company 


Middletown, Connecticut 
NEW YORK OFFICE 


334 4th Ave. Corner 25th Street 




















When you sell your \ 


customers 


. TRADE MARK REC. 


Half Soles—Heels—Strips 


you not only make a profit— 
but make a friend! 


Outwears Best Leather 
2 to 1 


tan—for men, 
children 
(See page advt. next week) 


Panco Co., Chelsea, Mass. 


Black 


women, 























Each dozen comes 
packed in this attractive 
counter display carton. 





‘Give the Devil 


his due—’’ 


Cuss him out for a pest! He deserves it. 
But as a salesman give A. Housefly his due. 
Last year, for our dealer friends in the 
United States and Canada, he sold 700,000 
Superior Screen Door Catches. That’s 12% 
more than he sold in 1923. This summer 
he’ll sell a lot more. 
For good _ profit—small 


make A, Housefly your salesman. 
order, today. 


investment—dquick _ sales, 
Send in your 


If not, write to— 


Your jobber should have it. 


SUPERIOR DOOR CATCH CO. 


Superior, Wisconsin 














STORE LADDERS 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 


ladder permit mounting or descending with ease. 


danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, Utilize 
small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 
Thousands in 
use. Circular on 
request, 


— et eee eee eee ee 


convenient full length handholds on both sides of — 


Both hands free to remove or replace stock without ; 













1 
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No. 231, % in. 















No. 232, % tn 
No. 234, 1% In. Special Washer No. 233, 1 In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to preveni 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 














TAPLIN 
DOUBLE 
DASHER 


Packed in Handsome 


Individual Boxes 


At a Popular Price 





No beater at any price could do 
better work—none equals it at 
present. The speed and ease with 
which a bowl of eggs are beaten 
to a frothy aerated mass is a reve- 
Jation. 


Centre Drive—lIron 7 és ount % 
Frame and Gears \ 
Comfortable to grasp—no sharp / 

edges to cut the hands. No holes Your IC ens 

or crevices to hold decaying food. 


No svuldered parts to come louse. 
No parts that bend and cramp the 


B if 
gears. e ‘Hae ae 
Douse it in water to clean—the 


finish is Rust Proof. 


\\ z 
1.30, Yonra’ | Experience iEvawitae . ac 
ure ou Lan 


at least your customers can if you sell them a Queen Incubator. 
With the new Queen Chick Chart—one of which is supplied free 
with every Queen Incubator—your customer can be reasonably cer- 
tain that every hatchable egg will hatch. 





No. 44/4 <A 


Don’t let your friends waste eggs and time on cheap machines. 
Sell an incubator it’s safe to sell. Ask us how we help you make 


THE TAPLIN MFG. CO., New Britain, Conn. your poultry supply department profitable. 
QUEEN INCUBATOR CO. 
New York Office, 71 West Broadway 1124 North 14th St. Lincoln, Nebr. 























OLVERT 


MANUFACTURERS 
Established 
18635 












GENERAL OFFICE 
and WORKS 
PITTSBURGH, PA. 

BOLTS, NUTS, WASHERS, RE ‘ORA SCREW RAILROAD SPIKES, 


RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE TRACKBOLTS, STEEL BARS, 
GRUBHOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES, CONCRETE REINFORCEMENT BARS 


EASTERN OFFICE PACIFIC COAST OFFICE 


50 CHURCH ST, NEW YORKCITY. MONADNOCK BLDG.,SAN FRANCISCO,CAL. 
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Hes On Yis Way 


Thousands of fishermen are now buying their fishing 
tackle equipment and soon will be on their way. 
Many of them will need bait and tackle carrying 
containers. 


Are You Getting Your Share of 
This Business? 


The Falls City line of Minnow Buckets, Bait and 
Tackle containers offers you the most complete 
assortment on the market. We manufacture for 
size, style and finish, a carrier that will meet the 
“whim” of the most experienced fisherman or the 
“fancy” of the newest devotee. 


Don’t miss this army of buyers and its consequent 
opportunity for profit. Write to your jobber today 
for prices or write to us directly for catalog and 
details on the Falls City line. 


STRATTON & TERSTEGGE CO. 


-_ INCORPORATED 
Louisville Kentucky 


World’s Largest Manufacturers of Minnow Buckets, 
Bait and Tackle Boxes. 








A name that 
means “Security” 


Universal 
Hose Clamps 


When you buy Universal 
Hose Clamps you get good 
material, substantially made 
into a product that is a 
quality product in every re- 
spect. You are secured 
against dissatisfaction. 


Besides, every Universal 
Clamp has its patented 
“bead” that makes a leak 
impossible. In addition, the 
“Scores between Holes” pro- 
vide for a quick, clean break- 
off. These are exclusive Uni- 
versal features. No other 
clamp can claim or use them. 
One size—l to 3 inches—is 
adjustable to fit any size hose. 
Junior Clamp, % to 1% 
inches, for occasional needs 
of sm: il hose. 


Specify Universals and be sure you get the genuine. 
every clamp and every box 


UNIVERSAL INDUSTRIAL CORPORATION 


HACKENSACK 





Adjustable to tit anuj ose of ary siz 







saan 
- goat ik 
& i. 


o 
ee oe oe oe oe oe oe a ee oe 


[*e ele s ee sisiv@ 
(*eleletetei@lsiels 
a 
; " ; , 
i, 1° el e'eis siala'tes 
ar OE Of GF OE Of Le | 
Sem ; ; 
“tw i@lelalelels 


«'tiatisieie 


i oe ee ee ee 


Patenta Granted 
March 20, 1917 
March 1, 1921 


The name is op 


NEW JERSEY 


HOSE 


CLAMP 





‘‘Improved” Guaranteed 
Jersey 


Shoe Lasts and Stands 
Lew are lock bearing and absolutely the best of their 
ind. 


If you are stocking lasts and stands similar to the 
JERSEY it will be to your interest to get in touch with 
us before placing your next order. 


We will show you that you will increase your sales on 
Lasts and Stands by stocking JERSEY. 


Look 

thie AN 
Mark. [S 
V 


Denotes 
Quality, 
Durability. 





STAR HEEL PLATE CO. 
Louis Sacks, Inc. 


357-391 Wilson Ave. Newark, N. J. 
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This is the 


64 L. ow ell” 
SR / Clothes Line Reel 





As the “‘Lowell”’ is the nationally adver- 
tised clothes line reel, women everywhere 
are familiar with its merits. To satisfy 
your customers and to meet the increas- 
ing demand, keep up your stock of 
Lowell Reels. 





Do not accept a substitute for “Lowell” 
from your jobber. 





The Lowell Reel comes in two distinctive colors: 
Green and White Enamel. 


Each Reel contains 36 feet of heavy, braided cord. 


Order of your jobber and insist on Lowell, or write 
us for prices and information. 


THE HOGE MFG. CO., Inc. 
215 FULTON STREET NEW YORK, N. Y. 








Sell More 





Heller Shelving in Payne-Oummings Hardware Co., North Adams, Mass. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 

Let us show you how to increase your sales 
without increasing your ‘stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Maim Office and Factory: Eastern Display Room: 


700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 






































L 
It Stops All Rattle 
That’s why it sells! 


The Monarch Control Lock is the only casement op- 
erator on the market with a positive lock at the sash 
to stop all rattle. Permits casement windows to be 
opened or closed and securely locked at any angle with- 
out disturbing screens or drapes. Can be attached, con- 
cealed or exposed, above or below stool of window. 





Write for our money-making dealer proposition. 


Monarch Metal Products Co. 


4960 Penrose St. St. Louis, Mo. 





Manufacturers of Monarch Casement 
Hardware and Monarch Surface Bolts. 


MONARCH 




















This Guaranteed Used 
Burroughs Adding 
Machine 


Easy Payments 


a | 





Balance in 


This standard Burroughs Machine has been 
completely overhauled by the Burroughs Com- 
pany. All worn parts have been replaced with 
brand new parts. It is guaranteed for the same 
length of time as a new Burroughs Machine. 


Take advantage of this remarkable offer today 
—pay only $10 and the machine starts making 
bigger profits for you. Total cash price only $100. 
SSS SS SS SS SS SSS SESS SSS SSSA ee 
General Adding Machine Exchange 
6840 Second Blvd., Detroit, Michigan 


<DUOH r—-pz 





Please send me information about this special guaranteed Burroughs 
Adding Machine. 


eoeeoeeoseeeeeeeeeeeeeseeoeeeeeeeseeeoese eee eeeeeveeeseeveeneeaeee eee 


Name 


eo*eeeoeweeeeweeveeeeweeeeseeeeeereveeeeeeseseeeveseeeeeseeveeeeeeeeeeees 


Address 


eer ete eevee eeveeeeeve eevee eeneenevr eee eweneeeerneae ea eeneaeeeeeeeene eee 
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S-saVer-§$ 


Scaffold Bracket 
Fixtures 


Packed in handy, attractive, 
fiber boxes for Dealer Dis- 
play. One pair, two pair, 
half dozen and dozen in box. 














Orville E. White 
1000 Bauch Bldg. 
Lansing, Michigan 





Distributors 
The Lansing-Company 
Lansing, Michigan 








No. 80 Dependable 


Tinner’s Fire Pot 


Our new No. 80 Fire Pot has all ot 
the latest improvements that give the 
best service. Powerful burner has 
single needle control, producing the 
highest degree of heat and is noiseless 
in operation. Heats large soldering 
coppers quickly and a six inch pov 
of inetal can be melted at the same 
time. Either high or low test gaso- 
line burns perfectly under al] condi- 
tions of wind and weather, Extra 
strong and powerful and easy to 
operate, Jobbers supply at factory 
prices. Get a catalog. 


CLAYTON & LAMBERT 
MFG. CO. 
6275 Beaubien St. 


No. 80 Fire Pot 
DETROIT, MICH., U. S. A 


Ask for latest price. 














MACHINES 


HACK SAW BLADES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 





DIAMOND SAW & STAMPING WORKS 
BUFFALO, N.Y. 


ADJUSTABLE 
PIPE WRENCHES 


KEYC 





PATENT APPLIED FOR 
Made from Alloy Steel, heat treated 





“Keystone a. 
by our own ocess. The most durable Wrench on the 
market. Light ‘te weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to e 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. 














An EXPANSION SHELL 


With a Sure-Dependable Hold 
Superior advantages: 
1) It gripe at the bottom of the hole by 
(2 ~‘\ its jaws in the sides of the 
* hole. 
(8) By Underwriters Laboratory test it 
holds unti] the bolt or the material, 


into which it is placed breaks. 
(4) — properly set it will not come 





— 





(5) Quickly installed. 

Overcomes these disadvantages: 

(1) It is NOT a friction hold. 

(2) A — from broken or misfitting 


(38) Vibration does NOT affect it. 

Made in two types for 15 as of bolts. 
Practical in any Solid Material. 

A tria}] order for testing will soon con- 
vince you. 


Bamples on request—No charge. Send for Bulletin No. 55. 
THE PAINE COMPANY 
2951 Carroll Ave. 
33 Warren St. 





Chicago, Ill. 
New York City, N. Y. 





UPERIO 





Hex Mesh 
POULTRY NETTING 











American Steel & Wire 


WIRE === 


Chieage, New York, Besten 
Denver, Birmingham, Dellas 





Portland, Beattie 
oS, SPIKES. ST Pontect’ Ellwood ie 
oS, SPIKES, St ——— Hot ar Galv'a Nails 
INSULA FEN American, Reyal, 
U. Banner. 
f aren STEEL POSTS 
S: Old reliable brands 








Quick Delivery. Write us for selling plans. 














T 


i 1 ice Ge) i | 
yy 


Ice Tools and other equipment 
for every ice handling ~~ 
Ss A large stock always on and 
s to promptly meet your re 
quirements. 
s Write for comanese sage ~~ 
discount sheet, display ca 


GIFFORD-WOOD - 
Main Otic & Werte: 7 Hill 8t., 


N. 
NewYork, Boston, Chicago, Pittsburgh 


INNA 





April 9, 1925 




















April 9, 1925 
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TUXEDU BUFFET SET 


Dept. HA, 223-225 West Madison St. 





UHTLTUAU HEAT EU ESUOEASD SPUD OUTLET EAA 


Write now. Don’t delay. 


JOSEPH HAGN COMPANY 
Manufacturers—Distributor s—W holeaale. 


Save 25% 


on 1881 Rogers or 
Oneida Community 
Twenty Year Par 
Plate Tuxedo Pat- 
tern Gray Finish. 
Contents 6 each Tea- 
spoons, Tablespoons, 
Knives, Forks; one 
each Sugar Shell and 
Butter Knife. 


Our special price, 
without tray, bulk 


25 or more sets, 
$5.75. 


If you want to increase 
your profits write for 
our 290 page catalog il- 
lustrating hundreds of 
bargains in clocks, cut- 
lery, silverware, etc. 


Chicago, Illinois 














THE ALLEN MFG. CO., 





** ALLEN” 
WRENCH 
SETS 


HAVE cold-drawn (Allen process) sockets, guaranteed unbreakable 
in practical use. Box Sets and Bag Sets, in the handiest possible 
combinations for mechanics and car owners. 
in new Allen catalogue; send for copy if you sell—or use—wrenches. 


Features and prices 


139 SHELDON ST. 
HARTFORD, CONN 











It’s Different—Better 


The Turner No. 45 Blotorch has 
eleven exclusive patented features 
never before had in a blow torch. 
The Turner Patented Superheating 
Burner Baffle and heater plug gives 
400 degrees more heat from present- 
day gasoline or kerosene. Orifice 
troubles are eliminated by the Turner 
Patented Twin Needle System. All 
danger of explosion is obviated by 
the Turner Patented Automatic 
Safety Valve. The Turner Patented 
Pistol Grip handle fits any hand. 
FEARLESSLY GUARANTEED. Ask 
about Turner ®@lumbers’ Furnaces. 
They are ready sellers. 





TURNER 


eae 6 em Ae Riga 





( JRE Turner ee Ave., Sycamore, Ill. S2 The World’s Largest 


New York: The Turner Brass Works 
108 Charlton St. 











a a aa 












“Ky ee 
fr BE gd — var a 
a t 
+ re 


SS. Russell a 


Ixxclusive Makers of Blow 


orches, Fire Pots and 
Brazers. 


A Sin 


ee rege, 
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IMPORTED 


Fire Arms and Ammunition 


Distributer ef Leaging wemestie Firearms and Ammunitica 
Sele Authorized importer ef the Genuine, Original 


MAUSER Rifles, MAUSER and LUGER Pistols 
Long Barrels for “‘Luger’’ Pistols in 6”, 8”, 10”, 12”, 14%, and 16” 
W. M.°° Mauser, Luger, Mannlicher Rifle and Automatie 
Pistol, "Metallic Ammunition; ‘‘Koein-Rottweil’’ Precision Shot Shells; 
‘Automatic’ 16-gauge Shot Guns; Cal. 32—10 -shot Automatic Police 
Rifle; ‘‘Merkel- Suhl"’ famous Shot Guns; ‘Over and Under’ Shot 
Guns; Combination ‘‘Over and Under” Shot Guns and 30/30 Rifle; 
Famous **Drilling’’ Three Barrel Shot Guns and Rifle; Small Calibre 
Rifles, Shot Guns; Small Calibre ‘‘Over and Under’’ Guns, ‘‘Gallus’’ 
Famous Spanish Kevolvers; Revolver Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell Belts; Gun Cases and Covers; Field and 
Marine Glasses; age senna Telescopes, ee Shooting Accessories. 
Repa Parts for MAUSER and LUGER ARMS 
126 oe Trade Catalog mailed upon request. 






















HARDWARE JOBBERS’ 
CATALOGUES 


J. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865 — 1925 





Osborne High Grade Punches 





Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leether 
a Trimmers’ and Upholsterers’ and Plumbers’ Tools of superier 
qua , e 

The above tools will please your customers as well as our famous Reund 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experiences, 
employ only —, workmen and use the finest quality of i meteciie to 


making our 
We stand beck of every tool we make. Try us. Write for Caetaleg 
snd Prices. 
Cc. 8. OSBORNE & NEPYWARK, N. J. 
STR BLISHED 1826 











gs 













POCKET SCREW DRIVER 
NO. 29! 














THE BIGGEST SELLING 
POCKET SCREW DRIVER 


MARCY TOOL WORKS, Inc., Putnam, Conn., U. S. A. 


NEW YORK CHICAGO 
75 Barclay St. 180 N. Market St. 
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April 9, 1925 





DEALERS WANTED EVERYWHERE Iron Fence, Gates 


wn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 





















































THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, 0. 


the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
) maker. Send for our special offer! 


 DAZEY CHURN & 
MFG. CO. 

4301 Warne Ave. 
St. Louis, Mo. 















Plain or ee, in 


STRATTO = 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the penenin- teal Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. 8S. Pat. Off. 




















TAPPET WRENCHES 
LONG-THIN-LIGHT 







J.H. WILLIAMS & CO. New York BUFFALO Chicago 











ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
The New Britain Machine Company 
Socket Knocked Down 
Wrench Bench Legs 
Sets In Cartons 
New Britain Connecticut 



































Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass. U. S. 

New York Office ~ - - 
Chicago Office - ~ - 





350 Broadway 
189 West Madison St. 


‘*T Make the best Hammer’”’ 
D. Maydole, 1843 


The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 


THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 


























Wright’s Jennings Auger & Car Bits 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








CRECOITE. TOOLS 


A complete line of qual- 
ity tools at medium 
prices. Ask your jobber 
or write for Catalog H. 


MARION TOOL WORKS, INC., Marion, Indiana 







Nail Hammer 





CORRECT OROP 


$$$) anette 
“The Toots in Lhe Pui Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


escrew “T_LEZ-NOX” DRIVERS 7 


“ REQUIRES . 
ste, (TE oe SAMPLE 


HEAT” a . —_—— FREE 








Makers of Every 
’ Kind of Screw, 
Nut and _ Bolt. 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 














THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 

















STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. "We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 











| : . , ‘ tap Sg : 
BROWN & SHARPE TOOLS 
OF Nearly LOO Years Girvan Has Been No 
. Substitute for Brown & Sharpe Quality 
Send for Small Tool Catalog No. 29 
BROWN & SHARPE MFG. CoO. 
PROVIDENCE, R. I ce) he 
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“‘NO-CHIP” 





ASK FOR SAMPLES OF VAUGHAN’S 


White Enamel Handle Kitchen 
tools—Pan Cake Turners, Basting 

and Mixing Spoons, Ice Picks, Etc. 4 
They neither peel, chip nor 
crack. 






Samples por i einees sent upon request 


VAUGHAN NOVELTY MFG. 
3215 Carroll Ave., Chicago 


CO. 








OUR NUT CRACKER nor PICKS 
ARE HOUSEHOLD NECESSITIES 


They can be had in either We furnish them in BULK 
NICKEL or SILVER PLATE or in a variety of SETS 


DEALERS: These items are in demand the year round. 
ALWAYS keep them on DISPLAY. The best Whole- 
sale and Jobbing Houses can supply you. 

JOBBERS: If you are not already handling our goods, 
please write us for CATALOGUE, PRICES and 





SAMPLES. 
DEALERS, write your Jobber—JOBBERS, write the manu- 
facturer. 
Business Established in 1872 
H. M. QUACKENBUSH, Herkimer, N. Y., U. S. A. 














readily. 





STAY-WET 


Paint & Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity and 
big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 


Ask us for quotations, 


RELIABLE PASTE CO. 
3223-25 Cottage Grove Avenue 
Chicago, Ulinois 

Dry Paste—Paint and Varnish Remover—Calcimine 


ae 




















Metal 
“Style L” 
Counter 
Display 
Cabinet 








Push—Pins 


**Glass Heads-Steel Points” 


ett 











oR AE PUSH-PInS 
Yo ‘PUSBAE SS WAKGERS fi] 
eee ———_* 


| Tole FuSH Pin: 
i ea : j 
wale et Uae 





Moore 

| Push-less Hangers 
The Hanger with the Twist’’ 

For “Hanging Up Things” Without Marring Walls 


Moore Push-Pin Co. (Wayne Junction) ,Phila., Pa. 


Contains 


150 


10c Packets 
Sell for $15 
Cost $10 


Profit $5 









TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


NY.) 5 On O10) 22D) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 


























Made by | 
the Worlds largest : 
Razor Sfrop Manutactyrer 


PRICE PER DOZ.IN DISPLAY CARTON $1.25 
WRITE FOR OUR STROP CATALOGUE 


KOKEN COMPANIES. 


SAINT LOUIS, MO. | 
‘ns 2 8 8 BP nD bn 8 ee ne nn ee ee ne eee ee 
BEE ESRB ESR EEE BEERE SEE 









ia SSS eee ee eee 
- eee eee = LS SSS BRR ED 





BERBER ERE EE BREESE ER SE 

















Our 
Prices 
are 25% 
wer than 
any other 


Rolling 
Ladders 


on the 
Market. 


Satisfaction 
Guaranteed. 


St. Louis 





IDEAL LINE 
ROLLING STEP LADDERS 





Prompt 
Shipments 


We make 


Shelving. 


Complete 
Catalog on 
Request. 


SUCCESS FURNITURE CORP. 


(Kirkwood), Mo 


TACKS 


ALL KINDS 


TTT TY 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 
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HARDWARE 





An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 


Allow seven words for Keyed Box Number Address. 


1 inch ‘‘Box’’ 





Business Opportunities 

DESIRABLE OFFICE ANI) SALESROOM 
SPACE in the center of the hardware district on 
Chambers Street. The third floor of remodele | 
building at 151 Chambers Street, 25 x 75, 
equipped with electric light, steam heat, and all 
modern improvements, including elevator service. 
The balance of the building is occupied by the 
following well-known hardware manufacturers: 
Iver Johnson Arms & Cycle Co., John Russell 
Cutlery Co., Union Hardware Co., and Pike 
Manufacturing Co. Rental, $175.00 per month. 
For further information or view of the space 
apply to Herbert R, Conner, Manager, PIKE 
MANUFACTURING CO., 151 Chambers Street, 
New York City. 


- — 








FOR SALE—Retail hardware and coal busi- 
ness (established nearly eight years), Clawson, 
Michigan, a thriving village of nearly 7,000 peo- 
ple, 14 miles north of Detroit. Sales average 
better than $50,000 per year. Cash preferred but 
terms can be arranged. Reason for selling, to 
adjust an estate. For information. communicate 
with L. E. Deeley, 2012 First National Bank 


Bldg., Detroit, Michigan. 





FOR SALE—HARDWARE IN A MANU- 
FACTURING town of about 5,000. Merchandise 
invoice around $26,000, consisting of shelf hard- 
ware, crockery, farm implements, plumbing and 
tinning, Do wholesale and retail business. 
good business for the right man. Selling on ac- 
count of age. Address Box G-569, care of Harp- 
WARE Ace, New York. 





FOR SALE—HARDWARE STOCK and fix 
tures. Doing a semi-wholesale and retail busi- 
ness. In one of the fastest growing industrial 
sections of Southern California. Doing a fine 
business. Low rental lease. Will take about 
$45,000 to handle. No trade. This proposition 
will bear the closest investigation, and is the 
foundation for a large and profitable business. 
Address Box G-541, care of Harpware AGE, 


New York. 





FOR SALE: HARDWARE STOCK, TIN 
SHOP, corner brick buildirg, 7 room flat on 
second floor. Prosperous farming community, 
Southern Indiana. Priced to sell quickly account 
death of owner. Address MRS. T. J. FREED, 
Osgood, Indiana. 








HARDWARE AND PAINT STORE FOR 
SALE on Long Island in fast growing section. 
Will invoice around $10,000. Clean stock of 
builders’ and shelf hardware and paint stock, 
Address Box G-551, care of H'arpwareE AGE, New: 


York. 


FOR SALE, WHOLESALE AND RETAIL, 
hardware, machinery and farm supply house, 
growing business in best trade center New York 
State; good organization amd agencies; $50,000 
stock; buildings may be purchased. Sale positive, 
owner to retire. Address Box G-538, care of 
HiarpwarE AcE, New York. 











Help Wanted 


SALESMAN WANTED WITH ESTAB.- 
LISHED trade to cover Long Island, includ:n: 
part of Brooklyn, for established hardware jobbirg 
house. State age, experience and salary expected. 
Confidence respected. Address Post Office Box 
33, Station “S’’, New York City. 


































YY Yr 
Yj 


Uy, 


Set Solid, Minimum 50 words...............ccccccccccece - 88.00 
SET a coco ae 

All Capitals, Minimum 50 words................ccccccuce - 4.60 
Each additional word 


Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 











Help Wanted 








SALESMEN 


Unusual opportunities for a few high grade 
men to make connections with a large and 
rapidly expanding sales organization. Com- 
plete line of nationally advertised paints and 
varnishes. Give complete details in letter. 
Paint and Varnish Division, E. I. du Pont de 
Nemours & (Co., Ine., 2100 Elston Ave., 
Chicago, Ill. 











WANTED—EXPERIENCED YOUNG MAN 
FOR HOUSE-FURNISHING DEPARTMENT. 
Hardware store in Pennsylvania. One with some 
store experience preferred. Excellent opportunity 
for advancement. None but hustler wanted. Give 
age, experience and reference in first letter. Ad- 
a Box G-564, care of Harpware Ace, New 

ork, 








} 


Sales Accounts Wanted 





MANUFACTURERS’ AGENT—WISHES AD.- 
DITIONAL LINES for Metropolitan territory. 
Has had 20 years’ general hardware experience 
in that district. Address Box G-571, care of 
HiAxpWARE AGE, New York. 





Sales Representatives Wanted 


SALES AGENTS WANTED BY LARGE 
New York import house for the sale of imported 
files and hacksaws, already well introduced in 
several states. Exceptional opportunity. Big 
seller with large repeat business on account of 
superior qualities and special features. Selected 
applicants must have ambitious selling force, well 
acquainted with files and hacksaws, calling on 
industrial plants and factories and be prepared 
to produce a good volume of business. ive full 
details and references in reply. Address Box 
G-572, care of Harpware Ace, New York. 











. DO YOU know builder’s hardware? 
Large Long Island hardware store 
wants live salesman to cover the 
Island. Address Box G-574, care 
of Hardware Age, New York. 














Position Wanted 


ed 





—_- a 


RETAIL HARDWARE SALESMAN 
WISHES TO CONNECT with some progres- 
sive retail store in Ohio or nearby state. Can 
furrish good references concerning character and 
ability as a hardware salesman. University 
training in business management and engineer- 
ing. Age 25. Will start at reasonable salary. 
—— Box G-573, care of Harpware Ace, New 

ork. 


POSITION WANTED—Practical hardware 
man twelve years experience both wholesale and 
retail. Have had experience in sales buying and 
catalogue work.- At present employed. Seven 
years with present connection. Desire connection 
with prospect of permanency with good _ hard- 
ware concern. Preferably in Southwest; Texas, 
Arkansas, Louisiana or Oklahoma. Address Box 
G-576, care of Harpware Ace, New York. 


RETAIL HARDWARE SALESMAN wishes 
to connect with a retail or wholesale house that 
offers opportunities for advancement. Located in 
the Middle West States or Texas. Twelve years 
experience in retail hardware; 32 years of age; 
can furnish best of reference. Address Box 
G-540, care of Harpware Ace, New York. 











POSITION WANTED—Sales manager, in- 
structor or salesman; 20 years’ experience. d- 
dress Box G-548, care of Harpware AcE, New 
York. 


RETATL HARDWARE MAN THOROUGHLY 
EXPERIENCED in all departments wishes to 
connect with a first class growing concern that 
wants a progressive and energetic man. 9 years’ 
experience, single, and 33 years old. Can furnish 
the highest business references as to qualifications. 
ability, and reliability. Address Box G-570, care 
of Harpware AGE, New York. 





MANUFACTURERS’ AGENTS—A nationally 
known chain manufacturer requires representa- 
tion in the Pacific Northwest for its general line 
of chain, tire chains and automobile accessories. 
Only well established manufacturers’ agents who 
have received favorable consideration from hard- 
ware jobbing and accessory dealers need apply. 
References giving names and addresses of fac- 
tories now represented to be submitted in answer. 
— Box G-547, care of Harpware Acre, New 

ork, 





SALESMAN WANTED—To carry side line of 
high grade mechanics’ tools on commission. Must 
have following among jobbers and retailers. State 
line now handled and territory covered. Address 
Box G-549, care of Harpware Ace, New York. 





_ WANTED-—-SALESMAN WITH CAR visit- 
ing hardware, paint and lumber trade to handle 
as a side line on commission basis window glass 
and putty throughout New York State, New Jer- 
sey and Connecticut. Address Box G-557, care of 
Harpware Acre, New York. 





WANTED—AGENTS TO HANDLE AS A. 
SIDE LINE, on a commission basis, a full line of 
hand and pneumatic tools, carvers, punches and 
rock drills. Address Box G-560, care of H'arp- 
WARE AGE, New York. 


MANUFACTURERS’ AGENT OR SIDE 
LINE salesman wanted to solicit orders. Must 
be acquainted with the trade. Pocket samples, 
big commissions. Address Box G-575, care of 
HARDWARE AcE. New York. 








HARDWARE AGE, 

New York, N. Y. 
Gentlemen: 

The results from our ad which 
appeared in your publication were 
very gratifying, having received be- 
tween fifty and seventy-five replies, 
resulting in several sales connec- 
tions. 





Very truly yours 





(Name on request) 























Get The Fighting Spirit 


Your business paper—HARDWARE AGE—brings to 
you each week the latest selling hints. 
that “inspiration” and “determination” are just as 
essential to business success as is ability. Get in 


We realize 


the habit of reading your trade paper carefully 
from cover to cover each week; get the fighting 
spirit it instills and your books will show a better 
balance at the end of the year. 














April 9, 1925 


HARDWARE AGE 
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FORSTNER BITS 





The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 





One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


- TORRINGTON, CONN., U.S.A. 











Aluminum 


WARE 


Guaranteed to last a \lifetime! 
4 heavy weight line. A complete 
line. 


ALUMINUM PRODUCTS COMPANY 


LA GRANGE, ILLINOIS 







ous ” 











SO BOSS The Improved Cow Hobble 





milked. The So Boss Com- 
bination Hobble and Tail 
Holder retails at 75c. with 
generous profit for the dealer. 
Packed in individual cartons 









Sold by 





Leadi —wunit packages of six in- 
ing cludes display material—Na- 
Jobbers tionally advertised. 





Simonsen Iron Works 
Sioux Rapids, lowa 





Selling fast wherever cows are 

















Learn How To 
SELL MORE 
HARDWARE 


Get These Two Books 





Showing 
Is 
Selling 














Just Clip 
And Mail 
This Ad Back To 


DULUTH SHOW CASE Co. 
P.O. BOX No. 778-A 
DULUTH, MINN. 

































A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 
handle. Keeps hands out of water. Saves 
time and back-bending. 





Wily ))) 


GN W » 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 








BARTLETT Two Hand Pruner No. 777 


Built right with blade on opposite side from general cus- 
tom. Left hand operates Hook Handle—Right hand the 
pruning blade. 

Hook remains station. 
ary while blade closes. 
Cannot injure trees. 
Drop forged with 26” 
White Ash Handles. Write for Catalog. 


BARTLETT MFG. CO. 430 E. Lafayette Ave. Detroit, Mich. 


ES 




















Watch the Weekly. Market Reports 


in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 














UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING Co. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 














| “They Have a 
Bull Dog-Grip” 


ey a by 
U. 8. Clothes Pin Co., Montpelier, Vt. 





Sales 
| 10185 Union Bank Bidg., Pittsburgh, Pa. 





American Can 





Bape. American Can Company 





J. L. THOMPSON MFG. CU, 
Waltham, Mass. 
Tubular and Bifurcated 


—RIVETS= 














The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 








ELEVATORS 
DUMBWAITERS 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 
Cc 


Write for our oataleg 
Energy Elevater Ce. 
211 New St. Philadelphia 





o. 
Syracuse, New York 














ELEVATORS 


and Dumbwaliters 
fer House, Store or Warehouse. Write 
fer particulars. State your require- 
ments as to size, capacity and lift. 
The SIDNEY ELEVATOR Mfg. Co. 
Sidney, Ohio 





SESE or 
Secntiebendieniaeaionaentee see ee 
A RN AR RO AR 





SILVER LAKE pine 


SASH CORD 


FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 


NET WEIGHTS 


SCYTHES 


AXES 


Scythes since 1912. Axes since 1880, 


RIXFOR Dersstitigineate,ve. 

















it’s ours 


Trow & Holden Co., Barre, Vt. 
Send for catalogue. 


If it’s the best tool you can sell 
For Working Stone 


LUMBER 
CRAYONS 


STANDARD CRAYON CO. 


Danvers, Mass. 
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THE ADVERTISERS’ INDEX is published as a convenience and not as a pert of the advertising eontract. Every eare will be taken te indes eorrestly. 
or 


No allowance will be made for errors or failure to insert. 
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octamer ge li EE eee 133, | Richards-Wileox Mig. Co. .............. 101 
pomar aie RO a as vee eyeeeeneete 131 Rixford Mfg. Co. ............seeeeeeees 137 
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merican Screw CVedit ian cn eed eene~e sees 
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| YOUR STORAGE SPACE — 


_— 15 Real Money Worth Saving 
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“You Can Save Space if your Wheelbarrow 
Stock is Sterling “and here is the reason 
One Size and Style Wheel is used onall 
Sterling Barrows. One ‘Type of Legis 
used on all Wood Handle Barrows. 
One Type of Leg is used on all Steel- 

ndle Barrows. One size and grade 
of Hard Maple Handle for all styles. 
One weight of Tubing for all Metal Handles 
All Tray Holes are punched equa-distant 


Complete interchange of parts 

With this Scientific Construction 

your Wheelbarrow Stock occupies the 

Minimum of Space. Youcan furnish 

a Complete Line comprised of very, 
few Component Farts 


lO Different Styles 
may be assembled from 
~. these parts + 





Handles 
ee 





Our Warehouse Stocks are well located 
to give prompt national service. 
Our Representatives are at vour service to 
make vour wheelbarrow business profitable 


Rladatiite, CU aoleeinnan (0... Malr aUukee. Cerne 


Bost ola ae New York, (Ph; ICAgo, ("Le ¢ Ta (eats @ Det POLE, St Lou 1s 
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Reg. U. S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 












st Display the Carton 
of SILENCE 


: : | bs IN SIX — 


4in., % in. and 1-4 in. 
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Two | 
Straight Sizes 


Packed 14 gross sets of any 
one size. 


sr 


a Assortment 

© Packed one doz. sets each 
—2in., %in., %4 in. % in. 
pote | 43 gross. 
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Your nearest Jobber cafeiesa complete line 
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largest size possible 


les of Packing 
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She Perfect Furniture Footwear 
BIl@hy 


Better than Casters 

















